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TRAINING BULLETIN 
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suggestive 
selling? 


Answer yes or no to the following questions and be honest. 
Do you think you’ve done a good day’s work by just making the rounds and asking 
people what they need? by just filling orders? 
Do you show your merchandise in groups, for example carbon paper with ribbons 
and quality second sheets. 
If you see a customer show interest in a certain piece of merchandise, do you also 


show a related item? 


If you answered no to any of these questions, natural tendency to associate related items: 
maybe you didn’t realize that filling orders ham and eggs, carbons and ribbons, spirit 
may enable you to maintain your quota but duplicating papers and hand cleaner. It’s also 
it’s no way to increase it. Suggestive selling is a way to help your customer to quality prod- 
simply a means of capitalizing on peoples’ ucts and help yourself to greater sales. 


How do you rate on product information about 
Webster Silk Star Ribbons? 


Webster Silk Star means fewer ribbon changes. 


Webster Silk Star typewriter ribbons are wound 18 yards to a spool compared to 
the standard 12 yard cotton ribbon. 


Webster Silk Star is a nationally advertised brand. 


If you answered all true, you really know Silk Star Typewriter Ribbons. It stands to 
your stuff. If not, maybe you can improve reason that you can’t be convincing to a cus- 
your sales by knowing more about Webster tomer if you aren’t sure of the facts yourself. 


onaft tne... set WV CD STE L’S cares en, 


Always send a “*tame-saver’ : carbon copy. 





F. S. Webster Company, 13 Amherst Street, Cambridge 42, Massachusetts 
Webster warehouses in New York + Chicago « Philadelphia « Pittsburgh + San Francisco « Cambridge 
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OF PITTSBURGH 


STEEL 
TABLES 


... for every office need! 








































TYPEWRITER TABLE 
GT-0361 


36x24 


LEG TYPE TABLE 
GG-0631 
60x30 


PANEL END TABLE 
AG-0721 


72x34 
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BICENTENNIAL 
1758-1958 





* Write for 


full details today 





Visit Haskell’s New Plant 
while in Pittsburgh for 
the Bicentennial Celebration 


Steel Desks 

Steel Tabies 

Stee! Files 

Steel Credenzas 
Stee! Cabinets : 
Steel Accessories : 


Te eee ECP CeCe 


Haskell pioneered in office steel tables! And now, 
it’s Haskell know-how that produces the nation’s 
largest line of best sellers! The widest design selec- ; 
tion the widest size range . . . 18"x18" through OF PITTSBURGH : 
120"x42”. A table for every office need . . . decora- aNta 255} 


HASKELL» 





tive and functional, both! 


231 HASKELL LANE, VERONA «+ P.O. BOX 5273, PITTSBURGH 6, PA. 
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Give your profits a lift 


with this new {; OSL / ro} oE-B B a 


@ Today's sale has a f 
deliver this de luxe COSC' 
secretarial chair. Truly a va 
mass ‘middle’ market 
and earn more! Dual-: 
seat. Foam-cushioned | 
front and back. Smart 
Styling for any office 
classic, modern, regiona 
backing of the largest f 

in COSCO history! 


HAMILTON COSCO, INC.- COLUMBUS, INDIANA 


All prices shown are for Na 
Other fabrics slight 
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Me, _ | | 

AR . : ; a | 

28-STA $67.95 28-T $52.95 27-LA $39.95 23-LD $19.95 COSCO also offers comparable values 
$71.95)" | ($56.95)* ($43.95)* ($21.95)* in chairs, settees, sofas, tables 


*(Zone 2: Texas and 11 western states) 
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Office Appl iances Edited for Retailers of Office Supplies, Office Machines, Office Furniture 


VOL. 109 APRIL 1959 NO. 4 


Editor and Publisher: 
John A. Gilbert in This issue 

Editorial Director 
Walter S. Lennartson 

Managing Editor 
Clarence O. Schlaver 


22 Good Be Helps One Article Sell Another. Palson’s of Worcester, 
] Mass., recently remodeled its stationery and office equip- 
ment quarters under the guidance of Eugene Barnes. 
Display ideas emphasize complete visibility and suggest 
accessories to fit with the office furniture. It's a story of 
how good display enhances selling. 


issociate Editor 
Carroll Cihlar 
Assistant Editor and Librarian: 
Herta Breiter 





irt Director: 
Leonard Schimek 
Service Bureau Manager 
Richard G. Johnson 
Market Analyst 
Peter B. B. Andrews 


26 The Purpose of Display; Its Place in Our Economy. This month, OFFICE 
APPLIANCES inaugurates a regular display feature prepared by Jim 
Rice, known to the industry for his outstanding ideas on making display 
do a merchandising job. He introduces the subject with some pertinent ob- 
servations on the value of display. 


28 In Sioux Falls, S.D., ‘Best’ Ideas Sell More Office Machines. Here's the 
story of an office machines merchandiser who uses a 
“wall of glass’ for his store front, single-purpose display 
fixtures, roof parking and a neat service department to 


Published on the 23rd of each 
month preceding the month of 
by The Office Appliance 
Co., 600 West Jackson Boulevard, 


issue 





Chicago 6, Ill. Cable address swell his sales volume. The store was remodeled to in- 
Applico, Chicago. Phone: DEar corporate a storehouse of ideas, many of which other 
_— aie dealers can profitably use 

SUBSCRIPTION RATES: 


l year 2 years 3 years 
United States $3.00 $5.00 $7.00 
Canade $3.50 $6.00 $8.50 34 Continuity of Lines Proves an Important Selling Factor. The “Complete 
Dealer’ series relating to Latta’s, Inc. this month puts the spotlight on 


( tries $6.00 $10.00 $14.00 : ° . “ - 
office supplies. At Latta’s, the emphasis is placed on “‘selling” the customer 


Single Copies: United States, 50c; 
Canada, 60c; all other countries, instead of merely satisfying his choice of merc handise. 
} February Buyers Index Issue 

(Parts 1 and IT), $2.00 


Orrice APPLIANCES is registered 39 Friendly Air for a Modern Bank. This "Office Planning” feature tells how 
in the United States Patent Of a Daytona Beach, Fla. dealer equipped a bank, carrying out an underlying 
hice, Washington, D. ¢ motif of sturdiness and strength for institutional character as well as pro- 
O©Copyright: Contents covered 


viding modern methods and friendly atmosphere 





y Copyright, 1959, by the Office 

Appliance Co. Second-class post 
uge paid at Chicago, Ill. and at 
additional mailing office 
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GEORGE STUART, INC. of Orlando, Fia., 


APPOINTMENT of two veteran New 





GILBERT E. MORCROFT, chairman of the 


Lafe and Important 


on March 
10 was named 1958's “Brand Name Retailer-of- 
the-Year’” in the office equipment and stationery 
stores category. This honor came but a few weeks 
after George L. Stuart was chosen by OrFice AP 
PLIANCES as “Office Dealer of the 
Year’. 

In addition to the Orlando firm, 
equipment and stationery stores were cited for 
their outstanding 1958 brand name promotional 
activities and were selected to receive certificates 
of distinction. They are: D. Waldner Co., In 
Mineola, N.Y., a 1956 
and 1957 competitions; County Stationers, Inc 
Ventura, Calif.; Howard W. Boise, Inc., Plainfield, 


Equipment 


four other oftice 


certificate winner in the 


N.J.; and the R. P. Lewis Co., Flint, Mich., who 
won a certificate in the 1957 competition Winners 
will receive their awards at a dinner in the Grand 


Ballroom of the Waldorf-Astoria on April 15 


York office fur- 
niture retail store executives as vice-presidents and 
directors of the B. L. Marble Chair Co., Bedford, 
Ohio, has just been announced 


a 





John Mossman 


Jack Schwander 


Joining the manufacturer April 1 are John | 
Mossman, former president of Desks, Inc., and 
Jack G. Schwander, former board chairman of the 
same New York City dealership, according to 
Charles L. Pettibone, president. Mr. Pettibone said 
that the B. L. Marble Chair Co 
panded sales offices in New York City on April 1 
and that the two newly appointed executives, who 


will open ex- 


have resigned their positions from Desks, In 
would head up the office to 
sales program in promotion of new lines of office 
furniture. Sales activity in New York. 
land, New Jersey, Philadelphia, Baltimore and 
Washington, D.C., will be supervised out of New 
York by Mr. Mossman and Mr. Schwander. C. B 
Schubert, Marble vice-president and director now 
in charge of the eastern sales activity, retires on 


July 1. 


direct an accelerated 


Long Is 


board of 


General Office Equipment Corp., Pittsburgh, Pa., 


i 
announces election of Marvin 
president. Mr. Padower will 


general sales manager. 


Padower as vice 


continue to serve as 





ROBERT T. KENWORTHY, INC. has been named to 


THE 


AT 


APPOINTMENT OF 


THE 


manage the National Business 
Show by the Office Executives 
the ex- 


Association, owners of 


position. The show this 
filling five acres of display area 


in the New York 


run from October 19 


year, 


Coliseum, 
will el 
through October 23. The Ken- 


vanization IS re- 





worthy of! 


R. T. Kenworthy 


garded as one ol the cop expo 


sition management firms in the 
Kenworthy, 


the Exhibit Management Association 


nation. Mr himself, is a member of 


FIRM NAME of Allen Office Supply, Myrtle 
Beach, S.C. has been changed to Allens, Inc. Own- 
ershiy mains the same. Officers of the corpora- 
tion are: president and treasurer, James E. Allen; 


vice-president and secretary, Mary Kemp Allen 


RECENT ANNUAL MEETING of the John A. 


Marshall Co., office furniture 
firm of Kansas (¢ ity, Mo - 
S. Marshall was elected presi 
dent. John A. Marshall, foun 


chairman of 


John 


der. was elec ted 


the board. Other officers and 





directors are: William L. Mar 
shall, vice-president; G. Ever 
ette Glenn, vice-president: : 
«elias P' J. S. Marshall 
Frank O. Denney, vice-presi 


M. Laffoon. sec 
retary. Prior to taking over the duties of president, 
John S. Marshall 


president In charge of sales and director of interi- 


dent, and G. 


served in the capacity of vice- 
or design for offices. John D. Turner, a graduate 
designer, was recently named director of interior 
designs and furnishings. Outstanding lines of of- 
fice furnishings carried include those of Jasper Of 
fice Furniture Co., The General Fireproofing Co., 
Miller, B. L. Marble Chair Co., and 


upholstery and carpet manufacturers 


Herman 


drapery 


DAVE N. SEDERQUIST as 
manager of the San Francisco branch of The Gen 
eral Fireproofing Co. has been announced by | 
A. Purnell 
Mr. Sederquist has been sales manager 
of the San 


president. Since joining the company 
in 1956 
Previously, he was 


for Stewart Of 


Francisco branch 


sales and ad\ ertising 


Dallas, Tex 


Manaver ot 
fice Supply Co.. 


HANDWRITING 
( harles K 
scupto [ne 


Lovejoy, execut VICE presiden or 


to the recently Va ated post or secre 
tary-treasurer. This action was taken following the 


resignation of Frank D. Waterman 
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LEO A. BEHRENDT, 62, vice-president of the Joseph 
Dixon Crucible Co. and an ex- 
pert in metallurgy, ceramics 
and refractories, died follow- 
ing a heart attack in Hawaii 
on February 11. He had gone 
to Hawaii with his wife on a 
vacation and business trip. Mr. 
Behrendt served as Dixon vice- 





president since 1948 and for 


L. A. Behrendt 


seven years before that was 
manager of its crucible divi- 
sion. Surviving, in addition to his widow, are 
three daughters, a brother, two sisters and nine 
grandchildren. 


IRWIN L. POTTER, manager of the office furniture 
division of the F. J. Heer Printing Co., Columbus, 
Ohio, has joined the staff of the Hatcher Office 
Equipment Co., Fayetteville, N.C. Mr. Potter had 
been with the Heer company for 10 years. He ts a 


rormer resident ot Fayetteville 


THE WATSON MANUFACTURING CO. of James- 
town, N.Y. has announced the 
ae 


appointment of Malcolm Mc- 
& é 


Clure to handle both the stock 
and contract products of the 


dik 


Malcolm McClure 


company in the state of Indi- 
ana Mr 
known in the territory and has 


McClure is well 





had wide experience in office 
furniture, including bank and 
court house equipment. He 
will operate as the Commercial 
Products Corp., 1109 1] Maryland St., Indianapo- 
lis, Ind. Telephone ME 7-1130 


GEORGE 1. CROUCH, 94, a retired office machine 
anufacturing executive, died March 1 in United 
Hospital, Port Chester, N.Y. Mr. Crouch retired 

1941 after 51 years with the Underwood, Elliott 

& Fisher Co., which is now known as the Under 
wood Corp. He had been the firm’s first salesman 

1 in 1897 he sold its first typewriter. Surviving 


his widow and a son, George A. Crouch 


THE STATIONERY & OFFICE EQUIPMENT GUILD 
Canada. Inc., announces that Paul E. Burbank, 
NSOEA consultant, will be the keynote speaker 
Monday morning, May for the Guild conven 

in Montreal. 
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OA Press-Time Bulletins 


FRANK J. MELEY has been appointed financial vice- 
president and manager of op- 
erations of Goldsmith Bros., 
New York City, it is an- 
nounced by Theodore Garfield, 
chairman of the board. Mr. 
Meley for the past five years 
has been manager of opera- 
tions and control. Prior to 
joining Goldsmith Bros., Mr. 
Meley was with The Empori- 
um Capwell Co., Interstate De- 
partment Stores and Federated Department Stores. 





F. J. Meley 


THE RESIGNATION, effective March 15, of Irvin 
Gassenheimer, Jr., president, and Irvin Gassen- 
heimer, Sr., chairman of the board, as officers and 
directors of Mercantile Paper Co., Montgomery, 
Ala., was recently announced. “I am terminating 
all interest in the Mercantile Paper Co. to devote 
my entire time to the expansion of electronics for 
business and industry,” Gassenheimer, Jr. said, 
“and to the promotion of my rapidly growing 
Muzak franchise, Hi Fi Melody, Inc., as well as 
Dictaphone sales and service. Mercantile Paper 
Co. will continue its printing and office supply 
operations as heretofore. Other members of the 
present board of directors are Sidney Gassen- 
heimer, Ray C. Gassenheimer, $. Richard Gassen- 
heimer, Allan Gassenheimer, Richard Newman 
and Herbert B. Strickland, Jr. 


MILTON BLUTH, formerly  secretary-treasurer of 

# Davison-Bluth, Inc., stationery 
and office supplies, 148 Fifth 
Ave., New York City, has been 
named president in a reorgan- 
ization of ownership and per- 
sonnel. Mr. Bluth started as 
sales clerk in 1940. Recent 
changes in ownership have en- 
abled him to reorganize and 
make moves designed to mod- 
ernize the store which has 
served its trade for more than 40 years from the 





Milton Bluth 


same location. 


BADGER, INC., manufacturer of the Luxco line of of- 
fice equipment, announces the appointment of 
Alamo Sales Co., Inc., as sales agents in the states 
of Georgia, Alabama, Mississippi, Tennessee, 
South Carolina and North Carolina. Stan Hahn 
and George Sydnor have joined together in form- 
ing the firm and will service all Luxco accounts in 
their territory. 












See us at the 
NOFA Convention 
BOOTHS G-754 & G-755 


dealers everywhere agree: 


METAL FURNITURE 
is the profit line of °59 


top products eee 


Every item in Royal’s bigger-than-ever line of business seating is made to sell on sight! 
Chair for chair, dollar for dollar, it’s easier to sell Royal because there’s more selling 
features to talk about—your customers can see for themselves: they get more for 
their money—more features—better construction —top guarantee. 
Widest selection, too... means you can simplify inventory and ordering by supplying 
all business seating from one quality source ... Royal ! 


top promotion ee 


We're pre-selling YOUR customers on Royal seating with the biggest hard-sell product ad 
campaign in our history .. . millions will see it, read about it in the major trade 
and business magazines—magazines aimed at the individuals who make 
the important buying decisions for their firms. 


Month-after-month, big ads like this will hammer home the 
Royal Product Quality Story to your customers... in important 
publications like Fortune - Business Week +« Dun’s Review - 
Modern Office Procedures - Management Methods « Institutions 
* Interiors + Architectural Forum + and many others 

altogether more than 30 sales-making magazines! 


New Exhibition Hall ' guUSINESS 


Miami Beach, May 1-4 


WEEK 
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ES EVERYTH] NG 
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everyth ine KOVAL, 
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s made to make you money 
and Royal makes everything in business seating 


wa 





IN BI SINESS SEATING 


Vines 
ure 


makes 


ROYAL METAL MANUFACTURING COMPANY « One Park Avenue, New York 16, N.Y., Dept. 53-D 
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A special report in a recent issue of U. S. News 
& World Report explains “Why Businessmen 
Worry as Prosperity Returns No doubt Mr 
Average Citizen would find it difficult to accept 
the idea that prosperity brings worries. Yet, the 
report indicates quite clearly that general pros- 
perity is not an unmitigated joy 

The jolting fact, deftly revealed in a chart, is 
that Labor's share of income has remained almost 
perfectly steady since 1929, while Government's share 
has gone way up and Property Owners’ (business- 
men's) share has gone way 
dollar of total income Labor 
in 1929, 65.2 cents in 1940 
Government's share moved from 11 
1929 to 16.6 cents in 1940 
1958. Compensating for Gi 


down. Out of each 
s share was 63.5 cents 
ind 63.7 cents in 1958 
cents in 
ind to 25.2 cents in 


vernments im reased 


take, Property Owners’ share went down from 
25.0 cents in 1929 to 18 ts in 1940, and to 
11.1 cents in 1958. Obviously, all of the great in 
creased cost of Government is being paid by busi 
nessmen. 


The steadily decreasing return investment 


of time, skill and money could reach the vanishing 
point if the trend toward even greater Government 
expenditures is not checked. H¢ 
Government spending may 

explanation of facts to members of Congress could 
result in holding the line. | 
the businessman may be squeez 


ype for reduction in 


futile, but igorous 


less the line is held 


1 to the point of 


Next Month 


Presenting its 50th annual offi furniture issue 
OFFICE APPLIANCES will put in clearer focus today’s 
‘Inner Space Age’’ with emphasis on off 


ibility ind livability 


furnish 
ings which provide better wor 


Office Appliances April 1 

Publisher ..... John A. Gilbert 
Assistant Publisher . Charles W. Gilbert 
Treasurer _.... ‘ Richard M. Daugherty 
Circulation Director Stanley Roy 


Hugh D. McCahey 
Robert J. Skup 


Assistant Circulation Manager 
Production Manager 


OFFICE APPLIANCES was founded by George H. Pat 
terson and developed through 34 years by Evan Johnson 
ESTABLISHED 1904: Succeeding and embodying Ameri- 
can Stationer, New York, estab 1 1873, the original 
trade journal serving the stationery field; Typewriter 
Trade Journal & Office Systems, New York, 1904; The 
Office, Franklinville, N.Y i; The Office Appliance 


Journal, Chicago, 1905; Business Equipment Journal 
Chicago, 1908; Office Outfitter, Cl f 
inal National Stationer, N 7 


non-existence as 
Such 


an independent factor in our 


economy a denouement would be a classi 


example of killing the goose that lays the golden 
egg 
. 

It seems probable that the Humphrey-Proxmire 
National Fair Trade Bill, S.1083, will be on the 
official Senate agenda during the current session 
the bill, 
Humphrey says, “In introducing this bill, I am 


of Congress. Concerning Co-sponsor 
hopeful that public attention will be brought di 
rectly to bear upon the grave competitive threat 
which loss-leader selling and related pricing prac 
tices pose for small businessmen. It is my desir« 
to see stimulated among thoughtful people in all 
walks of life a free and open discussion of this 
bill, its provisions and general objectives 

Senator Humphrey has hit upon a very impor 
tant aspect of the subject. Thus far only proponents 
They 


argue for and from positions already taken. In 


and opponents have entered the discussion 


order to assure an equitable conclusion, participants 
without axes to grind should join the fray. 


Editorial 


Director 





for the floor 


1 
( 


dimensions available. With full col 


r 
i 


cover, staff stories and new products in office equij 
ment this presentation promises to be the best in a 


half century of such special issues 


ADVERTISING REPRESENTATIVES: New York City 
George C. Wheeler, Vice-president and Eastern Manage 
Wallace W. Fisher, Assistant Eastern Manager; 100 | 
42nd St., New York 17, N.Y. Phone MUrray Hill 2-2373 
Chicago: Herbert L. Sime, Vice-president, and Charles H 


Winters 0 W. Jackson Blvd., Chicago, Ill. Phone 
DEarborn 2-320 

Los Angeles: Rebert E. Ahrensdorf, Jack Quillman, Stan 
ley Ehrenclou; R. I 


Ahrensdorf Co., 3275 Wilshire Blvd 
Phone DUnkirk 2-7337 

Ahrensdorf Co., 260 Kearny St., San 

Phone EXbrook 7-069 


Los Angeles Calit 
San Francisco: R. | 
Francisco 8, Calif 
The Service Bureau of Office Appliances is maintaine 

ye the exclusive use of subscribers and advertisers. It 
answers inquiries pertaining to the field 
office supplies and equipment, and 
aids dealers in securing lines, without charg 


furnishes names 


manufacturers 
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oO ways 


to low cost 


Jandem . 


ya = LO) OME AO) Hom 


torage 
“With New SPRING-LOCK 
Closure”’ 
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For pris Record 





Sell this fivesome of perfected products for full coverage of the record storage 
market. Each fills a particular phase of efficient, modern filing for your 
customers. For further facts and features on these Bankers Box prodycts 
and how they can fit your profit picture, write today for complete information 
and dealer packet. 


BANKERS BOX COMPANY 
Specializing in Record Storage Equipment Since 1918 
2607 N. 25th Avenue Franklin Park, IMinois (Suburb of Chicago) * GLadstone 5-7700 





The “NEW DIMENSIONS OF MANAGEMENT” 
sound slide-film presents, in light, cartoon-style 
format, an analysis of the several new dimensions 
of running a business successfully. Addressed to 
your branch manager or dealer executive in his 
Capacity as a profit-minded businessman, the film 
examines the facets of the executive function and 
offers suggestions on managing his own business 
career, the affairs of his firm, and the sound devel- 
opment of his people. In its concluding frames, the 
film deals specifically with your company’s adver- 
tising in Nation’s Business. 

Personal narration by the Nation’s Business rep- 
resentative brings your message direct from home 





office to field office on a face-to-face basis. Your 
section of the film will explain how your advertis- 
ing helps him sell to his best customers and pros- 
pects in his own sales area; how it helps his sales- 
men sell more effectively, with better use of their 
time. In addition, space can be provided for new 
product announcements, special promotion details, 
personal message from top management, etc. Avail 
your company of this personalized, personal visit 
merchandising aid . . . presented with all the im- 
pact of a personal call by an experienced Nation’s 
Business representative using modern audiovisual 
techniques and equipment. It’s a mew business- 
building tool for you! 


Telephone the Nation's Business regional office nearest you for full details: 


New York, OXford 7-5530 + Philadelphia, Rittenhouse 6-6681 + Chicago, DEarborn 2-0870 + Cleveland, 
CHerry 1-7850 «+ Detroit, TRinity 18989 + San Francisco, SUtter 1-0309 + Los Angeles, ZEnith 0309 


OA-4/59 











MERCHANDISING SERVICE FOR 


OFFICE EQUIPMENT ADVERTISERS 





To help you get the most from your advertising investment 


NATION'S BUSINESS .........:... 


will personally visit your branch offices or dealers in up to 100 cities with a 


20-MINUTE COLOR FILM- 
“THE NEW DIMENSIONS OF MANAGEMENT” 


More and more advertisers are expressing keen 
interest in magazine merchandising services to 
build dealer and branch office enthusiasm for na- 
tional advertising. To help you merchandise your 
Nation’s Business advertising . . . to stimulate and 
inform field sales executives . . . to focus attention 
on the support you are giving them among the 
business buying influences of their own community, 
Nation’s Business offers an unusual face-to-face 
merchandising service. 

Your branch offices or dealer establishments in 
up to 100 key cities will be visited by a Nation’s 
Business representative, who will be equipped to 
explain and discuss your national advertising cam- 
paign. He will put on a 20-minute color film, in- 
cluding a personalized section illustrating your own 
advertising and sales promotion, individually writ- 
ten for your sales message. In addition, he will 


present a portfolio containing lists of typical owner- 
executives in that city and territory—important 
men who see your advertising in Nation’s Business. 
Descriptive material on the business market— 
suggestions on how to sell it most profitably—and 
your own product information, ad mats, new prod- 
uct announcements, messages from your president 
or chief sales executive can also be included in the 
portfolio. 

Plans are already under way for production of 
this program for a number of major advertisers. 
Because of the scope of the program, the number 
of participating advertisers must be limited to 
advertisers using full page schedules. For informa- 
tion on how to use this merchandising service to 
dramatize the scope of your advertising in Nation’s 
Business, phone the Nation's Business regional 
office nearest you. See list on the opposite page! 


ACTION IN BUSINESS 


NATION'S BUSINESS 


solle the 
owner -executive 
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YOU'RE IN LINE 


FOR BIGGER PROFITS 





THE QUALITY LINE OF 
BUSINESS FORMS 





And here are three big reasons why: 





ENNIS is your most complete source of 
business forms in the nation, producing 
every needed form from the latest Snap- 
A-Part, Register or Continuous forms to 
the full range of everyday forms. 


2 ENNIS has this vast supply on tap for 
you, ready for fast delivery when and as 
you need it. You can go after the big vol- 
ume jobs at competitive prices .. sell any 
job more profitably. 


ENNIS is your supplier ..not your com- 
petitor! 


Grow with the growing ENNIS line . . write today for 
catalog and complete information. 


tk ANNIVERSARY 1909 * 1959 
hd) Ennis 


TAG & SALESBOOK COMPANY 


Eastern Factory 
Chatham, Va. 





Western Factory Home Office and Factory 


Paso Robles, Calif. 


Ennis, Texas 


Warehouses — Birmingham, Houston, St. Louis 
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Letiers 


Readers are invited to express themselves brief- 
ly on any subject related to the office equip- 
ment and supply industry. Address: Letters 
Editor, OFFICE APPLIANCES, 600 W. Jack- 
son Blvd., Chicago 6, Ill. 


Dealer of the Year 
Dear Editor: 

One seldom reads such a complete, honest and 
accurate write-up as that of yours on “Dealer of 
the Year’’ George Stuart! I want to commend you 
and your staff on it. 

I happened to call on George on my recent vaca- 
tion-business trip to Florida. This was my first 
visit to his store. Having known George for some 
years, I naturally expected to find a very fine store. 
In spite of my expectations, I was even greatly 
surprised at what I was shown!! It was much 
larger, more active, more efficient, cleaner, than 
one would think possible. There was a place for 
everything and everything was in its place! 

After seeing his operation, I am not surprised 
that he has been able to top a million dollar vol- 
ume, and by comparison to the average dealer's 
efforts and activity, he richly deserves that volume! 

But there is more to business than volume. It is 
my opinion after seeing his store, and reading in 
your article some personal facts that I did not 
know before, that if most dealers were like George 
our industry would have no troubles, and most 
of the things that are now hurting this industry 
would be eliminated! 

I believe that every dealer who reads page 22 
of the February “OA” will be benefited, and | 
think that this and other similar articles are doing 
a valuable job in showing the average dealer that 
he can succeed in spite of discount houses, chain 
stores, and other troublesome things he now faces. 

Keep up these efforts! 

BERT SWANGER 


American Voss Corporation, 
Detroit, Mich. 


is Our Business StationAry 


(The following letter is so pertinent to current 
conditions that we publish it as a “Letter to the 
Editor’ even though it was originally addressed 
to Southworth Company men as a recent monthl; 
Bulletin.” ) 

EITHER WE MOVE FORWARD or inevitably 
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we will move backward. There is no salesman or 
business which stands still very long. Suppose we 
consider a few of the steps we can take to insure 
our forward progress. 

WE MAY THINK because we have been in 
the business many years that we know all there is 
to know. Maybe we do know a lot, but even if 
we know all about our business up to today, to- 
morrow there willbe things we do not know. 
In these days of advancing science in every field, 
we must keep abreast of day-to-day changes, and 
the knowledge of them certainly will affect our 
capabilities as salesmen. 

WE MAY BELIEVE we are using the best pos- 
sible sales technique because we have been suc- 
cessful in the past. No matter how good we really 
are, there are so many new “punch lines” we can 
learn if we read and study the sales experiences of 
the “greats” in our profession. 

NO MATTER HOW SATISFACTORY we 
may consider our sales volume, there are few of us 
who could not greatly increase this volume. We 
must never forget that even if our sales do show 
an increase year by year, these increases have been 
due in large part to advancing prices. Possibly, 
we have slipped in the actual amount of goods 
sold. 

IF WE THINK for one minute we can get 
along without the impetus of new business, we 
are sadly wrong. Sickness, death, change of per- 
sonnel or territory may some day rob us of our 
finest account. Will we have prepared ourselves 
for this eventuality by having constantly added 
new accounts? 

ARE WE SELLING all possible items in our 
line, or are we taking orders for the same old 
items and allowing our competitor to get his foot 
in the door with the products we are neglecting 
to promote? 

ARE WE LOSING an opportunity to move 
forward because we do not take sufficient time to 
sell the quality of merchandise which our customer 
really needs and which will not only better satisfy 
him but will result in greater financial return to 
ourselves ? 

THOMAS HUXLEY said, ‘The rung of the 
ladder was never meant to rest upon, but only to 
hold a man’s foot long enough to enable him to 
put the other somewhat higher.’ 

PauL W. CHENEY 
Southworth Company, 
West Springfield, Mass. 
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TAKE A LOOK AT 


SI re og enter mpm et 





ONGHORN 


CARBONS and RIBBONS 


They give the look your customers 
want..sharp, clean, crisp. They 
give the kind of performance that 
brings repeat sales. 





WATCH PROFITS LOOK UP 


When you stock our complete line of 
sales-leading carbons and ribbons for 
the office. Write 
today for  illus- 
trated catalog. 





AMERICAN CARBON PAPER MFG. CO. 


Western Factory Home Office ond Factory Eastern Factory 
Paso Robles, Calif. Ennis, Texas Chethem, Ve. 


Bronch Offices and Warehouses ot Houston, Dollies, Woce, Birminghem, Monree, Le., 
los Angeles, Denver, St. Lovis, Senferd, Fie., 
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Here and There 





Smith-Corona Plucks 
Sales Orders 
From the Air 


Smith-Corona (Great Britain) Ltd 
recently added the speed and direct 
ness of homing-pigeons to its sales 
staff—successfully upping sales, too 

The company’s advertising and pro- 
motion department had sales letters 
hand-delivered, telling the recipient 
that “It has always been the policy 
of this company to make life easier 

" At the same time, carrier pi 
geons were delivered with instructions 
saying further information on the 
company's typewriters could be had by 
releasing the pigeon from the nearest 
open window. 

The response of newspaper editors, 
board chairmen and presidents of top 
London companies proved that the 
reputed stodgy British temperament 
could fall for a gimmick. The orders 
came flocking in (by pigeon, of 
course), with 72% of those receiv- 
ing the pigeons reacting enthusiasti 
cally. 

On the other hand some feathers 
were ruffled by the promotion. One 
large company returned the pigeon in 
a chauffeur-driven Rolls Royce with 
an accompanying note icily saying it 
took a dim view of the whole bird 
brain idea. 

Upon tallying the sales of type 
writers, however, Smith-Corona 
officials agree pigeons aren't such 
dumb clucks after all. 


Fred James Elected to 
Salvation Army Board 


Fred W. James, president of the 
James - Weaver Co., Youngstown, 
Ohio, distributor for General Fir 
proofing Co., has been elected chair- 
man of the Salavation Army advisory 
board. 

This new civic appointment bears 
out what his fellow citizens say about 
him — “If it’s good for Youngstown, 
James always has time for it.” 

In addition to his new work with 
the Salavation Army, James is active 
in the Rotary, YMCA, Chamber of 
Commerce, American Legion, the lo 
cal country club and hunting and fish- 
ing club. He serves on the official 
board of the Trinity Methodist Church 
and is a 32nd degree Mason. 


How’s That for a Prize? .. . 





Robert H. Goldman, president of the 
Central Office Equipment Co., Spring- 
field, Ill., was recently named ‘‘Out- 
standing Young Man of the Year” by 
the local Jaycees. His wife, Gloria, 
thinks he’s all right, too 


After 42 Years and 
12 Motorcycles, 
Joe Retires 


Joseph Battersby has retired 

Although Thomas Groom & Co 
Boston office equipment firm, still 
uses a motorcycle to make deliveries 
in and around the area, Joe, a familiar 
figure for more than 41 years, will 


not be in the driver's seat. 





Joe Battersby, happily astride one of 
his motorcycles in 1951. Joe delivered 
supplies for the Groom Co. in Boston 
n this and similar motorcycles for 
41 years. He retired last year. 


Joe started with the company in 
1917. He retired of his own accord on 
December 31, 1958. During this peri- 
od, he missed only 12 days of work 
six because of illness and six because 
of bad weather. 

Company officials say that he wore 
out 12 motor cycles. The first one cost 
$250, the last one $1,280. 


Stockboy’s Curiosity 
Pays Off in Sale 


A stockboy’s curiosity about a 
newly introduced adding machine in 
a San Bernardino, Calif., office 
equipment store has paid off—for 
both him and the boss. 

Arrival of the new Clary 169 full 
keyboard adding machines in the 
San Bernardino store of Barnum & 
Flagg Co. intrigued the stockboy, 
Michael Vargas. 

He watched the demonstrations 
when perhaps he should have been 
doing something else, but his boss, 
General Manager Ernest Martin, is 
not unhappy and for this reason: 

The youngster noticed a man ex- 
amining the business machines dis- 
play during a busy noon hour. See- 
ing that all the clerks had customers, 
he stepped in and demonstrated the 
Clary 169 himself. 

The result—Stockboy Vargas’ first 
commission check. 


Gary Stationer Displays 
Civil War Diary 


During National Pencil Week, Feb- 
ruary 23-28, the window display of 
the R-G Office Supply store in Glen 
Park, Gary, Ind., was centered around 
the personal diary of a Union war 
prisoner which was written while in 
the Confederate Sumpter and Ander- 
sonville prisons in Georgia. 

The diary, written in pencil 93 years 
ago and still legible, was displayed 
through the courtesy of Mrs. Jessie L. 
Patte, daughter of the writer, Sgt. 
Peter B. Perry 


Dean Leininger Wins 
‘Recession Buster Award”’ 


N. Dean Leininger, owner of Dean's 
Office Machines, South Bend, Ind., 
has won one of the “Recession Buster 
Awards” of the National Sales Execu- 
tives Club. One of the 150 winners 
in a nationwide contest on marketing 
management ideas, he earned a silver 
gavel. 


Heads Beaumont C. of C. 
W. D. Norwood, Sr., general man- 


ager of the Norwood Typewriter Co., 
Beaumont, Tex., has been elected 
president of his city’s Chamber of 
Commerce for 1959. 
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GENERAL announces its all-new all-electric 


BALANCE 


ADDING MACHINE 


Pew: 
5 
f Sie ast vin cal a 
. 2. oe 
thy or 
ee 
" yep 


Meet General’s new addition...Model 811 =, 
with CREDIT BALANCE. Here’s a machine that 


proudly says, “I can do everything.” 













You'll be surprised at its low cost, its 


appecrance, its all-around performance and <> Rie. 





durability. And it comes to you from 


General so you can be sure of its quality. 


= a 


7a 
= Sania oO, Va 
FEATURES: wee F 
Credit balance lets you subtract a larger number YY. “? 


from a smaller and get a minus figure. 
A “must” for bookkeepers and accountants. 


Multiplication key with automatic step-over. 


Condensed keyboard with three zero keys for easier, 
faster entry. 


Transparent tear-off bar keeps all entries on the 
tape visible at all times. 


All control keys (including correction and multiplication key) 
ore electrified, eliminating extra operation. 


Non-print device with automatic release stores entries but does 
not print on tape. 


Two-color ribbon with automatic reverse. 
Automatic multiple counter eliminates multiplication errors. 


Non-add feature for numbering, without adding. | 


THAN] *10,000,000,000.00 











The GENERAL-GILBERT Corp. 
since 1807 





factory: Winsted, Conn. Sales office: 150 Groadway, New York 38 
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State of the Industry 








Report on Wholesale Volume 
in Pen, Mechanical Penci! Sales 


The Fountain Pen & Mechanical Pencil Manutac 
turers Association reports that preliminary returns from 
survey launched last December reveal that 56.5% of 
the industry's dollar sales are conducted through whole 


sale channels, while 43.5% f pens and mechanical 


pencils manufactured are sold directly to retailers or arc 
sold at retail by their producers 

A total of 28 firms, including most of the major pro 
ducers in the business, reported total sales of $77,246, 
421 during their last fiscal year. Of this amount $43, 
682,993 worth of the items sold went to wholesalers, 
jobbers, and so forth, while $33,563,428 worth were 
sold either at retail or direct to retailes 

The estimates made by the association for 1957 
showed that the value of pens and mechanical pencils 
sold by manufacturers in ndustry totaled $133, 
113,525 that year. Deducting the $77 million reported 
in the recent survey, this would indicate that the associa 
tion has no breakdown of sales for the remaining $56 
million worth of industry-produced items. However, as 
the association points out, 
most of the smaller non-reporting companies sell the 
majority of their products gh wholesalers 


s generally believed that 


Harold Mann Serves 
Decade with NOMDA 

As the Cincinnati convention ap 
proaches, June 21, for the National! 
Office Machine Dealers Association 


it is noted that its executive secr 





tary, Harold W. Mann, is round 
ing his th year in that capacity 
In that time he has seen the Ass« 
ciation treble its membership a1 d 
grow i ther directions. Among 
Herold Mano the accomplishments of NOMDA 
noted are these: 
Local associations have grown to 44 from 24 
—An exclusive leasing p! has been set up for 
NOMDA members as we lus stallment sales 
plan with the largest fina: pany in the natios 
Members have been provided with window irds 
price tags and rule shields 
-Annual awards have b set for excelles 
in display advertising, dir | and sales promotior 1 
ideas 
Ladies of NOMDA group has been organized 
A manufacturers’ divis has been created 
“Legal Reporter has | published quarterly and 


“Keeping You Posted” weekly along with greatly-ex 
panded ‘Blue Book 
A group life insurai has been made avail 
able 
Just recently a new ; f Who's Whe f 
NOMDA was completed. This reflected the work of 


Mrs. Mann. whose work 


has been a bulwark of support. Just recently she spent 
35 straight days and many evenings, Saturdays and Sun- 
days, putting the finishing touches on “Who's Who. 


Propose Five Committees 
On Office Standards 

The American Standards Association X2 committee is 
considering the possibility of dividing itself into five 
separate committees to deal more effectively with the 
various aspects of office standards. The subjects sug- 
gested are 


1. Office furniture standardization of nomenclature, 


sizes, materials and components 

y Paper—standardization of terminology, sizes, 
methods of test and sampling 

3. Business forms, records and procedures—stand 


ardization of terminology, sizes, layout, materials and 
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tests as well as development of standard office pro 


i. Consumable office supplies standardization of 
ry, dimensions, quality methods of tests on 


pencils, erasers, staplers, and so forth, but not to include 
I 


5. Business machines—standardization of those fea 
tures affecting installation, performance and operation 

All of which appears to be a stride in the right direc 
tion with common goal of uniformity 
Miller’s Mart Finds 
New Collection Gimmick 

Harry J. Miller of Miller's Mart, office supplies firm 
of Sarasota. Fla.. reports success with a plan for collec- 
tion of past-due accounts. Says Mill 

Each year, merchants of our community co-operate 


n the giveaway of a new automobile to give business a 
shot in the arm. As a participating merchant, we ré 
eived our allotment of tickets, to g away as we chose 
We decided to distribute them among our past-duc 


customers. They were advised that for every dollar they 


d on their accounts, they'd get a certain number of 

kets. The idea worked like magic and cleaned up a 
good number of old and bad accounts. We didn't have 
to get tough with these people and thereby risk losing 
them altogether. For what our participation cost us, this 
was the best and cheapest collection gimmick in our ex 
periet 


Mechanical Handwriting 
Instrument Directory Available 

Frank L. King, executive vice-president of the Foun- 
tain Pen & Mechanical Pencil Manufacturers’ Associa 


Inc., reports that the latest edition of directory of 

anufacturers and products of the mechanical hand 
writing insti ent industry is now available. This is in 
loose-leaf style and contains the names of all manufa 
turers in tl siness “of whom we have any knowledg 
ind W they produce’, says King 

The directory can be secured at $ per copy from 
the Association at 1426 G St.. Northwest. Washington 

D. 
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10 0) < what PROTECTALL is doing now... 


PROTECTALL SAFES 


320 Fifth Avenue New York 1, N.Y. 


AlO 
PROTECTALL SAFES 320 Fitth Avenue, New York 1, N.Y. 
() J want your FREE Sales Aids 
[) Send me information on PROTECTALL’S NEW INSULATED FILE 
[) I want to be a PROTECTALL DEALER 


PROTECTALL SAFES 


NAME 
a division of The Mosler Safe Company COMPANY NAME 
THE GREATEST NAME IN SAFES STREET ADDON cceretenesnensnscysecenniiieene 
CO nl ONG ES TATE 


Visit ovr beeth A-123, NOFA Show, May 1-3, Fontainebleau Hotel & Auditorium, Miami Beach, Fic. 








OA Editorial 


Ailing dealer meetings 


ODAY, there is a grave need for re-examination of where our industry meet- 
ings are going and how they can survive. Attendance has slipped and the sup- 


port of manufacturers may be lost. 


A few years ago a movement was started to hold meetings in resort hotels in 


an effort to bolster attendance. Recreational facilities were ballyhooed with almost 





frenetic vigor. Success seemed to crown the efforts. Registration went up. But analy- 
sis revealed that virtually all of the dealer increase was composed of the wives of 


dealers. And the total increase also included the wives of manufacturers’ salesmen. 


The magic in numbers was infectious. The move to resort hotels for conven- 
tions spread rapidly. Everything was lovely until the rose-colored glasses were re- 
moved and attendance at business sessions was checked. Frequently it was less than 
25% of registration and too often down as low as 10%. The recreational attractions, 
so readily available, so heavily advertised, and so influential in selling convention at- 


tendance, were taking their toll. 


Another negative factor was the rising cost of convention attendance. Small 


dealers and staff members of larger organizations men and women most likely to 
benefit from well-planned convention programs were conspicuous by their ab- 


sence. Quite logically they felt that they could not afford to go to a convention un 
less the costs of attendance were more than offset by benefits received. Recreation 


they could get elsewhere, and not on business days. 


Which leads to consideration of the most significant negative factor — business 
programs that do not hit the mark. Good platform men often addressed business ses 
sions, but on most occasions they were from outside the industry and entertained 
rather than informed. Frequently good subject matter was on the agenda and then was 
treated so generally or at such levels as to stimulate no audience response. More 
often subject selection has been so poor that dealers, particularly smaller dealers, 


recognized no areas of interest even tangent to their problems. 


What can be done to make convention business programs of such caliber that 
dealers will be eager to attend? What will help them to justify the time and expense 


of convention attendance ? 
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need strong medicine 


One answer is to engage the services of skilled platform men to study phases of 
the office equipment and supply industry exhaustively for the purpose of making 
dramatic, impressive, understandable presentations. The costs involved, which would 
be substantial, could be defrayed largely, in the cases of national conventions, by 
diverting some money from exhibitors fees away from other, less significant conven- 


tion activities. 


In the case of regional conventions, where the budget is tighter, the solution 
might require more drastic action. The question is, does the industry need so many 
regional meetings? We say, no. If business programs of genuine depth and appeal 
were to be presented at half the number of regional assemblies, we are convinced 
that dealer attendance would increase remarkably. Such an increase would make 


manufacturers more willing to support regionals. 


A less costly but more difficult program idea is the forum or panel discussion 
method in which successful members of the industry are involved as expert resource 
men. A primary requirement is that the subject matter must interest small and medi- 
um sized dealers. In addition, the moderator must have exceptional skill in the tech- 
niques of group discussion. And, finally, each panel participant must be completely 
aware that much more time and study are needed to become adequately prepared 
as an effective panel member than to write a 5,000 or 10,000-word speech on the 
subject. Every panel member must be ready to discuss any phase of the subject as- 
signed, and understand that much of the material he has gathered may never come 
up for consideration. The panel discussion idea is difficult to handle but greatly re- 


warding when correctly done. 


The good attendance at recent sales rallies staged by travelers’ clubs and sta- 
tioners’ associations has demonstrated that a program doesn’t have to be sugar-coated 


with entertainment 


Programs can be built around speakers with a real message, informative sales 
clinics, and well-planned dealer panels. When this is done, it won't be necessary to 
use the waterfall, the golf course, the swimming pool and the cruise as attendance bait. 
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At Palsons, Inc. 





Good 


display 


helps 
one item 
se 


another 

















STEELCASE file display allows proper dem 


onstration of various sizes and types of storage 


and hling equipment 


EMODELING for “remerchandising” at Palsons, 
Inc., Worcester, Mass. puts emphasis on co-ordi- 
nated display 
At any given location in the new layout for incentive 
selling the unobstructed lines of vision allow the cus- 
tomer to “flow” easily from one merchandise attraction 
to another 
With proper traffic flow and deletion of all dead 
orners, with divider panels at 45-degree angles rather 
than following the usual right-angle pattern, Palsons is 
now identified as a store designed for merchandising; 
not simply a newly-decorated stor 
The Worcester firm's layout displays graphically the 
principle that visibility of the merchandise is as essential 
to a store’s selling function in furniture, furnishings 


; 


and accessories as sales appeal packaging is to small 
goods 

This stress on display was created under the direction 

Eugene Barnes, merchandise consultant and designer 
known for his prize-winning design and merchandise 
plan of Harper Brothers in Greenville, S. C., which 
won the NSOEA first award in 1956, and for mer- 
handising and accessory articles appearing in journals 

the office furniture industry 

Barnes’ problem was not something new in this in 
lustry. He was commissioned to do a creative job for a 

ent, which like many other growing firms, hasn't 

n content to live with larger display and selling 
| Ace alone 

Palsons, Inc. began approximately 12 years ago as 

small operation on a second-floor area. In 1950, after 

ng made a merchandising niche for themselves, Sam 
nd Abe Palson, brothers and co-owners, decided to re 

ite in larger and more accessible quarters at 280 
Main St. in Worcester 

Business grew steadily at the Main St. location. How- 
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GIFT DEPARTMENT with attractive wall display 
informs customers that there is a larger display 
farther back 


__ 


PICTURE GALLERY and lamp counter converts long, 
narrow corridor into a bright, competent selling area 
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GOOD DISPLAY .. ntinued 


KEYNOTE of the store's design, this area allows visibility of eight different settings. Steelcase 


Sainberg desk sets and New York Graphic 


| 


ac | ted with Peter Pe pper plaqu 


ever, as the desire for “New Look for Offices 
to engulf the entire office furniture industry, the Palson 
brothers realized that greater 


began 


expansion of their service 
was as essential to a continued growth as the acquisition 
of larger quarters had been 
which had been carried sit 


1950. Even the git lines 
the opening on Main St 
lacked the essential style elements of accessory furnish- 
ings required for complete office planning and design 
ing. 

In brief, Palsons was a store without display continut 
ty which would make it possible for th 
item to lead to another 


selling of on¢ 


Here was a store with spa 


without purpose, with 
office furniture selling not engulfing the merchandising 
of the other items which go into a planned office 

It was Barnes’ suggestion that he first make an analysis 
of the present operation, develop plans for remodeling 
to stimulate merchandising and finally chart promotions 
which would attract people into the store and acquaint 


them in large numbers with the ‘‘new look for offices 


Co-ordination of merchandise is basic to the Barnes 
plan. One thing leads to another. A customer deciding 
on a Steelcase desk, for example, finds a Sainberg desk 


set, a Stroheim and Roman fabric and a Stadler-Neuwirth 
lamp all incorporating in some area of their design a 
predominant complementary color 
Each item then sells the other, permitting the sales 
men to appear conversant with decorative accessories 
Co-ordination of merchandise in this manner has led 
to increase in sales, the management declares 
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is 


paintings 


Here are some of the “‘better display’” moves made by 
Barnes for Palsons: 


Store layout was changed to permit a new traffic 


flow co-ordinated with the merchandise offered in each 
area 


Slatted dividers were prescribed to allow ‘‘visibility 
while providing backgrounds 


A design center was located across from eight 


Accessories were displayed in correlation with furni 


ture. For xample, when wood and combinations of 
furniture were displayed in an area they were accom- 
panied with Sainberg desk sets, Rowen fabrics and New 
York Graphic pictures. 
Create Drapery Trade Shop 
A drapery trade shop was created, displaying prac- 
tical two-tiered curtaining of office windows. Stow-Davis 
wall shelf, Warren-Kessler clock and Raymore lamp with 
white highlighted in Sainberg’s desk set and Boling 
chairs complete the co-ordination 
A picture gallery and lamp counter, which serves 
is an auxiliary Christmas card rack, converts a long, 
narrow, cluttered corridor into a bright selling area 
During the remodeling period, as a build up to the 


opening announcements, a series of four institutional 


, 
mr r | 
ads appeared 


Provocative and eye-catching, they enticed 
the customers to examine Palsons’ progress. One such 
ad, for example, showed a hand wielding a paint brush 


and dex lare d 


OA-4/59 














COMPACT and efficient the machine and equipment 
department is planned for easy selection, comfortable 
demonstrations 









PICTURE ON THE COVER this month, this display of co-ordinated 


} r 


se greets the cust t Palson’s and quickly tells its 


ng story 


COLORS tints, shades and tones; the most inti 


tartling inspirations of our painters, designers 
i d corators are soon t be NEW PALSC INS 
ilities. In the interim of our soon-to-be-an ; Z 
uunced opening, with business continuing, drop 
ind see these masters of styling create 


Another announcement declared that “‘lights, lighting, 














glitter and sparkle are now being added to 
Dusiness interior 

{1 gold invitation to a premier opening with R.S.V.P 
By Invitation Only” was sent to about 1,000 per- 
senting the top echelon of Worcester's busi 

1 professional world 
he private opening preced 1 “Girl Friday opening 
ext day. All office managers and secretaries were 
d personally. Then followed a grand opening to 
h all of Worcester was invited through the medium 
ilf-page ad in the Worcester Telegram-Gazette 


Dhe nvitation to see what new display methods had 
didn’t end with the opening promotion Pal 


ntinued an advertising campaign which stressed 









DESK COMBINATIONS in this area emphasize proper chairs, 


furniture and correlate: SSOFIeSs . 
' Sainberg desk sets, Rowen fabrics and New York Graphic 
Fundamental to the entire display program is this 
» 4 : . pictures 
invitation, proclatt qd in large letters above 
lay of co-ordinated merchandise Please Look 


It's Nice To Have Y: 
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Monthly discussion of window and store problems 


as well as Opportunities in dis play, promotion 


by JIM RICE 


dispiay director for 


Associated Stationers Supply Co., Inc., 


Horder Stationery Stores, Chicago. 


The purpose of display... 
its place in our economy 


Looking back on the beginning of my own career, I recall the difficulty with which I, left 


to my own devices, gradually acquired knowledge through a painstaking process of trial and 


error as I zigzagge 


< 


»d between hits and misses to create and execute successful displays. 


It is for this reason that this column has been created. I will try in forthcoming issues of 


OFFICE APPLIANCES to help the stationery dealer interested in display reach his goal in 


faster strides. I hope to remove obstacles from his path and motivate him to better and more at 


tractive displays both window and in-store in type. 


Mes and successful display is far more than 
the mere placing of merchandise in a store 
window, more than a stylishly-inspired and skillfully 
executed arrangement of fixtures and display materials 
DISPLAY .. . is, in effect a handicraft, designed to 
further the good NAME AND PRESTIGE OF THE 
BUSINESS IT SERVES, AND TO PROMOTE ITS 
SALES. 

Display is a specialized branch of commercial art with 
probably more problems than any other branch. It is 
three-dimensional, it requires expert knowledge of 
merchandise to be promoted, and of the market to be 
served—in addition to the obvious requirements of un 
erring taste in harmony of colors, composition, original- 
ity, imagination and inspiration 

Display has advanced with giant strides since the be 
ginning of the century. It has attained a position today 
where it is accepted as one of the finest means of selling 
merchandise. 

Display gives a store character, and more, it lends 
character to an entire street, district, community 


The duties of a show window are highly responsible 
and highly deserving ones. It has to put up a brilliant 
front with which to charm the passerby. No matter how 
difficult the times may be in general, it must never be- 
tray the slightest trace of pessimism 

Can you visualize the appearance of a street in which 
all merchants have taken the attitude that show windows 
are superfluous ? Suppose the first camouflages his with 
a tarpaulin, the second paints the plate glass over to 
render it opaque, while the third just leaves his window 
utterly and completely empty A DEPRESSING 


STREET THAT WOULD BE 
Smart Merchant Puts Window To Work 


Using his window as his medium, the sound merchant 
impresses on the customer Ais desire to please him, to 
win his good will and to keep for the future. He 
looks calmly ahead to those days when he will meet and 
beat the competition of those who do not realize the 
necessity for good window display 

[he good merchant knows that he can never afford 
to relax the standards of display for his store 
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About the author . . . Experience in display work 
over a period of 24 years has been concerned with both 
window and interior sales motivation for Jim Rice, dis- 
play director of Associated Stationers Supply Co., Inc 
and Horder Stationery Stores, Chicago. This interest has 
reached beyond mere display to encompass store remodel- 
ing and store opening promotion. Under Mr. Rice's di- 
rection is an ambitious project of Associated Stationers 
Supply Co. Inc., making packaged window and interior 
lisplays available to many store clients. These windows 


have been sale-tested in Horder stores 


is the cheapest and most ffective means ol ad 


tising, by tar 

Good display does 10 things 
Establishes pure business interest with the cus 
tomer 


Publicizes the product 
Publicizes the business 
i. Builds up prestige 
Builds up good will of the publi 
Lays the foundation for future sales, convinces 
the public of the advisability of buying your serv 
es or products 
Supports popular trends, foments favorable 
ndencies 
8. Educates the publi 
Offers the public pra | demonstrations 


Familiarizes the public with the operations of 


your business and overcomes unfavorable preju- 

5 
Merchants must realize the functions of the show 
low and accordingly they must arrange its contents 
suitable and effective n The customer can tell 
the store can fulfill the promise made by the 


w. Therefore, never di the customer or rats 
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false hopes and expectations by a display treatment lest 
you lose his confidence—a loss you cannot afford. 

In covering the purpose of display, the small mer- 
chant need not despair. It is surprising how effective 
a display can be attained with a relatively small outlay 

granted that this will require perhaps more thought, 
imagination and ability. You can beat expenses and ob- 
tain maximum effect with a smart idea. Your thinking 
will never be limited, although budgets may be. Offer 
the customer an interesting spectacle, advice or informa- 
tion he will enjoy, some original idea to raise his spirits. 
You don’t have to overcrowd the window to achieve all 
three. 


Show Window Is Forum of Enterprise 
The purpose of display is to sell. \ts economic im- 
portance is far-reaching in that it introduces and popu- 
larizes new products among the millions of consumers, 
and familiarizes them with technical inventions and new 
gadgets designed to make life better. It accelerates eco- 
nomic progress, thereby raising the standards of living. 
The show window will become more and more a verita- 
ble forum of enterprise, establishing contact with new 
customers and maintaining contact with old ones, find- 
ing more and more effective means of presentation. 
The outlook on the value of display will change; 
More merchants will realize what some already have 
recognized—that display represents for the retailer his 
most perfect means of publicity. One indication of dis- 
plays value can be found by comparing its cost with 
other means of publicity. Many businessmen now spend 
thousands of dollars on advertising in the press, yet con- 
sider spending a fraction of this sum on display to be 
out of proportion. In the not-too-distant future many of 
these same men will set aside money for display on a 
much more favorable basis 


Display Serves the Customer 
Display arrangements which me rely stress the mer- 
chandise itself are a thing of the past. A revolutionary 
change has begun in the way of looking at the function 
and arrangement of the show window. The modern 
businessman views display from a new angle—he recog- 
nizes its functions as being one of sales, publicity and 
prestige. His windows can and must fulfill all these 
functions simultaneously 
The show window acts as advertising medium in dif- 
ferent ways—it informs, educates and serves the cus- 
tomer 
It informs the customer of progress made by the man- 


( ntinued On page 100 
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NEW STORE FRONT makes the interior one large display with 
machines clearly visible from street 





LAMPS are suspended over octagon fixture for 
emphasis upon the individual machines 


‘Wall of glass’ for front, single- 
purpose display fixtures, roof 
parking, neat service department 


all help to swell sales volume 





In Sioux Falls, South Dakota 


‘Best ideas 


M* colorful, sales-building innovations are 
incorporated in the impressive new retail store 
which Best Typewriter Co., of Sioux Falls, S. D., re- 
cently completed. 

Bob Best, owner, has for the past nine years made a 
policy of saving up good, practical ideas in retail opera- 
tions encountered in every type of sales field. When the 
opportunity came to remodel his 30-year-old downtown 
Sioux Falls store, he put the best of them to work. 

While there had been a typewriter and office ma- 
chines dealership at 117 S. Main Ave. in the south- 
western South Dakota city for the past 30 years, it was 
only nine years ago that Best took over the store follow- 
ing a long career in retail dry goods. 

“T learned the business by simply buying it,’’ Best en- 
joys telling his friends, “and so, I had no preconceived 
notions to contend with.” 

The original store followed the design popular near 
the turn of the century, consisting of two large box win- 
dows, dropped back from the front, and a center en- 
trance. Best remodeled the store from a fixture stand- 
point, designing all of his own fixtures, and most of 
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Here, a custo! 





SHELVING provides opportunity to display machines and also serves as a demonstration 
is seated on convenient stool while trying out one of the portable typewriters. 


' sell more office machines 


the new store are simply “extended improve 


of the original design 


Outstanding in the new store is its dropped-back, all 
front which, in combination with 75-foot candles 
mination throughout the store, gives just about as 

h visibility to typewriters on display at the rear of 
tore as to those directly behind the glass 

[he store front was enclosed in brick and the “wall 

lass’ which makes up the front was dropped back 
from the sidewalk line. There, it was enclosed 

two towering pylons of ceramic tile. Doing a com 
job, Best removed the original brick and plaster 
und re placed them with concrete block finished in 


pastels, for an attractin backdrop setting forth 


Good Display Is Emphasized 


Outstanding in the fror of the store are the single- 


display fixtures. On ea h wall are three tiers of 


d hardwood shelving supported by 2-inch steel 
finished in wrought iron black. Portable type- 


ers are concentrated on [tn left side of the store 
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and standard uprights on the right side. In each ex- 
tended battery of shelves are lightweight aluminum, 
leather-type stools, which slide out of the way beneath 
the lower shelf when not in use and pull out for con- 
venient typewriter demonstration when desired. 

The second shelf, at eye level to a seated customer, 
slants at an angle of 15 degrees, so that details of all 
machines shown at this level are emphasized. Inciden- 
tally, one of the most impressive features in the design 
of typewriter display shelving has been incorporation of 
white neon tubing beneath each shelf to radiate clear, 
even illumination down over the typewriters shown be- 
low. 

Each shelf, likewise, has a “bus bar’ electrical outlet 
which runs the full length of the shelf, so that any elec- 
tric typewriter or adding machine can be hooked up 
wherever it is shown, without the usual extension cords 
or the nuisance of making up connections 

On the portable typewriter side cases are displayed 
along the upper shelf, above eye level, and some 15 
varieties of machines are placed on the two shelves be- 
low. A similar layout is used on the standard typewriter 








DEPARTMENT 


THE SERVICI 
t for 


a at tabl esigne 


rioht 
1 


‘BEST IDEAS .. . continued 

shelving, with the same lighting, tilted shelves and elec 
trical connections, plus stools 

floor, to 
block-table 


10 adding machines, with 


Extending up the center of the and rising 


waist height, is a single hug fixture which 


will accommodate as many as 


a similar power-supply bus bar up the center providing 


for out-of-sight connection of all machines in between 


the two rows. Sixteen compartments below provide for 


reserve machines, accessories, paper, adding machine 


rolls, and similar stocks 


Here's a Fixture that Sells Machines 


the store 


Probably the most unusual element in new 
h stands on spidery steel 
the left 


consisting of 


is the “octagon” fixture whi 
legs, immediately behind the front, at side of 


hixture LO 


the store. This is a novel disp! 
Formica-topped platforms, large enough to accommodate 
10 different levels 


Here. a 


or ty pe writer, 


one typewriter each. These are set at 


over a network of supporting posts mass dis- 


} 


play” of a single type of adding machin 


or a diversified display of 10 different machines can be 


set up, every mac hine at a different height, to attract in 


dividual attention. Machines are individually spotlighted 


which swing down 


by any of a series of barrel lamps 
from the ceiling directly abo 


When Best wants to featur new develop 


30 


this 


is 


\ 


a 


workmen 
shels 


well-ordered 


M i¢ hit 


well-lighted place wher« are 


aiting repairs are stored on steel 





ment in ty} writers, for example, he simply switches on 
a single suspended lamp over the typewriter and leaves 
oft. At ot 


lamps, or all of them are in action simultaneously. The 


the rest other times, varied combinations 


result is a singularly effective eye-catching display 


Swivel spotlights, incidentally, are mounted in the 
ceiling, to provide the same sort of “pool of light’ em- 
phasis on any machine anywhere in the store 

Past the service counter at the rear of the store is 


Best's handsome blond-wood paneled office, which con 
tains a 10 x 4-foot photo mural and a separate room for 
duplicating equipment display. The service department, 
which accounts for around 200% of total volume, fills 
up the rear of the store on the right. It comprises four 
heavy steel workbenches for four full-time typewriter 
repairmen. The layout is balanced by all-steel office ma- 
chine storage shelving on the left. An innovation in the 


store design is complete separation of the spray room 


and cleaning tank, in a 10 x 10-foot room at the left rear 
corner of the building. There, a powerful exhaust fan, 
walls lined with stainless galvanized steel, and a high 
pressure air system keep fumes away from the remainder 
of the building 

900n after 
take 


left of 


remodeling, incidentally, Best was able to 


over a 25 x 100-foot building immediately to the 


the store 


This provides ad quate storage space 
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SPRAY and dipping room is con 
letely isolated from the remain 

he store. Galvanized metal 
nts orrosion ot wall by 


ng chemicals and fluids 


ROOF PARKING is pro 
vided abov the Best 
building remodeled to 
supply this extra park- 
ing space in the down 


town distr ict 


for huge numbers of typewriters and adding machines 
nient to the retail showroom 

[he Best concern, with highly active separate depart 

for duplicating equipment, is currently employ- 

ng 14 employees, including the four full-time service 

1 one part-time service mechanic. With sales ac- 

for 80% of total volume, Best has constantly 

xperimented with variations in sales-building plans, 

ently introduced a rental ownership plan where 

the hesitant customer can pick any machine off of the 

lf display in the store and keep it for 30 days, at a 

rental, after which the transaction is considered a 

litional sales contract. It is then written up as a sale, 
th the rental amount credited to the purchase price 

Simple as this plan has been, it has proven a potent 

builder, particularly in more expensive electric 


writers and business machines 
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BOB BEST is seated at desk in attractive private office 
highlighted by the scenic photo mural which intrigues 
visitors and puts them at eas« 


A firm believer in the value of advertising, Best aver- 
ages one display ad in Sioux Falls newspapers weekly, 
plus around 10 radio and television spots each week. 
One of his most effective innovations has been the use 
of a one-column reverse-cut ad, run three times per 
week, which carries simply the name ‘Best Typewriter 
Co., in white against a black background. Also, every 
day in the year, the classified advertising sections of the 
newspapers contain the same classified ad, which offers 
‘Best Typewriter Co., from 1950 up.” 

The colorful new store, with its emphasis on open 
space, brilliant light, polished vinyl tiled floor, and 
pastel colors, has brought a swift sales increase in all de- 
partments, Best reports 

Servicing most of south-eastern South Dakota, the 
store in its attractive design has resulted in much edi- 
torial attention from the state's newspapers. 














This delivery 
system cuts 


expenses 20% 


Olson & Gordon, Inc. 
routes trucks, schedules 
deliveries systematically 


Harry H. Gordon 


system of routing its trucks and scheduling de- 
liveries in different areas for specific days of 
the week, has enabled Olson & Gordon, Inc., office 
supplies and equipment store at 44 Church St., White 
Plains, N. Y., to trim its shipping expenses by at least 
20%. Additional savings have been realized by renting 
instead of owning the trucks. Strict compliance with 
promised delivery dates has helped the store to keep 
old customers satisfied and to attract an ever-increasing 
volume of new business 
Located in the heart of the White Plains business 
district, the store does its own shipping within a 300- 
square-mile area of Westchester County. On the av 
erage day, each of the two trucks is operated for 50 
miles and makes 60 stops to drop off merchandise 
ranging from pencils and paper to steel desks, type- 
writers and filing cabinets 
Up to a year ago, the store had absolutely no ship- 
ping system. Believing that same-day delivery could in 
crease and retain business, Olson & Gordon sent its 
trucks throughout the county every day of the week 
There wasn't even any effort to divide the county 
among the trucks and to consolidate shipments for 
the same towns; quite often, all three trucks went to 
the same town the same day. Thus, there was consider 
able wastage of precious time and of money spent for 
such routine things as drivers’ wages tires. 
truck maintenance and repairs 


gasoline, 


Economy Drive in Shipping Department 

Now, this archaic method of delivery is gone with 
the wind. President Harry H. Gordon's decision to start 
this economy drive in the shipping department was a 
natural one, for, throughout his career, he has been 
concerned to some extent with shipping. He entered 
the business in 1934 as a delivery clerk. The firm was 
then known as Vickerman’s. Several years later, when 
the Main St. store became too cramped, it was Gor- 
don’s idea to establish a separate warehouse and ship- 
ping center. When the present 9,000-square-foot 
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SHIPPING SUPERVISOR Ward Conley checks or« 


akes sure all items are in stock 


building was completed in 1950, the shipping depart- 
ment was combined with sales operations under the 
roof. On the retirement of Howard Olson the 
Mr. Gordon ascended to the presi 


same 
following year, 
dency. 

Under the new shipping system which was estab- 
lished in March, 1957, all shipments are consolidated 


for five specific routes. The “North Run includes 
towns north of White Plains; the Tarrytown route 
covers communities to the west: the Scarsdale route 


takes in southern stops; the Portchester route consists 
of all areas east of White Plains; and the local route 
covers all stops within the city. Occasionally, deliver 
ies are made as far north as Newburgh, N.Y. and 
Greenwich, Conn. No deliveries at all are made in the 
bigger Westchester towns of Yonkers, Mount Vernon 
and New Rochelle as the company doesn’t solicit busi- 


ness in these areas. 


Shipping Department Plans Route 


The delivery schedule calls for one truck to make 
the ‘North Run” and the second truck to cover the 
Portchester route on Mondays and Wednesdays. On 
Tuesdays and Thursdays, one truck goes on the Scars- 
dale route while the other one handles the Tarrytown 
route. On Fridays, both trucks are used to deliver fur- 
niture and other big loads as well as emergency ship- 
ments on organized schedules throughout the total 


Westchester area. Local deliveries in White Plains are 


made every morning and afternoon by the two trucks 
on alternate schedules. 
Before each truck starts out in the morning, the 


shipping department marks on each package or ship- 
ment the name of the route and « 
for the different routes in special bins. Shipping Su- 
pervisor Ward Conley prepares a routing sheet w hich 
lists in their geographical locations the 

which stops are 


onsolidates shipments 


the order of ; 
names and addresses of companies at 
to be made that day. A carbon copy of this sheet re 
mains with the shipping supervisor so that he and the 
store know at all times where their trucks are 

Through this system, Gordon explains, the 
travel the smallest possible distances. Duplications and 
accompanying waste of time and money are averted at 


trucks 


ler 
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ITEMS to be shipped are checked 
I Chen, they are packed in corrugated cartons 


ull cost. Deliveries are made fast and promptly on the 
except when weather conditions, such 
as snow, do not permit and “the customer is always 
satisfied with this type of dependable service.” 

The company's inside and outside salesmen are well 
icquainted with the shipping schedule, which is an es- 
tablished institution, and they are able to assure the 

istomer with every bit of certainty that delivery will 

made on a specific date. The biggest industrial cus 


sromised date 


tomers such as Reader's Digest, Sonotone, Phillips 
Laboratories, Arnold Bakers, Anaconda, American 
Telephone & Telegraph, Beechnut Coffee and Life- 
Savers have been buying ever-increasing volumes of 
off supplies from Olson & Gordon, the president 


id, because “they know they can get reliable service 
prompt delivery of urgently-needed items”. 
Until recent months, the company had operated its 
wn trucks for the shipping operations. But as part of 
the economy drive, it was decided to lease both trucks 
Substantial savings, mainly in repair and maintenance 
rges, have resulted thus far, Gordon says 
We learned from sad experience a long time ago 
that the average truck driver doesn’t take care of his 
hicle. He doesn’t start complaining about automotive 
ibles until the truck is almost beyond repair. Rela- 
ely speaking, the average truck has an extremely 
short life. Oil must be changed, motors must be tuned, 
nissions must be properly synchronized. 


Leasing Firm Maintains Trucks 
Gordon asserted that all of his headaches with the 
trucks are now eliminated because the leasing service 
vides all of the gasoline, oil and insurance neces- 
for the two trucks without any additional charge 
they go up to 600 miles per week. If they surpass 
600-mile limitation, there is an extra charge of 
zht cents per mile. 
In addition, the leasing service tries to rectify driv- 
complaints, attends to all maintenance work and 
ull of the necessary repairs at regular intervals 
truck can't be operated at any time, a replacement 
ffered. With the name and address of the store em- 
izoned on them in neat sign-painted letters, the two 


| 


rented trucks are nstant advertisements for 
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to see that they conform with 











SHIPMENTS are consolidated 
cording to the five trucking routes set up. 


the company. For the complete service, Olson & Gor- 
don pays a basic charge of $100 per week for both 
trucks. 

Proper wrapping and packing of office supplies is an- 
other reason for the low damage and loss rate, Gordon 
asserts. Since 1950, the shipping, purchasing and basic 
stock departments have been housed in the basement of 
the Church St. building. Under the present system, 
when an order for merchandise arrives, it goes first to 
Mr. Conley, who checks to see that all of the requested 
items are in stock. A $75,000 inventory is maintained 
throughout the year to ensure that sales and deliveries 
are consummated immediately. 


Multi-Part Invoice System Used 

If the items are in the storage racks, the order is sent 
to the billing department where a three-part or five- 
part invoice is typed. The invoice contains the name 
and address of the consignee, items ordered and the 
prices. In the three-part invoice, the original or white 
copy is attached to the shipment and is left with the 
customer. The second or pink copy stays in the ship- 
ping department and the third or yellow copy is used 
for billing and posting. The extra two parts in the 
five-part invoice are designed for the bigger volume 
customers. 

After preparation of the invoice, the original copy 
is turned over to an order clerk. He picks out all of the 
items from the racks and piles them up on the shipping 
table. Then, another order clerk checks to see that every- 
thing on the invoice has been selected and that the items 
are correct, 

The next step involves packing of the order in 
wrapping paper or used corrugated cartons. Brand new 
cartons are never used, thus affording another area of 
saving. 

Gordon estimates that the savings realized through 
the routing system, leasing of trucks and other innova- 
tions total at least 20 % for 1957-58 fiscal year over 
shipping expenses for 1956-57. “This is a substantial 
saving for us’, Gordon says. “But more important, 
the streamlining of our shipping operations has en- 
abled us to expand our delivery service to more distant 
points and to increase our sales volume considerably.” 


in these labeled bins ac- 


33 




















The 
ti ele 


Dealer 4a 


Systems Supplies Machines Furniture 


Seventh in a series spotlighting related 





selling at Latta’s, Inc, Waterloo, Iowa 





Office Supplies — Continutty of lines 


proves an important selling factor 
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OFFICE SUPPLIES in variety are displayed for easy selection at Latta’s 
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LATTA’S promotes the 
sale of loose leaf binders 
and catalog covers by this 
display of imprinted covers 


FFICE supplies account for 40% of the sales 


volume at Latta’s, Inc. of Waterloo, Iowa, where 


this aggregate is a tribute to planned operational meth- 
ods of ‘‘selling’’ the customer instead of merely satisfy- 
ng ‘‘a choice” of merchandise. 

The policies established by this complete dealership 
revolve around vigorous selling to compensate for the 
comparatively small volume of drop-in traffic at a 
showroom operation away from the central business 
area of Waterloo 

Latta’s office supply promotion follows these prin- 

Constant endeavor to get the best-known lines of 
merchandise for sales ‘push’ 

Careful analysis of the customer in the market 
served, thus determining whether the merchandise 


oe 


should be top or medium grade in quality. 
Continuity of lines over a period of years 
Elimination of all possible time lag between the 
tit the order is written and the merchandise is de- 
livered 
T. Wayne Davis, vice-president and general manager, 
A big facet of service must be continuity of lines. 
Continuous promotion of one particular brand of office 
plies means that we can always look to the manu- 
facturer for additional materials. We will still be able 


to supply that item to our customers five years from 


Sul 


ow, just as today. The larger companies buying from 
us, firms like John Deere and Rath Packing Co., want 





this continuity whether it be stencils or pencils wy 


elline 


yt site 
. . ook Sf 


“ fl Moving away from the central business area of 
Waterloo where lack of parking hampered drop-in 
trade, Latta’s, Inc. was almost of necessity forced to 
place emphasis upon continual calling upon customers 
rather than inviting them to the store to make their own 
elections. Davis explains: 


Since we were not in a downtown location we de- 


termined to maintain a store where our salesmen can 
bring in customers, when it is necessary, to view the 
handise—a place for order filling and a place for 


display of office furniture and machines as well as 
upplies. Primarily this is a ‘nerve center’ of the Latta 
tion from which we build outside sales in what 





have determined is our sales territory 
We are willing to sacrifice marginal business for 
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more space to display furniture and provide parking 
for our store visitors. Since we are primarily an outside 
salesman source, our salesmen move customers to pur- 
chase what we believe are the best supplies, furniture, 
machines and systems for a particular usage. We feel 
we can hold our office supply volume by putting em- 
phasis on outside sales and our experience has justified 
this theory. At the same time we have made the 
pleasant discovery that our drop-in trade at our new 
location is better dollarwise than it was in central 
Waterloo.” 

Basically at Latta’s, management selects the mer- 
chandise it wants to sell and concentrates on selling that 
rather than what the customers might ask for. However, 
working with a wholesale operation like that offered by 
Associated Stationers Supply Co., Inc., Chicago, makes 
it possible to get for the customer what the firm doesn't 
carry as standard procedure 


No Charges Made for Delivery 
Latta’s discourages special orders while at the same 
time doing everything possible to satisfy the customer. 
There are no charges for delivery, ‘‘not that we don't 
think they might be desirable,’ Davis hastens to add. 
“We feel that an order of less than $5.00 on which we 
must make a special delivery is usually sold at a loss.” 
Although owning one truck, Latta’s has discovered 
that for most deliveries it is better to employ a private 
“Quick Delivery” firm at cost of $.35 a parcel. 
Regarding credit, Latta’s follows a “30 days net” 
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Dealer 


“Complete 


continued 


PROMINENT lines of 
merchandise are given 
well-arranged display 
at Latta’s. This section 
includes brief cases, 
globes, dictionaries and 
other supply items 


policy and provides a deferred payment program at a 


cost of about 7% to those using it 
How are supplies 
promoted ? 


Salesmen for Latta’s carry the firm's own catalog as 
a handy adjunct to their efforts. This catalog is prepared 
under the direction of William Plantan, advertising 
manager, who is also responsible for the publication 
of a school supplies catalog serving the J. S. Latta & 
Son school supplies and equipment operation 

In the preparation of the office supplies catalog, 
Plantan sends out queries to Latta’s, Inc. suppliers 
bearing this notation from Vice-president Davis 

“We are now beginning work on a new catalog of 
office supplies and equipment. As in previous years, we 
are requesting your help with suggestions, electros, ad- 
vertising copy and price information which will work 
to our mutual benefit in promoting items in your line.” 

Manufacturers are furnished with a list of the items 
from their line as shown in the current catalog. They 
are asked to review this list and supply information 
on resale prices if there is an established price, new 
sales copy, new cuts and catalog inserts when available 

One pertinent paragraph in the letter to manufac- 
turers reads: 

“Send recommendations regarding items in your line 
which we should list in our catalog, but which are 





not shown on the attached copy. Indicate whether your 
recommendations are based on actual sales experience 
of distributors in our lines of business, or merely on 
your estimates of saleability. Special attention should 
be given to those items which you think are needed to 
round out our present line.’ 

These catalogs are backed up by an extensive direct 
mail and advertising promotion which envelops news- 
papers, radio and television. 

Newspaper advertising to a large extent is built 
around the February, July, and October sales. These 
are of a clearance nature in February, office furniture 
in July and fall promotion in October. Latta’s works 
with Associated Stationers in promoting these sales such 
as the “Spring Value Days.” 


Staff Alerted on Advertising 

The advertising department works closely with man- 
agers of the various departments in preparing a list 
of the products suitable for these sales. All personnel 
receives memorandums on the ad schedules, along with 
copies of radio and television commercials. 

Newspaper advertising goes into the Cedar Falls 
Daily Record, the Cedar Falls Bulletin (a weekly), and 
the Waterloo Courier (daily and Sunday editions) 
Television advertising which includes “‘shots’” of the 
exterior of the store or a display of particular item 
featured, is placed with KWWL-TV in Waterloo 
Radio commercials are carried on KWWL and KXEL in 
Waterloo and KCFI in Cedar Falls 
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For advertising mats, Latta’s depends upon those 
furnished in co-operation with advertisers, those sup- 
by NSOEA and those 


ivailable from the news- 


Stuffers are sent out with statements and manufac- 
; literature is given wide usage in the well-rounded 
Latta plan of constant promotion ol office supplies. 
Latta’s, the complete dealer, keeps forever conscious 
the fa customers at all levels of 


t that these are its 


ess ope ration 


* Corporate officers 
* Purchasing agents 
* ystems specialists 
+ Department heads 
* Oftice 
* Personal 


managers 
secretaries 


* Individuals 


ta’s, also, makes its target 


a highly diversified 
embracing 


* Banks and 


* Manufacturers 


insuran companies. 
* Institutions 

+ Transportation companies 

- Governmental agencies 

¢ Professional services 

* Farms. 

¢ Schools and students 
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MARY-LENE STOLER 


of Latta’s waits on a 


drop-in customer for a 
accounting 


ring book 
form. 


DISPLAYED HERE are 
examples of Latta’s adver- 
tising, direct mail and 
catalogs prepared under 
direction of William 
Plantan 


Day in and out, the Latta salesmen call on these 
customers and firms, offering them carefully-selected 
lines of name brand merchandise and continuity of 
product and service. On such policies has been built an 
increasing office supplies volume. 


NEXT MONTH 


The concluding chapter of the Latta, Inc., 
Complete Dealer series will deal with mer- 
chandising of office furniture— how it is 
displayed, how it is promoted and how the 
outside work with 
provide complete office installations. 


salesmen customers to 



























Four-desk order 


becomes 


$7,000 job 


Canadian dealer converts request for 
price quotation into an installation 


ETERBOROUGH Office Supply Co. of Peter- 

borough, Ontario, Canada, converted request for a 
price quotation on four new desks into a sales oppor- 
tunity. 

The two partners of Peterborough Office Supply 
Company called on a business firm. They made a pro- 
posal on four new desks and they also did a quotation 
for an entire office section. The result was an order for 
new furniture at a cost of approximately $7,000. 

The business firm is the De Laval Co., Ltd., of Peter- 
borough, manufacturers of milking machines, bulk milk 
cooler tanks, and equipment for creameries, milk plants, 
and cheese factories. 

The new installations include office desks, chairs, 
typewriter stands, combination cabinets, filing cabinets, 
and metal partitions with clear glass. In addition to the 
$7,000 expenditure, the firm did new lighting and re- 
painting of the sales section and this brought the total 
expenditure to around $8,000, according to Joseph 
Wilson, office manager for the Ontario Sales Division 
of the company. 


Surveyed Needs of Firm 

The partners in Peterborough Office Supply Co. are 
E. D. “Woody” Thompson and Roger Earle. After 
discussing major points and details with representatives 
of the De Laval firm, Thompson and Earle surveyed 
office furniture needs for the sales department at the 
De Laval. 

Their proposal was set out in an attractive plastic- 
covered book and was complete with desc riptions, il- 
lustrations, and sketches of the entire sales department 
area. This included the general section and the offices 
of the sales manager, the office manager, the manager 
of the farm equipment division, and the office of the 
plant equipment division. There are some 25 persons in 
the working area. 
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In preparing the proposal accepted by De Laval, the 
office supply firm gave consideration to the type of work 
being done and the space available at each station. This 
made it possible to select the best unit for the job con- 
sistent with the over-all layout. 

The De Laval installations were started on a Friday 
afternoon at two o'clock. Peterborough Office Supply 
moved out the old furniture that afternoon and took it 
to the warehouse in downtown Peterborough. 

Partner Thompson said: ‘On Saturday, all the new 
furniture and installations, including metal partitions 
for private sections, were moved in and placed in 
position according to scale layout and the equipment 
was leveled and polished.” 


Give Service After the Order 

Then, on Monday morning, Office Manager Joseph 
Wilson instructed the staff in the care of their new office 
equipment. He was assisted by “Woody” Thompson. 

Posture chairs were adjusted to the individuals and 
the entire installation was completed with a minimum of 
lost working time. The chairs were adjusted and name 
plates were placed on individual chairs so that each 
person would always have the chair adjusted accurately 
to his or her body frame and work. 

Consideration was given to filing problems and it 
was decided that the filing units be comprised of two- 
drawer steel cabinets in each office with a one-piece 
linoleum top to match desks. The units provide ample 
filing space as well as additional working surfaces in 
the private offices. 

Partners in the Peterborough Office Supply Company 
said that the De Laval firm decided on all-steel desks 
made by Steel Equipment Co., Ltd. because the De 
Laval employers were impressed with the quality of con- 
struction and material. 

The De Laval firm decided on Harter posture chairs 
because they have four handwheel adjustments to fit 


each chair to the individual, thus reducing fatigue. 


Installation Is Satisfactory 

De Laval staff is pleased with the installation and it 
has made a definite impact on customers coming into 
their offices. A company spokesman said that benefits 
derived from the new furniture include personnel 
morale, efficiency, and saving in space. A new work- 
flow is also being performed and with the new furniture 
this program has been most satisfactory. The new 
installation has had a good effect on management and 
staff. Better work is produced more efficiently with the 
new furniture 

The new furniture replaced light oak furniture used 
for many years. The old oak desks had been in use for 
about 45 years but had been kept in good condition. 

By being alert to opportunities, the Peterborough 
Office Supply Co. was able to get a substantial order 
and also please a customer who had originally requested 
a price quotation on four new desks 

In addition to the large installations costing ap- 
proximately $7,000, De Laval set up a reception area in 
the firm's new modern showroom. The order for at 
tractive furnishings in this area were also supplied by 


Peterborough Office Supply Co 
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a guide to layout, design and furnishing 
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Friendly air for 
a modern bank 


HEN the Commercial Bank at Daytona 


Beach, Fla. called for bids to furnish the 


new half-million dollar building, R. L. Weaver, 

owner of Daytona Book Store, got the contract 

on his $15,000 bid which showed an itemized 

price list as well as a total price for the job 
installed 

In order to carry out an underlying motif 

of sturdiness and strength on which the bank 

is founded, along with its modern methods 

and friendly atmosphere, Mr. Weaver suggested 

Jasper’s heavy-topped Senior Office Master 

desks rather than the Classic line 

Original specifications had failed to call 

for credenza units, chairs for the tellers, chair 

mats, waste baskets and desk trays and filing 

cabinets for the vault. In conferences with 

the bank’s officers, these needs were pointed 

ut by Weaver and were accepted. Also accepted 

was his suggestion for matching Formica 

tops for all desks excepting those in the private 

offices 

The total job included 25 Jasper Senior Office 

Master desks, 105 Gunlocke’s Swingline and 

Ranger chairs, four Jasper credenza units, seven 


Jasper telephone tables, four Jasper 






GUNLOCKE’S white Naugahyde sectional 
sofa in the customers’ lounge provides a restful 
spot at the right of the bank's front entrance 


Dealer's suggestions augment specifications. More details > 














OFFICE PLANNING 











A DISTINCTIVI wall divider (top 
picture at left) is fashioned from 
grooved _ blocks White Naugahyde 
sectional sofas by Gunlocke tace the 
trust department. In order to conserve 
space, reat desks feature a front ovet 
hang only. Chairs are Gunlocke’s Swing 
line 


JASPER’s Senior Office Master 84-inch 
walnut conference desk in the president's 
private office was suggested in order to 
combine a sense of strength and dignity 
with modern simplicity. Brass drawer 
pulls on the Jasper credenza unit match 
color scheme of draperies. Gunlocke up 
holstered armchairs are of top-grain 
leather. 
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Sh Sa es cor 





Naugahyde sectional sofas, 25 walnut desk trays 
sh trays by Decatur Industries, 25 Parker desk sets, 
Inut grain plastic chair mats by Interstate, 20 Art 
document sections vault files, 23 waste baskets by 

and Excellent’s octagonal-topped directors 


coverings, wall hangings and other furnishings 
plied by the bank’s interior decorator. Offices 
included the private office of Bank President 
Coleman, his outer office which adjoins and 
office of Executive Vic president R. F. Li 
both of which are identically furnished with 
ng arrangements, the trust officer's office, th 
‘ficer’s office, the officers’ platform, the lobby, the 
sartment and the directors’ room 
f the nicest things about the Commercial Bank 
i Mr. Weaver, ‘was that there were no 
ns except for space. But it wasn't easy,” he 
I started working on the job in September and 
illy finished installation in time for the May 
k family’ party 
beautiful job, and I’m proud of it. But it 


NTOUR-TOPPED conference table with typewriter 
was custom built by Jasper to fill the special 


the safety deposit custodian 








OFFICES of Bank President Henry C. Coleman and Executive 
Vice-president R. F. Livingston face each other with matching 
arrangements of Jasper Senior Office Master desks and Gun- 
locke Swingline chairs. Jaspers credenza unit below in the 
open walnut shelves in the president's office faces a similar ar- 
rangement in the vice-presidents office 


- nance, CT tag + Lee 








ee 
ae 





FORMICA TOP of m 
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OFFICE PLANNING .. . continued 





g walnut was suggested 


of the directors 


for Excellent’s octagonal 
more satisfactory than 
easily scar burned 
Ranger upholstered arn 
fort and carry t the 
room 











EXECUTIVE Vice-president R. F. Livingston 
chats with Mr. & Mrs. Robert L. Weaver of 
Daytona Book Store, suppliers of the bank's 
furnishings. Mr. Livingston, with a background 
in the building industry, was particularly help- 


ful in the planning involved 


isn't finished yet. That's another nice thing about it. It 
keeps growing. Here it is September and already we 
have added five more tellers’ chairs, a Jasper book- 
case section, two Art Metal walnut grain steel files for 
the trust department and six Krueger plastic-topped 
folding tables to be used in the bookkeeping and mail- 
ing sections. And right now I am working on an order 
for 150 Krueger folding chairs to be used in the com 


munity room 


GUNLOCKE'S Bank of England chairs are used in the in- 
nt loan department. At rear of the two Jasper secre 
tarial desks is one of the four conference desks with front 
overhang suggested by Dealer Weaver in order to conserve 


sf 
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More than 5,000 registrants are expected to throng 

M w multi-million dollar Convention Hall May 

, for the 13th annual convention of the Na 

Office Furniture Association, John R. Gray, 
lirector of NOFA, predicts 


l greatest number of exhibitors in the association's 
ll man booths on NOFA's “Wheel of Prog 
Sor 300 firms are expected to be grouped in 


ranged in the shape of a giant wheel 


keynote speaker will be Walter H. Johnson, Jr., 
lent and director of Capital Airlines, who 
k on ‘Selling in the Jet Age.” This is also the 
the convention, and will be symbolized by a 
Bullpup missile, loaned by the Martin Co. of 
() Fla 
"More Exhibitors Than Ever” 
Miami meeting 1s shap ng up as the finest of all 
NOFA nventions,”’ Gray says Already we hav 
tors than ever before, and registration 1s 


toward an all-time high 
first time in NOFA 


rv firms will show their lines to the many 


onvention history, sev 


dealers and their salesmen. There will also 


| ‘office in the hom d splay to demonstrate 
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NOFA 


Expects 


3,000 
At Miami 


The Fontainebleau Hotel, 
flanked by the ocean and the 
Indian Creek yacht basin, will 
be convention headquarters. 


to dealers, and to their ladies, how to set up a home 
office. 

One of the “fun features’ of the convention will 
be an aquacade performance in the Fontainebleau Hotel 
(illustrated above) by Bob Maxwell's Water Show 
Troupe on the second day of meeting 

The Fontainebleau is the official convention head- 
quarters, but space has already been sold out for the 
show. Other nearby hotels with rooms available to con- 
vention delegates are the Deauville, Carillon, Roney 
Plaza, Saxony, Lucerne, de Lido and the Shore Club. 

Though rooms are unavailable at the Fontainebleau, 
all of the hotel's facilities will be at conventioner’s dis- 
posal. Elegantly appointed, this hotel offers a wide 
variety of eating rooms, from the lavish Fleurs de Lis 
Dining Room to the Boom Boom Room with its calypso 
and cool, jungle cave atmosphere. For sport enthusiasts 
there is golf, tennis and, of course, swimming and water 
skiing. The hotel also has a yacht basin from which 
charter boats take off daily for deep sea fishing. 

George L. Stuart, of George Stuart, Inc., Orlando, 
Fla.. is chairman of the convention. Accommodations 
may be arranged with him or his assistant V. L. Cald- 
well, of John Wanamaker, Philadelphia, or through 
the association headquarters. 
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Graffco 


Specify Graffco —for file signals and 
maptacks in every size, shape and color. 


Outstanding dealer support includes: 
modern packaging, national advertising, 
display panels for counter or window, 
color catalog sheets, sample cards 
and envelope stuffers. 
Graffco Products are sold only 
through the Office Supply Trade. 


Write for details on products and sales aids. 
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Self-Service Counter Cabinets 


GEORGE B. Graff COMPANY 


54 Washburn Avenue, Cambridge 40, Mass. 
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RECORD SUPPORT FOR 
SMITH-CORONA DEALERS 


Smith-Corona’s exclusive 10-day touch-typing course 
created immediate sales impact in ’58. And now — to keep 
the promotion going and growing —Smith-Corona touches 
off its compelling, selling portable campaign for 1959! 





POWER-PACKED 
MAGAZINE 
ADVERTISING 


Full page ad in February 
17 issue. 27,900,000 readers! 





LOOK MAGAZINE. 


READER’S DIGEST. Full page ad in March 


issue. 34,950,000 readers! 


sat. eve.post. /"!! page ad in April 4 


issue. 21,950,000 readers! 





eons ar none ene an tunel 

You'll always be glad - sais - . Here’s the kind of offer — a $23.95 value 
= ) FREE -— designed to turn readers into 
, active prospects ...and prospects into 
Smith-Corona customers! So get behind 
the promotion that’s behind you! Feature 
and promote the Smith-Corona portable 


line and 10-day touch-typing course on 
records — now! 


smiroron Smith-Corona 


More people buy Smith-Corona Portables 
than any other make in America! 
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New Products 





STEEL FURNITURE SERIES WALL SAFE 


John D. Brush & Co., Inc. 
545 West Ave 
Rochester 11, N. Y. 
rhe S-6 wall sate recently introduced 
can be easily installed between 16 
inch studs or in a concrete wall or 
floor. It is asbestos lined for maximal 
heat protection and carries the same 
insurance rating as any mercantile 
safe, company states. The redesigned 
and patented three-number combina 
tion lock is equipped with a new 
Sentry “E-Z Read" dial 

—Inquiry Card No. 2— 





PLASTIC TYPE CLEANER 


Roytype Dept 
Royal McBee Corp 
Westchester Ave. 
Port Chester, N. Y 


Steelcase, Inc. 
1120 36th St. S. E. 
Grand Rapids, Mich. 


¢ 
i pl 
The manufacturer states that the new 1300 cleaner is ide of pink plastic ma 
" Flight Line series was designed to bring to terial attached to a hard rubber 








[he simple-to-use Roytyps¢ astic type 


office furniture the light, bright look that handle. Designed to pull the dirt out 








characterizes today's architectural styles.” Th of the typewriter, the pliable plasti 
series encompasses a wide variety of desks for is mold into a pyramid shape when 
use at the executive or general office levels not in us Betore isin th pyramid 
chairs and tables for reception and conferen is pressed flat, the resulting surface 
rooms, and office cabinets. Standard colors ar then being pressed, rather than rubbed 
shades of blue, yellow and red accented by end against the type. The dirt comes away 
uprights of seamless steel tubing in either satin on the plastic surfa Material is re 
chrome or baked enamel finishes. Perforated folded for storage pending re-us 


back panels allow free circulation of air. Desk —Inquiry Card No. 3— 
tops, available in 9 sizes, in wood or 
plastic laminate 


—Inquiry Card No. 1— 


TELEPHONE DEVICE 


FOLDING MACHINE 





, PLATE SORTER 


p Addressing Machine Co. of California 
667 Mission St. 
San Francisco 5, Calif. 











; : . he Quik-Sorter 1 a new 1evice 

Print-O-Matic Co., Inc. J | Ju : orter, is = * 7 

724 W. Washington Bivd. vhich facilitates the manual sorting 
op edaumat address plates It con 


Chicago 6, III. 





sists of a series of racks and co part 
This heavy-duty, all-electric folding ents which permit sorting plates into 
machine was designed to handle larg: itegories. This can be done alphabet Kay-Townes Mfg. Co. 
production runs of letter shops, small ically, numerically, geographically or Box 593 

! printing houses, banks, and othet in any other way. The partitions ar Rome, Ga. 
commercial institutions. Called th removable and can be indexed and A new electronic telephone device 
FH-5HD, this 100% automatic heavy set up for any particular job. Two called the ‘“Magna-ph ne,” enables the 
duty Fold-O-Matic has new features models are available. both with pro user to hold two-way telephone con 
which enable it to deliver up to 12 visions for a maxims of 64 parti versations without holding the phon 
folded sheets or sets per minute in tions. Both are equipped with a stand Manufacturer states that whole d 
any of 8 popular folds. Fy ' Is 8 special trays, a set of index cards partment in 1 iv instructions 
keep folded sheets perfectly aligned 00 blank cards and one Magi simultaneously overt ingle tele 
and continuously moving along con Marker. Model OKA-735-2 nan phone, and the executis retary 
veyor into the self-stackin tray with 26 partitions furnished: Model can record the complet nversation 
curved downward to yield greater OKA-735-64. with 64. Parts mav b and participate in it. Devi weighs 4 
stacks. Measures 32 by 14 in. over-all purchased separately Ibs.; can be moved readily 
—Inquiry Card No. 4— —Inquiry Card No. 5— —Inquiry Card No. 6— 





For More Information Use Inquiry Card Facing Page 50 
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like wearing magic gioves 





MORE SELLING POWER AT 
NO EXTRA COST! 





ur answer to price-cutting competition: Underwood gives 
>u and your customers more for your money! 


For example: Underwood's UNIVERSAL® is the only model 


* n its price range with key set tabulation. 
A For example: all Golden-Touch® portables come in colorful, 
terchangeable cases edged in triple-stitched shock 
proof binding. New models, new cases, new colors: 


For example: 1959 Underwood portables are life-tested more selling power at no extra cost! 
t st a career. Models for every budget 


*An Underwood Trodemork 


For details — including attractive Dealer Prices — 
call your Underwood representative, or write: 
Underwood Corporation 

15 Park Ave., New York 16, N. Y. 


NAME Le PR ae *. 7 Se 
MASTERS YOUR PAPERWORK STREET ~enistnananintiaa teases 
gee ed nocsicaciipsonli 


Ulale(=a\elele 
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NEW PRODUCTS continued 





MODULAR FURNITURE UNIT 
RETRACTABLE BALL PEN 
All-Rite Pen, Inc. 


241 Hudson St. 
Hackensack, N. J 


The ompany states that this new 
economy-priced”’ model (No. 87) has 
many of the features ordinarily found 
in more costly pens including top 
action retractable 1 hanism. Plunger 
cap, clip and ring are nickel-plated 
and barrel is made of plastic in a 
complet range of colors blue, red 


green, yellow, turquoise, black. Cart 





rid is otf translucent Polyethylene 

Priced t retail at 25c, the pen is 

packag mn a variety of ways: cards Ed Golden 

of one or two dozen; canteen of three 175 Fifth Ave. 

dozen of one dozen New York 10, N. Y. 





—Inquiry Card No. 7— Th odular unit shown is one of an extensive line offered 
by this sole distributor of Williams desks. It may be had 
with 30 by 60-inch or 30 by 66-inch desk top and a side unit 

with an 18 by 45-inch top. Tops are of Nevamar plastic; 

pedestals are of genuine walnut veneered panels with steam 


COLLAPSIBLE COSTUMER bent back corners that eliminate all posts and rails. Drawers 


i 








™ Merritt. In are dove-tailed front and back, have oak interiors and walnut 
Dept 35 facing on front. Larger pedestals have pull-out arm slides 
, = —l i rd No. 8— 
; 670 N. Michigan Ave nquiry Cord No. & 
Chicago 6, Il. 

A wall-r runt ostul that tolds into 

a compact, decorati unit is called 

the Collapsi. The unit proper is PAYROLL PLAN 

ount | isilV of the Wa \ | ju 7 

mou ; vs wall with just Master-Craft Corp. 

two f mn its retracted position 3 

»)D ve 

agecitemegy Melibeh Ges wail aid te 8. 1 Cobt AX . 

hel P . : a Kalamazoo 52F, Mich. 

oo 7 idly VF a my autor re ; The cor pany s Pay-Pac payroll plan 
op i rane I t T ‘ - . 

StUp 4a ee a : " iM use It CLs ‘ was designed for the use of employers 
ward sks end talnesnmes 

a " 7” ve fe bid liv ; of one to ten people. All records re- 
vat ( CI 1OOKS are automatically quired by law are produced in one 

extended ed it measure 16 

, 1s ri neasures writing. Plan can be used with equal 
' Ole ' 

inc! a “6 pi ts J efficiency for both payment by check 
} " re ‘ ; 

in t pen, its heigh or cash. Payroll can be written with 


} 
_ 


pen or pencil without removing forms 
from book; compact binder holds all 
records and can be stored in safe, file 





—tneuiry Card No. 9— 


“hese j 
or desk rawel 


TYPEWRITER STAND —inquiry Cord No. 10— 


CUTTING BOARD 

















; ; 
! SLIDING SHELF SHELVING 
Lyon Metal Products, Inc 
2 Clark St 
Aurora, III. 
' " A line of shelving available ight 
| Kol, Inc. standard sections and extra parts can 
i 2323 Ellis Ave. added to tailor-made sections to Photo Materials Co 
St. Paul 14, Minn. t every requirement ompany 2100 W. Fulton St 
| Rich decorator colors that blend wit! iaims Recommended for tor ot Chicago 15, Il. 
modern or traditional offi i books, stationery supplies, fil Pastel for isibility 
featured in the new, low t KD rds, packaged goods 1utomotive one of the new features of the 1959 
3000 typewriter stand just nou! parts and similar uses, tl trons line of I ier cutti boards. Avail 
by the manufacturer. Two ul 3777, inches wide, 125 i able in t ntire gC f boar 
binations are available: top f ind 84 inches high. All sections are sizes, tl ne-wearing green lacquet 
wings in dark brown with | f n flexible and instantly adjustab slid provides higi contrast t the ne “ 
trasting beige; panel and wings it ing shelves slip into slots in upright mill t s in 5 s for 
dark gray with legs a light ge: and automatically lock in pla ease of alignment 
—Inquiry Card No. 11— —Inquiry Card No. 12— —Inquiry Card No. 13— 








For More Information Use Inquiry Card Facing Page 50 


48 OA-—4/59 





( jes"endo 


today’s most applauded 












Carbon Paper .. . Types Blacker, 
Sharper, Much Longer 
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expense. Write today for samples 


. 
( 4 
PEERLESS Mii’ COMPANY 
MA, 2 
/ ae) ioe] Pid: 
/ 
Newark 12, New Jersey 
" P 
wh Le a] thot 
4444 VM BM A MMAN4K6 
typewriter ribbons, corbon paper ribt 
carbonized rolls, Peerless rubber keys 
Tor ll er oy reading igeleli per regularly 


ae put y¢ n the list. No obligat 














SHELF TRUCK 





Bay Products Inc. 

1837 W. Cambria St. 

Philadelphia 32, Pa. 

Designed for heavy 

usage, this steel shelf truck 

as a handy carry-all fo 

variety of things. The 

casters with rubber wh 

ing and steering “effort! 

heavily loaded,” man 

All trays except botto: 

inverted to form flat shel \ 

in both 18 by 30 and 24 | 

tray sizes; height is 

Finish is forest green b 

applied over phosphat rust 
—Inquiry Card No. 14— 














DESK PARTITIONER 





Marnay Sales Div. 

Rockaway Metal Products Corp 
1270 Broadway 

New York l, N. Y. 


ibility and nomy 


Standal 


—Inquiry Card No. 15— 


MOBILE FILE RACK 


Mobile Racks, {nc 
369 Lexington Ave 
New York 17, N. 


\ 
Rak I 
f ty up St 
li ibinets) on 
n rails simi 
r Ss ing R 
‘ 4 A 
tt it ¢ 
: bl 
- 6 { R KN 
A: ) re la A 
i S abi 1 
tS in vid ana t l 
—Iinquiry Card No. 17— 
Waljohn Plastics, Inc 
$37 88th St 
Brooklyn 9, N.Y. 
{ ; 7 
n i 
pa 
LH ’ 
sal _ 
rb I 
U-s 
be 
. LK 
ge. Th 
; b 


—AInquiry Card No. 18— 


t-your- 
the 
intro- 
w unit 
lett 


NEW PRODUCTS (iimued 





DuKane Corp 
103 N. llth Ave 
St. Charles, Il 


No root larkening 

this filmstrip viewer. R projection 

screen 7D pops 

into plac n lugga 

pene I I N iS can 

he usc ol K an 

vhite I t te) | tion 
inual pel t vin 
yr cle f yn of I 
ase 1S Wf il 

trim af p| i 

or | In 


—Inquiry Card No. 16— 


ELECTRIC CALCULATOR 


7) 
®@eau 


reoeas >) 
el sD 
ef 


Tie 





Smith-Corona Marchant In 
6701 San Pablo Ave. 
Oakland 8, Calif 


' 
Marchant if 
P + 
is in aus 
] ; 
i I 
S} I 
bo ik 
sm awe 
iup ‘ li 
t n by 
acto n D 
and 1 a 
c i M re 
| 
a iiS 
1 
al is 
pre b] \ 
ter k 
hgures 
arriag 


in direct nt 
—Inquiry Card No. 19— 


For More Information Use Inquiry Card Facing Page 50 
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QUICK SERVICE = >i Bureau. - 


OFFICE APPLIANCES 


a 
INQUIR y CARDS Please ask the manufacturers, indicated by the key 


numbers | have circled, to send further information 
without delay. 


)A's 


Seseeeeceeceeceaeen: 





This service is restricted to dealers and whole- 
salers in the office equipment and supply field. 











New Products 


To obtain more information about any of the NEW PRODUCTS 

new products in this issue which carry the ' 2 3 4 6 6 7 8 FY 0 tt 12 13 4 
key numbers 16 to 90, simply circle the cor- = = = > A 4 . = 4 4 2 ~ po = 
responding key numbers on the card at the 46 47 48 49 GO 5I 62 63 64 5S 56 57 BB BP 60 
right and mail at once. Your inquiry will be 61 62 63 64 65 66 67 68 69 70 Tl 72 73 74 78 


forwarded without delay. 


SALES STIMULATORS 


101 102 103 104 105 106 107 108 109 110 
Ti nt ee ee ee) et) ee) ee) er 
Sales Stimulators 




















To obtain more information about any of the | NEW CATALOGS 
manufacturers’ sales aids described in this 124. #122 «#«%1230«©124)«©6125«©6126)« 127) «128 12S 880 
issue, circle the key numbers on the card at 13) 132):«133— 134 1351386137 138 3P 148 
right which correspond to the numbers as- ‘ieee 
th | timulators. Mail the card April 1959 issue of APPLIANCES, 
ae e Sales Stimulators i - . wee 
Name 
New Catalogs Positien 
To obtain copies of recent catalogs or price ee 
lists described in this issue, circle the key Guiness Adéress 
numbers on the card at right which corre- City Zone Stote 
spond to the numbers assigned to the New 
Catalogs. These requests will be promptly ‘re SS eee 


forwarded to the manufacturers. 


*This service is restricted to dealers and whole- 
solers in the office equipment and supply field. 
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The handy subscription card at : . ” os 
the right is enclosed here for aie = 
your convenience. Use it to O 0% = 2048 S 
7 3a 
enter or renew your own sub- Ss mG 3 3 r 
scription, or tear it out and < ae s 5 3 > 
give to a friend, salesman or @ g. v " 
employee active in the retail f Z 3 = 
=} 
office stationery, machine, or ea an be an.-on 
[(] BS w x & : 
furniture business. “¢ > 
Either way you will be helping Cy e . 3 3 3 z 
OA to be of greater service to iy 2 °F 22 2 @ ¥ 
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OVER 1500 ITEMS +E * 
for Business, Industry i : 
and Institutions | : 

acs | 


* QUALITY PROTECTED 
BY LYON 
“POINT-CHECK” SYSTEM 


Vv FABRICATING | ¥ ASSEMBLING 
v FINISHING v¥ PACKAGING 


Look for the "“QP”’ 
on every Lyon Carton. 
It is your assurance 
of quality equipment. 

















See your Lyon Dealer 
for prompt delivery of 
3 the world’s most diversified 
— line of steel equipment 


“SS LYON METAL PRODUCTS, INC. 


General Offices: 428 Monroe Ave., Aurora, Illinois 
a Factories in Avrora, Illinois and York, Pa. 
Dealers and Branches in all Principal Cities 





THIS CATALOG ILLUSTRATES ied © 


THE WORLD'S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 
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ROTARY CARD FILE 


Zephyr American Corp 

95 Morton St. 

New York 14, N. Y. 

The Rolodex V-File is a vertical-vis 


ible card file system which can b 
used in either of two ways. Changing 
the position of the easel converts tl 


unit from the horizontal position il 
lustrated to a vertical or “book-wis 
position. File can be snap; sI 
resulting in a compact unit only 1 
greater in bulk than the cards them 
selves. Available in six models with 
card sizes 3 by 5, 4 by 6 and 5 by 8 
in capacities of 500 and 10 
—Inquiry Card No. 20— 


IMPROVED BOOKCASE 








Hale Industries, Inc. 

Div., F. E. Hale Mfg. Co 

Herkimer, N. Y. 

New additions to the company 

line of “Sheer Look” bookcases aré 
scheduled for showing at the NOFA 
convention. An improvement on _ the 
open model introduced a year ago is 
this model with sliding glass doors 
Doors slide on nylon rollers in gold 
colored track. Matching 
pulls have recessed slide grip for asy 
handling. Comes in 30 and 36-incl 
height with brass legs or shaps 
wood legs. 


—Inquiry Card No. 23— 





CORNER TABLE 


Mur-Mill of Oklahoma 
34th St. & N. Walnut 
Oklahoma City, Okla 


One of a ‘complete correlated” group 
of tables for business is this corner 
table, No. 7270, designed to match all 
Mur-Mill’s walnut desks and chairs. 
Its Hy-Pressure Laminated top is burn- 


proot and mar-resistant, and its 


are equipped with brass ferrules 


Banding is of brass anodized 


minum; finish is walnut. Dimensions 
are 30 by 30 inches with a height of 


inches Cocktail tables and 
table also are part of the group 


—Inquiry Card No. 21— 


CHART TYPEWRITER 


Continental Office Machines, Inc 
500 Fifth Ave 
New York 36, N. Y. 


A new development in typewriters is 
tl Chart-Typer which enables any 
typist to type the most complex chart 
naterial, company states. Keyboard 
1 normal upper case alphabet and 
gures, but instead of lows is let 
rs the machine has 27 different chart 
mbols. All chart symbols a in shift 
position so that no shifting 1 juired 
when either “‘chart-typing r regu 
lar typing is in progress. A simple-to 
attachment permits the typing 

f charts on any kind of chart paper 
rately scaled and aligned at all 
times. With a carbon ribbon attach 
nt, the material typed is ly for 
oftset printing. Machine is made by 
Siemag Feinmechanische Werke 


GMBH in West Germany 
—Inquiry Card No. 22— 





COIN PLATE 


Victor Adding Machine Co 
3900 N. Rockwell St 
Chicago 18, Ill. 


[he traditional “coin ring which 
enabled merchants of the past to test 
for ‘true’ coins has been revived in 


Victor's coin counter (or plate) 
Made of Sharonart stainless steel, this 


plate on the Duomatic cash register 
sefves as a ledge upon whicl ins 
paper money and receipts 1 be 


placed during transaction 


—Inquiry Card No. 24— 


NEW PRODUCTS ovtinued 
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DRY RUBBER CEMENT 


DRY stik Co 
{356 N. Kedvale Ave 
Chicago 41, Ill. 


A ne fastening terial, DRY-stik 
whicl kee indefinitely is simply 
rubbed on dry to make paper stick to 
anythin npany claims. A tiny bit 
ot this ipstanc I said to hold an 
electri rd to the base board, keep 
a pictur nging st zht, stop win 
dows rattling, ancl in ink bottle 
and a plish vari inor repair 
jobs. O Ses fastening file 
pape t ther, binding letters into 
hle told posting b tins, paste-uj 
: t I t juct sticks in 
stantly and may be peeled and re-ad 
times. It is odorless, non 

nf in 


iD < gq non-tox 
—lInquiry Card No. 25— 


For More Information Use Inquiry Card Facing Page 50 
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eee, =A «VERSATILE 
Nef me 8=SYSTEM THAT 
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|? 2€O}[LEO}[D)[ 3) . 7 Be \-toe isee) 1: 


FULLY ACCESSIELE, 
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\\oa 






/ 
aw 


“BOOK-WISE” | 
CARDS IN VERTICAL 
' 


, 
' 
! 
' 
' 
POSITION 








PATENTS PENDING 





Post without removing card Cards removable fortyping Snaps shut for compactness 


6 MODELS TO SELECT FROM 


. + 4 a? i 














Made of heavy-gauge steel in crackle MODEL No. CARD SIZE | CAPACITY | No. OF GUIDES | LIST PRICE 
gray finish. Guides are made of heavy V535 3x5 500 26 $15.95 
transparent Acetate and are of the v1035 ox5 1000 a $24.95 : 
INSERTABLE type so that special ‘ 
headings can be arranged at will. vows as sed a $22.95 xe 
Pee is ~ V1046 4x6 1000 40 $34.95 ' 

Specially printed ca con be made up. 

v558 5x8 500 26 $29.95 


Consult your stationer for printing charges. 








v1058 5x8 1000 40 $42.95 




















< 


TEHYR AMERICAN CORPORATION + 95 MORTON STREET = NEW YORK 14,WY. 
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SUDDENLY, 
IT’S 1960 & 


...with these new 
Metalstand models 
to sell! 


1 whole year ahead 


n the minute you put 


ame. Val=iele MilaMmelsi-lalate, = 
ce alien we doit is Tal, ® 
PM atclelo mia relmeh ale iiale| 

: FIXED-BED 


sht-after aifes. (How we TYPEWRITER 
the trend is no secret DESKS 






Tame ell -1 Me lalem elgehiis 
lore is @ secret you'll 
These are not merely 

t already proven facts 
Alek Asan dalcenaelictale lel 
slolizmn {-1¢i gaiele ohY 
1g and selling these 


Zelktielslcmialele| =k mel melsla-i¢ 








20” and 24” 


= 
Sedleugan * SPACE-SAVER 


DESKS 





i inainmonner: 


See Them at NOFA, BOOTHS F667, F668 


~~" GOLDEN *GLIDE* 
Cenvention Hall, Miami Beach, Florida CRADLE 
May 1-2-3, 1959 SUSPENSION FILES 


oY, @ <8 OF es 


METALSTAND COMPANY 





7520 STATE ROAD, PHILADELPHIA 36, PA ° DEvonshire 3-7900 


Manufacturers of STEEL DESKS AND MODULARS ° SUSPENSION FILES 
NON-SUSPENSION FILES © STEEL CABINETS ¢ Hilo TYPEWRITER STANDS 


Metal Standard of Quality 
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TWO BIG 
GUARANTEES 


Royal typetests every FUTURA* Portable, 


TYPE -TESTED 


packs it in cushions for safe delivery! 





This is how Royal makes sure that every Royal 
FUTURA you receive is in letter-perfect condition 
and ready for use. 

The first guarantee is the little red, black and 
gold seal attached to each machine. It tells your 
customer that the typewriter has been throughly 
type-ltested by Royal factory specialists and expert 
typists before it has been sent to you. 





The second guarantee is the new 
safety-packing cushions that protect the 
FUTURA against shocks in shipment. 

These are two separate pieces of sturdy 
but lightweight plastic that are fitted 
snugly over the typewriter before it is 
placed in its carrying case. 

Both cushions keep top plate secure. 
Left cushion depresses shift key, holds 
it in neutral, avoiding damage to the 
segment through jarring. No amount of 
ox iia phi jolting, bouncing or pounding can dam- 
age the FUTURA on its way to you. 


a Only Royal gives you this double assur- 
: if . ance of dependability with every portable. 
- = And that’s what makes sales. 
: ? OYA ® 


world’s most wanted portable 


Product of Royal McBee Corporation, 
World’s Largest Manufacturer of Typewriters. 


*Trademark of Royal McBee Corp. 
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DESK-TOP COLLATOR 


ie Collamatic Corp. 

| Wayne, N. J 

A desk-top portable electric col 
lator is the company’s latest addition 
to its line of office collating equip 
ment. This device collates up to Six 
sheets of letter-size material, produc 
ing 20 sets or 6 sheets per minute 
Tl machine is equipped with the 


same feeding device used on more ex 






ENSIiVveE floor models An exclusive 
feature is a built-in stacker tray 


—Inquiry Card No. 26— 


POCKET SECRETARY 


yes 


Memo-Speed Products, Inc. 
43 W. 27th St 
New York 1, N. ¥ 


| manutfactu I has announced a 





new family of practical reminder aids 
of which is the 3-in-1 memory 

er shown which can be used as 

a wallet, notebook or reminder fil 
Styled in long-lasting vinyl, this post 
rd-size pocket secretary comes con 
with pads address book pockets 
noney, cards, and a slim ball pen 


—Inquiry Card No. 28— 


Stempel Mfg Co. 

2830 Roberta St 

Dallas 3, Tex 

This new cork-faced bulletin board 
1 molded hardwood frame, one of 


new features of the company 





lesigned and enlarged line of chalk 


} 


boards and bulletin boards. These bul 
leti boards ome in several sizes 
inging frot 18 by 24 inches to 36 


by 48 inches 


—Inquiry Card No. 30— 


TWO-IN-ONE PEN 


American Stencil Mfg. Co 
2714 Walnut St 
Denver 5, Colo 


Sure-Rite ball pen call 





untants. One en writes 
t I » black « DI B 1S 
Ipp< ‘ + ctl af 
‘ ; to} | 
in ft s tt atch ink colors 


—Inquiry Card No. 32— 


Minnesota Mining & Mfg. Co 
00 Bush Ave 
St. Paul 6, Minn 


TAPE DISPENSER 





tad tame hee bk 





+ S tot 
Wi ‘ < 
. \ 4 
' : 
+ nm ieneth 1s xpos 
, , 
t tor f ti 1€éVi I ‘ 
I $s tr pat n ti stri 
s to the right and down to , 


—Inquiry Card No. 34— 





NEW PRODUCTS (ovinued 





POCKET CALCULATOR 


° 





The Cal-Math Co 

P. O. Box $536 

Philadelphia 43, Pa 

Th new Cal-Math pocket cal ulator 


54> inches in neter, incorporates 


nev perational and visual methods 
for instant matl atical calculations 
[his simplifed slide rule consists of 


two flat metal discs and a sliding indi 
cate Operatios include multipli 

ito! livision square and cube 
t fractions portions, etc 


—Inquiry Card No. 27— 


TELEPHONE REST 


Ray-Dex Products 
1830 S. Robertson Blvd 
Los Angeles 35, Calif 
lr) Ray-Dex is a new kind of tel 


f hould t that 1s designe 
to al v the user t talk as treely and 
easily as he wou ver a microphone 


ta A patented air 
nt Neoprene fits itself 


uUiCi 
sling of Du Pon 
i into t ser’s § ilder contour and 


manutact 





provides slip-proof traction. Re 
is adjustable to mouth level. Product 
is mounted on | up cards 


—Inquiry Card No. 29— 


SEAL EMBOSSER 


Art Novelty Mfg. Co., Inc. 
1115-1119 W. Washington Blvd 
Chicago Fes Ill 





Tr} Art Portab I traseal, Mi 
D sign f high-speed seal 
h \ irt st 1; 

dD be ” rn 
Si s uD Tk 
f 1} 
SI u b 
in ) | 
t 1 Pr in f 
t pern 
Die-holders are in 
t ng abl. 


naliinaelins Card No. 31— 
CASTER SOCKET 


- Harvard Mfg. Co 
fe 7619 Grand Ave 
Cleveland 4, Ohio 
M nylon t ockets whi 


pi ball-bearing ybility witl 





M n.” TI ket increases 


[ igain t aster ster 
Compar i produce M« 
x t< T r of 14% 


—Inquiry Card No. 33— 
LABEL GLUER 
Glue-Fast Equipment Co., Inc 


12 White St 
New York 13, N. ¥ 


I vy-dut g 


Sict ’ ' tior of glu 





mn request 


—Inquiry Card No. 35— 


For More Information Use Inquiry Card Facing Page 50 
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The Lit-Ning line is hot. More than 
166 fast-moving items have both 
ingredients that make dealers happy 


(and rich)...large margin of profit 


fast and fast turnover. Try Lit-Ning and see. 


turnover... more than 166 LIT-NING items 


WRITE FOR YOUR CATALOG AND DISCOUNT SCHEDULE 


NATIONAL SALES OFFICES 
LiT-NING PRODUCTS COMPANY © 170 N. Robertson + Beverly Hillis, Calif. 


Please send me your new catalog and discount sheet. 








FIRM NAME. amas ——— 

ADDRESS SS - —— 
city 2 eee 
MY WAME —— (OC 


LIT-NING PRODUCTS COMPANY + FACTORIES: P. 0. 149 FREMONT, OHIO + P. 0. 3370 FRESNO, CALIF. 
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The Olivetti Lettera 22 offers 
your portable typewriter cus- 
tomers a unique combination 
of slim size, light weight, big- 
typewriter features and hand- 
some design that will enhance 
your reputation tor quality 
and outstanding values. For 
students especially it’s the 
ideal machine, with plus and 
equals signs on its 43-key key- 
board, and vertical half-line 
spacing for easily-inserted 
lines and for writing math and 
chemical! formulae. To learn 
how you can become an 
Olivetti dealer before the 
graduation season, and enjoy 
the full profits that Olivetti 
provides, write now to Porta 
ble Division, Olivetti Sales 
Corporation, 375 Park Ave- 


nue, New York 22, N. Y. 












= 
ee 
: —_ 7 . 2 oe 


fo, Ny, 
J he 


HWS 





olivetti 
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@ Combines all the best features of 
cotton, nylon and silk ribbons 


@ Chemically treated for 60% 
GREATER INK ABSORBENCY 

@ Will give sharp clean copies from 
the very first day. 


@ Copy from a KEMLON ribbon 
erases clean from the start 


@ Will never fill the type keys 


@ The color will last until the fabric 
is worn through. 


@ Dual Spools for greater ribbon 
changing convenience 


THERE’S A Klean Write 
KEMLON RIBBON FOR EVERY 
TYPEWRITER! 


KEMLON Ribbons—'% $22.50 
inch wide, 18 yards long / 
Reta 
KEMLON Ribbons for $27.50 
electromatic IBM type- e 
writers—*js inch wide, 24 


yards long 


Quantity and dealer price list on request 


ANKEL MANUFACTURING COMPANY 


Established 1906—Manufacturers of 
World Famous Klean Write Stencils 
lypewriter Ribbons, Carbon Paper and 
Ball Pens 


285 Rio Grande Blvd. « Denver 23, Colorado 





t 


Ps 


a 


THE GREATEST FABRIC 





Atean Write 


NMEWALOINI 


wawriter ribbons 







THE NEW MIRACLE FABRIC 


SEND FOR YOUR 


TRIAL ORDER TODAY! 





To: Frankel Manufacturing Company 
285 Rio Grande Blvd. « Denver 23, Colorado 


Please send me a trial order of dozen Klean 
Write KEMLON Typewriter Ribbons. It | am not 100% 
satisfied, | can return the order and receive: full credit. 


COLORS 
DEGREE OF INKING Heavy 


MAKE OF TYPEWRITER 


Medium Light 


Name 
Firm Name 
Address 


City Zone State 
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ELECTRIC ADDING MACHINE 


R. C. Allen Business Machines, Inc. 
678 Front Ave., N. W. 
Grand Rapids, Mich. 


Two portable electric adding 
machines—G60GE and 707! have been 
added to the company’s line. Both 
feature the automatic clear signal 
which prints with the first item, a 


motorized repeat key, and transparent 
paper knife in addition to many other 


features. Listing and totaling capa 

ities are 9,999.99 and 99,999.99 for 

the 606E and 707E, re spective ly 
—Inquiry Card No. 36— 

NUMBERING MACHINE 

Pryor Marking Products 

434 S. Wabash Ave. 

Chicago 5, Ill. 

The new Powermark Electri-« 


Numbering machine has been desig 
mated as the answer to. efficient 
numbering of multiple carbon forms 
It is self-compensating for varied 
thickness of papers and will number 
date or code forms consecutively, in 
duplicate, or repetitively. Constructed 
of light-weight aluminum for heavy 
duty, machine is available in 6 to 10 
wheel capacity. 
—Inquiry Card No. 39— 


ONE-TIME CARBON SHEET 


Stock Forms Co. 
Div., Moore Business Forms, Inc. 
491 S. Dean St. 

Englewood, N. J. 

Rediform Speedicopy second 
with one-time carbon are now 


sheets 


ay ail 


able loose and are being offered in 
conjunction with — the company’s 
padded line. Shipped pre-paid, th 
loose forms are packaged 500 sets 
per box in white, yellow, pink, blue 
green and goldenrod. Pads contain 
100 sets each in white, yellow, pink 
blue, white with “Copy” and yellow 
pink alternating; 5 pads per box 


—Inquiry Card No. 40— 


TELEPHONE INDEX 


bolts 
shaped like 
lex”’ is 





wide 


This pull-ou 
quickly and 
of the phor 
Made 


1 


8-3 








NAME 


STAMPER 





= 


W. Von Arnauld Co. 

P. O. Box Box 92 

Pompton Lakes, N. J. 

Suited for envelopes, 
letterheads, and labels 
this imported rubber stamper enables 


cards 


business 


catalog sheets 


easy and quick imprinting in pre- 
inked multi-colors. Maximum size for 
three lines is standard at 234 by % 
inches. Called the Roll-Boy, this prod 


uct comes with a year’s ink supply in 
three colors 


—Inquiry Card No. 37— 


LOOSE LEAF BINDER 


Slide-Lok Binder Co. 

E-718 First Nat'l Bank Bldg. 

St. Paul 1, Minn. 

No pins and no rings are required in 
Slide-Lok binder. Sheets slide 


the new 

in and slide out, facilitated by two 
spring metal claws in the backbone 
[hese claws snap into the punched 
holes of the paper as the sheets are 
inserted; to remove, the sh is mere- 
ly pushed on through the etal back 
bone. Takes 814, by 11-inch sheets in 
any standard punching; holds up to 


50 sheets 


—inquiry Card No. 41— 


The Old Willow Market 
P. O. Box 31 
Winnetka, Ill 


} 


ct te lephone index attaches 


sec 


} 


u 


Das¢ 


+ 


an 


afi 
inches 
providing space for 324 entries 


—Inquiry Card No. 43— 


bottom 


screws OI 


rely to the 
without 
vinyl plastic and 
owhead, tl Call 


long and 5-l4 





NEW PRODUCTS continued 


STACKING CHAIR 





The Howell Co 
Div., Acme Steel Co. 
St. Charles, Ill 


For ilti-purpose room use, a new 
design stacking nairs offers four 
way Dracing of legs for added 
Strengt and rubber bu pers whicl 
pel stacks 6 to 1 high off the seat 
witl arring the metal finish. TI 
tubular steel fras is 7/g-inch o.d. in 
S ( tubs ind all parts ar 
weld into one-piece frame constru 
tion. Back posts Slim-tapered wit! 
cur top rail 
—Inquiry Card No. 38— 

GLOBE BALL 


George F. Cram Co., In 


730 E. Washington St 





Indianapolis 7, Ind 
A 12-in globe ball which makes us« 
of tl latest d lopments in hard 
plastics is now standard in all of the 
companys Delux Hand-Mounted 
globes. The new ball may be bounced 
and | mered without damage and 
will support more than a ton of 
weight, t company claims. Call 
Tuffy { 18S unaft ted by extrem 
chan n temperatu 
—Inquiry Card No. 42— 
STENCIL DUPLICATOR 
Milo Harding Co. 
145 Tempo Bldg 
Monterey Park, Calif 
Sho Mod DA ! f tw 
1eEw pri tric paste-ink 
Ip L's l with auto 
ati llator-int iver, this mod 
al 1 OS i inking syster 
variabD f 1 Operation, 4-way mar 
fin alien nt whl perating, et 
—dInquiry Card No. 44— 


For More Information Use Inquiry Card Facing Page 50 
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YEARS SERVICE TO 
AMERICAN BUSINESS 





The Best Known Trademark 
in Office Equipment 





... and the Most Desirable Dealer Frembbiea 


fopay’s ExcLustVE SHAW-WALKER DEALER Extensive national advertising, a constant 
ffers his customers more . . . 5000 items flow of sales helps, and seventeen strategically 
tched in appearance and matched for re- located showrooms and warehouses are a few 
All bear the symbol of quality “Built other sources of extra profits for the exclusive 
ke a Skyscraper” the best-known trade- Shaw-Walker dealer. 
rk in office equipment. Right now there are a few cities in which 
[he exclusive Shaw-Walker Dealer leads we are willing to make a change. Yours may 
the field with products not available elsewhere, be one of them. Ask about it. 


lusive items that buyers order and reorder. 
The 252-page Office Guide Catalog distrib- 
ted by Shaw-Walker dealers, is the biggest HAW- Al KE 
ngle source for new and repeat sales. It is 
he only complete sellers’ and buyers’ catalog 


the industry. HOME OFFICE — MUSKEGON, MICHIGAN 





se T Exc USIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 









Apsco’s 
packaged mail order 
plans are absolutely 

free to you... 


You 
greatly increase your 
selling program with 
no effort or expense. 


DEALERS SAY 
“Apsco mailers are great!” 


“Apsco’s free imprint deal 
cards are already bringing 
in extra sales."’ Mr. John 
R. Bourne, John R. Bourne 
Co., Rochester, N.Y 


“Apsco’s special offer im- 
print mailers are great. MN 
We are ordering a new 


supply.” Mr. John Guri, We’ 


Reese Stationery, Berk ae 
eley, Calif r 


“Apsco’s free imprint mail 
order cards are real busi- 
ness stimulators.’’ Wm 
F. Foshage Company, St 
Louis, Mo 


“Asking for an extra order 

is great. We like the easy °° > 
Apsco way.’’ Mr. R. K t & 
Donohoe, J. A. Kinde! Co 
Cincinnati, Ohio. 


“We like Apsco’s free im- 
print deal order cards. 
Extra orders indicate that 
our customers do toc."’ 
Sanford-Hall Company, 
Jacksonville, Fila 


YOUR POSTMAN CAN BE 
YOUR BEST SALESMAN! 





Cash-in on 50 years of 


Replacing an Apsco cutterhead 
takes only 10 seconds, and no tools 
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Ansco pencil sharpener sales! 


Did you ever stop to think that by pencil sharpeners will be delighted to know 
replacing the cutterhead assembly in an Apsco penci! Here's an effortless way to render a big service 
sharpener that you can make it “like-new” for to your customers and, at the same time, pick uy 
a fraction of its original cost? a handsome profit for yourself. Yet you don't even have t 
This is something that owners of Apsco go to the trouble of telling the story! 


PUT THIS FREE MAILING PIECE 
TO WORK FOR YOU!!! 


Apsco will send you, free, any quantity of mail- Son “ian daaan 
order return postcards that sell the economy pencil sharpeners 
and practicality of cutterhead replacement to and save 

, : almost? ithe cost! 
your customers. Apsco will print these cards 


with your name, your prices, your deal! 
, ; re-NEW Your « 
Even your postage is free. You simply slip the 


cards in your own envelopes when you send out 
your regular invoices. 


pencil sharpeners 


Famous Apsco product standardization pays nt = we 
off too. Within any model range, today’s new, ‘ 
improved cutterhead assemblies fit any machine with new, 

of that type —regardiess of how old. And Apsce 
has been making pencil sharpeners for over 
50 years! 


Razor-sharp 
Cutterhead 


: ' Assemblies! 
Think of the potential! Here's an amazing op- 


portunity to cash in on all the existing Apsco 
sharpeners you and your predecessors have sold 
for the last half century! 





Send for your free materials and start those 
extra profits rolling in!!! 


, 


Mi 





PLAN #4 Replacement Cutterhead Promotion 





PY TeeR 138 id 8) 7 18s Get Your 


MOVE HIS INVENTORY FREE 
Sales Aids 


Today! 











FEATURE THE APSCO LINE... THE ONLY FULL LINE! 


APSCO PRODUCTS, INC. 
(Mailing address) P.O. Box 640 
Beverly Hills, Calif. 


How can | lose? Send me more details on 
your tested and proved mail selling pians: 


PLAN +1 () PLAN #2 [) PLAN #3 [() 
PLAN 24 [) 
Name 


Company 


APSCO PRODUCTS, INC. . ; tat Aare 


City & Zone 





PLEASE PRINT 





FLEET LIN 


1500 


SERIES 












with the warmth ... styling ... and construction 


Style preference 
is no problem .. . 
with the wide 
selection of 
Indiana lines 
available 





WRITE TODAY FOR 
NEW CATALOG 
AND DETAILS OF 


ANA'S PROFIT PLAN 
BACKED BY OVER 
EA SERVICE 








modern in design... 
REALISTIC IN PRICE! 





Er ah ha 





features 


found only in WOOD office | furniture! 


Ihe Fleet Line series of executive and 
general office desks and functional modular 
components permits office arrangements to 
fit the individual and the job in both 
large and limited areas. Indiana has incor 
porated dignity and simplicity in design 
with construction features normally found 
only in much more expensive office furniture 


at a moderate price to give maxi: 


MEMBER 











IANA 





JASPER, 


EISIKt Ht). JG 


INDIANA 


oni pe litive seilv d nliave. Selected woods 


carefully chosen f beauty and grain for 


mation ... high grade lacquer finish, hand 
rubbed to a lustrous satin smoothness .. . 
specially designed semi-flush brass drawer 


pulls add that extra detail to appearance 
Dealers everywhere profit by stocking and 
selling wood office furniture with the ID 
trademark. You can, too! 





entifies , 
Quality Furniture ; 
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Colorbrite 


“spring” in the Lead! 










This 
COLORBRITE 
AD 

will appear 
in 


















IS YOURS A 


“QUALITY MINDED" 
TRADE? 


. ' ‘ 
All stores can’t sell quality. Many just — 
try. But some insist on serving their trade a 
the best value for the money. These are : 
stores that search the market for quality prod- 
ucts at a fair price. 























Maple Leaf products measure up to these 





standards in every detail. In quality and o Get all 
stance of paper. In durable, rigid covers. n MR 
the “‘non-slip’’® edge of stenographers’ note “ 
books In the wire binding. In ruling patterns. | pencils 


In full page and sheet count. Yes, por 
products even have the “look’’ and “fee 


, supplier. 
of quality. 
lf you insist on serving your trade with the 


| -EBE 
best value for the money, investigate Maple — 
Leaf products. 


Paper quality, substance and sheet count 


from one 







T.M. Reg 
U.S. Pat. Off 





Resiliency! That’s one of the 
most important qualities of the 


sub ealabe a Makes a lead in Colorbrite business pen- 

fully guaranteed. rae om colored pencil cils. It means that Colorbrite colored 

but you can’t buy better. leads are not brittle .. . Stay crystal 
line for every sharp. It means that these leads are 
Customer use! hard — yet flexible. 


-- hold their points 
longer without breaking. In 26 dif- 
ferent colors—to make every vital 
business detail color bright! 





MAPLE LEAF 


a, 
, Uanufaclu ing Co., Ine. 


YORK 
EMPIRE STATE BUILDING, NEW YORK 1, NEW 





Oe) rel d slat k 2 aiid 


Has The Touch That's Feather-Light ! 
110th Anniversary, 1849 1959 


EBERHARD FABER 


WILKES-BARRE, PA. « NEW YORK « TORONTO, CANADA 

















National Blank Book Co., Holyok« 


Mass.—has available a _ four-color 


folder illustrating and describing sp: 
cially decorated covers, screened an 


appliqued and stamped, suitable for 


catalogs, manuals and _ handbooks 


Write, to Advertising Dept.; ask for 


Folder No. 313. 
—Inquiry Card No. 101— 


} 


iS a hve-minute 


choose the right 


ence for dealers 


ers questions 





—Inquiry Card No. 104— 


Carter’s Ink Co., Dept 
First St., Cambridg 
announced the tw printing of the 
well-known book! 
Expert on Carbons Ribbons.” It 
on how to 
ribbons and carbons 
for specific typing Directed to 
the typist, but also 


ering custon 


Venus Pen and Pencil Corp., 500 
Willow Ave., Hoboken, N. J.—offers 
dealers a limited time, extra money- 
maker Deal No. 365-3WD on the 
Venus ‘365’ ball PEN-cil introduced 
late last year. Due to expir April 
30, the offer includes an attractive 
display of 36 blue-ink PEN-cils in as- 
sorted barrel colors plus 3 free (red 


barrel, red ink, mediur point) 
Product has retractabl« mechanism 
and replaceable ink cartridg: 


—Inquiry Card No. 102— 


J. M., 239 
Mass 


has 


To Be an 


as a refer 


New Catalogs 





Cottonsmith Furniture Mfg. Co., Inc 
2101 Glendale St., P. O. Box 462 
Winston-Salem, N. ¢ has an 
nounced the availability of its 195 
price list and catalog covering th 


Stradivaro line and the company 
Space Age Series 700. Pri list fea 
tures all of the elements of modular 
set-ups and gives total pri Prices 


of components also given individ 
ally. 


—Inquiry Card No. 121— 





Reflector Hardware Corp., 1400 N 
25th Ave., Melrose Park, I|l.—presents 
its entire line of new floor-to-ceiling 
structural merchandising systems in 
its new 28-page catalog, “RHC Wall 
master Control of Space.” The 2-color 
book is profusely illustrated with new 
a plications for converting unprofit 
able floor space into mobile mer 
chandising wall sections an fr 
standing displays. Five new systen 
are shown for display or light, n 
dium and heavy-duty merchandising 
Catalog may be had free by writing 
above address, Dept. W 


—tInquiry Card No. 125— 


Contemporary Office Furnishings, 
Inc., P. O. Box 275, Irving, Tex has 
published a spiral-bound catalog fully 
illustrating and describing its line of 
steel office reception, institutional 
and club furniture. Contains samples 
of upholstery materials and plasti 


laminates 


—Inquiry Card No. 122— 


Bert M. Morris Co., 8651 W 


St. Los Angeles 48, Calif.—has pub 
lished its 1959 catal covering 


company's complete line of desk-top 
[The theme of this 
Put Effciency 
at Your Fingertips.’ Accordingly, the 


equipment 


i.-page publicati 


catalog presents ideas and informa 
tion that will h ly ti dealer promote 
this theme, which ties in with 

manufacturer's national advertising 
program. Catalog will be sent to those 
requesting it on company letterhead 


—Inquiry Card No. 


The B. L. Marble Chair Co., Bedford, 


Ohio—now has available Price List 
No. 94 which applies to Catalog No 
56, Hylite, Perimeter & Denominator 
Brochures. This new list replaces Price 
List No. 93. It illustrate and des- 
cribes the company’s line of business 
chairs for offices, banks, libraries 
schools and public buildings 


—Inquiry Card No. 126— 





Stock Forms Co., Div., Moore Busi- 
ness Forms, Inc., 491 S. Dean St 
Englewood, N. J.—is supplying au- 
thorized dealers with sales aids to 
kick off its national promotion of the 


Rediform Loose Speedicopy second 
sheets with one-time carbon. Aids in 
lude window banners and displays, 
post cards and envelope stuffers, and 
sam} brochure Write Sales De- 


velopment Dept. for bonus refund 
plan, catalog and price list 


—Inquiry Card No. 103— 


Stacor Equipment Co., 295 Emmet St 
Newark 5, N ] offers this work- 


ing model” of the company’s Staktube 
roll file as a salesman’s sample It has 
been reduced in depth to 6 inches, 
but all other dimensions are the same 
as the product exemplified. The sample 
is mad from the same heavy-gauge 
steel casing as t original and has 
the same dust-p1 f door with removy 
able index recor nside. It fits into 


a Drier case 


—Inquiry Card No. 105— 


Columbia-Hallowell Div., Standard 
Pressed Steel Co., Jenkintown, Pa 


is Offering an 8-pa full-color bull 
tin showing executive, secretarial and 
side chairs in 7 styles. They are shown 
alone and in cont porary settings 
and nstruction and design features 
are discussed. Complete specifications 
for th xecutive and secretarial chairs 
are 


—Inquiry Card No. 123— 
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The Howell Co., Div. Acme Steel Co., 


St. Charles 1] publishe i Cata 
log N 29 teaturing modern metal 
institutional furnitur Of interest to 
ft quipment ilers is the cor 
f ne < rf and reception 
as well as stacking chairs 
ind isional tables Twenty-four 
pag t color illustrations 


—Inquiry Card No. 127— 


For More Information Use Inquiry Card Facing Page 50 
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Cc OTs rae i 
I, Ue ate This Trademark is known 


NATION WIDE 


Weis products have been exclusively distributed by com- 
mercial stationers for over fifty years. Filing supplies 
amount to over half of our yearly sales and include over 
three-thousand stock items. 





$fie Folders 











Name it and we have it. Avail- P 
fe Index Cards 


able in four weights of manila, 


also many numbers in red and blue : ; 
Blank, ruled and printed. In white 
color, both single top and double 
. and seven extra colors, very com- 
top, and pressboard expansion 





ae petitively priced. 
sty 


Gime Guides 
Are made in bristol board (salmon, 


blue or buff), in manila tag and Sf vie Indexes 
pressboard The stock guides are 































corried in card sizes, letter, legal Like guides, are made in manila, 
cap, invoice, document and ledger. bristol and pressboard and include 
Weis is always more than happy to Alphabetical, States, Months and 
supply special sizes, if so desired. Days. The Alphabetical Indexes 


are available in small and large 
subdivisions from 25 A-Z up to 





Yfi@ Metal Tabs 









4000 AZ. 
Can be obtained in either green 
or black on all pressboard folders, 
guides and indexes. These are 
sturdy tabs, constructed with long 
years of usage in mind. ffi Celluloid Insertable 


Tabs 

fii Cell-U-Seal 

Are available on pressboard 
Process on guides and indexes has and bristol board in all sizes and 
proven itself over the years for wear tab styles. 
end dependobility. At a minimum 
extra cost, this process con be ap- 
plied to pressboard, manila and 


bristol board indexes in all sizes 


a Why not join our growing family of satisfied dealers and at 
"> the same time build NEW PROFITS for yourself in 19597? 


he a net 

< Pose 5 a tay wl 

s bd , rye Ad a da “ s ‘- 
- a4 y, 2 Nee Thee 


| WEIS WOULD BE PROUD TO HAVE THE OPPORTUNITY OF SERVING YOU!! 


** Pa te 
toni 


" The Weis Manuf 
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acturing Company, Monroe, Mich. 











Franchised Olivetti dealers enjoy these 
important advantages: 


One of the most complete office-machine 
lines in the industry. 


Exclusive product features. For exam- 
ple, the Divisumma 24 (shown below 

combines the advantages of (a) an add- 
ing machine and (b) a high-speed calcu 

lator with a unique automatic constant 
and memory. 

Powerful advertising in Time, U.S. News 
and World Report and Business Week. 
Olivetti’s 50-year record of growth and 
dependability. 

A franchised Olivetti dealership may be 
open in your area. Write to Olivetti 
Corporation of America, 375 Park Ave- 
nue, New York 22, N.Y. : 





eer = nee 


olivetti 
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-opr. 1957 


“Wow! 








GUNLOCKE CHAIR 


When I’m a big 
shot, I'll have one 
of them too.” 


COMPANY, 


P. S. to dealers: 
Everyone is 

impressed when 
you sell Gunlocke. 


ee 


WAYLAND, NEW YORK 





DESIGNER , 

Th Ming; } S CHOICE 
°5Y polled ».. hs 
tects. and desj., , . 

9) Mannfactyr;,, ment heads 
Stlies around a nets ewe . 
WO Vist the 10, 6 °"'4. ash 
or el modern — . 


_ 


PSigned 


Prod 
; Me Ay ry 
ten, anounced 


MS wee} 





Olivetti’s Letters >" A. 
designed by Marcel, eee 


Nizzoli m 





} 
° cs Eames s ply wood-and 
steel side chair designed in iam 
ig Mies van det Rohe's ~ 
Barcelona chair. me 
Studebaker’s 195 hardtep coupé 
designed by Raymond Loewy. k 
The Parker “5:" fountain pen, de-k oe 
signed by the late Marlin Baker an . 
Kenneth Parker. 1432-40. ~~] 
Lincoln Continental (1939-41) ry o 
designed by Edsel Ford and staf. 4 * 
Edison Voicewritcr, VP modelgggp 
: by Carl Orto in 1959. 9 
a rts “Sheer Look” 195; 
appliances, designed by or aad 
Motors stel. 
fer and General ‘ designed by 
Hallicrafters rac 10, 
* aymond Loewy in 1946. 
Bel! System iy as 
phone. desiz™ 
in 195! 











ABOVE—Leon Office Machines Co.. 


Washington, D.( 
makes 


its show window an integral part of the advertising 
and promotion program. A recent example was the tie-in with 
publicity which the Olivetti Lettera 22 received in an issue of 
of office machines Time Magazine. Passersby were given graphic motivation for 
selecting the ‘designers’ choic« BELOW —Good in-store 

‘ “ display is demonstrated by Midwest Typewriter Co., Kansas 

is lift to sales City, Mo., where Lamont H. Wood, Jr. has made good use of 

Peg Board upon which portable typewriters are suspended in 


Better display 





dramatic fashion. Improved display was made possible by re 
furbishing of old quarters at 800 Grand which were destroyed 
by fire in November. 1957 


W 


are 
The 
y ou’ 
T 
whit 
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rese: 
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chal 
B 
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too. 
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hi 
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Dazzling new SPRINGHILL, BOND is 
actually whiter than pure white salt 


—YET COSTS NO MORE THAN “OFF-WHITE” BONDS! 


rTHEN FIRST see dazzling new 
\ Springhill Bond, you sense your eyes 
re playing tricks on you. It’s so white! 
u hold a sheet to the light and 

iumazed. No watermark! 
s, new Springhill Bond is 
iny other unwatermarked 
the market. A well-known 
ved that new Springhill 
rably whiter than salt, 

v1 il cotton! 

irkable new paper is mor¢ 
It’s level and uniform 
Just try to pick up a sheet 


1 crackling noise! 


Compare Springhill Bond for whiteness, 
finish, opacity, and “crackle.” Once you 


do, you'll recommend it. 


Extremely printable 
We insure excellent results every time by 
cutting a sample ream from every reel 
and having it tested on actual printing 
presses. Springhill Bond is made to order 
for offset and letterpress printing. 

New Springhill Bond and Mimeograph 
are available in white and six colors in a 
complete range of stock sizes and weights. 
The Springhill line is also available in 
Duplicator and Ledger papers. 


Look for this attractive new design. Handy 
“zip” openers on 84 x 11 reams. All cartons 
polyethylene-lined to control humidity. 


INTERNATIONAL PAPER 220 East 42nd Street, New York 17, N.Y, 








Vanguard by Maria Bergson Associates 





A man’s own chair personally adjusted 
to fit like a well tailored coat... 
Sustained comfort of genuine 
foam rubber back, seat and arms. 
Walnut in oil or lacquer finishes. 
Leather or fabric all over 


or leather with a fabric seat. 


G 
THE [aylor CHAIR COMPANY + Bedford, Ohio 


Los Angeles: 3424 San Fernando Rd., Tel: Clinton 70646 
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/ What's the hottest x 








i selling carbon paper 


~———_— 


by far? 




















all dealers 


enans 


\ 

\ 

Me know that! , 

™‘ Fl 
~~ 

It's Nu-Kote. It’s the new plastic-base carbon paper that almost all copy work.” “Passed the acid test with flying 
outlasts ordinary carbon three to one. And look what the colors—repeat sales breaking all records.” And so the good 
dealers say: “Nu-Kote samples brought us a flock of new cus- word pours in from all over. (Listed below are just a few of 
tomers and markets.” “One demonstration and they're sold the enthusiastic dealers who've written us about Nu-Kote's 
—by Nu-Kote copies that are clear to the last.” “No more success.) Why not clip the coupon for your free Nu-Kote 
space-wasting inventories—one grade of Nu-Kote handles sample—and take a page, literally, from its success story? 


Barnum & Flagg Co., San Bernardino, Calif. / Texas Office Furniture Co., Dallas, Texas / W. H. Kistler Stationery Co., Denver, Colo, 


Hook & Holtsinger, Tampa, Florida / Clark Office Supply Co., Phoenix, Arizona / The Nor-Wood Co., Inc., Hempstead, L.1., New York 


























Beecher Peck & Lewis, Detroit, Michigan | O'Connor & Raque, Louisville, Kentucky | Beacon Manifold, Inc., Boston, Massachusetts 
NU-KOTE is a product of Burroughs Corporation, Mittag Division 
eee ay 
FREE SAMPLE! GET DEALERSHIP FACTS! OP-22 I 
5 Dealer Sales Department 
= Burroughs Corporation, Detroit 32, Michigan 

= _ Without delay send me a FREE SAMPLE of NU-KOTE 
: [] ry ! 
£ + [ypewriter Carbon. | 
5 — w ‘a Also information on how I can become an M&V NU-KOTE = | 
oH “ dealer. | 
- + AS) ) NAME | 
tH | > *\ J 
+ < ° | FIRM NAME | 

“= 

ie ¥ °| FIRM ADDRESS + te J 
: \o ¢ | 
Li fart CITY ZONE_____.STATE | 
In Canada write: Acme Carbon and Ribbon Company, Limited. Toronto 13, Ont. =| 
P. §. Another profit-puller plus: fast-selling Burroughs adding and cash machines. ; 
be ee ee SS OD Ge ee Ge cee Ge Ge Se oe ee gee ee oe eee ae ee 
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Industry News 











NSOEA District Meetings R. C. Allen Business Machines 


Appoints Duetting Vice-president 


| 


Feature “Forward. Look W. H. Duetting has been appointed 


vice-president of the cash register di- 


- vision of R. C. Allen Business Ma- 
The theme ‘Markets f Tomorrow” will set the pace for 


ine ‘ 
the programs of the fourteen NSOEA district meetings ag serie has been with the com 
scheduled for this spring. Participation by the association's pany since 1957, at first as branch 
top executive officers in the workshop sessions will present meneser of the Chicano breach and 
fresh approaches and 1 informative material on the fol more recently. as eastera division man 


lowing subjects ager with offices in New York City 








ce ; , rT } S¢ i on i ) rso yf } ) } 
; Pate “ns ae oe 1 & personal gay he In addition to administrative duties 
- : t ind industry manufactul! ’ | 
i heap ists ~ inufacturers Dy John he will expand the present dealer or- wn 8 ; 
pa go ' pon wae Orrow s ON ice net ganization and will also set up a more vetting 
arke ecisions and Opport t SO ] 
eer ena : - and pportunities—NSOEA thorough training program for dealers and future salesmen 
Genera anager Charles Mortensen will present industry He lives in Grand Rapids, Mi 
problems and opportunities which require management 
policy decisions as revealed by a personal contact with . , 
‘ 
dealers and manufacturers in all sections of the country Chet’ Williams Heads Y & E 
Management for Profit in Supplies—an outline by L. G. New Branch in Seattle 
Morris, NSOEA vice-president, on the changing office sup : Yawman & Erbe Mfc. Co.. Inc. is 
awman ¢ rbe Mfg 
7 : . UA retailers af rCre : ‘i 
ply oo and how nm increase their profits on opening a new branch office, display 
suppres. room and warehouse at 3625 Inter 
Managing Salesmen for Profit—an audience participation lake Av Seattle 3. Wash.. according 
-$$i10 > Q SOEA mi 4 
session conducted by Homer Lay, NS EA managet to R. E. Contryman, vice-president of 
In addition, the American Telephone and Telegraph Co watietl antes 
w se a anaget! nt of lephor » v 4 d . } 
ill tt vee lelephone llin designed Heading up this new operation is 
) de . phone selling tech yues ? > re ” “ALE 
Ke aa Gernize telepnon a led F. C. “Chet” Williams, who has been 
, a . nt activiti ire include« I I [ t : 
any entertainment a : les a hag 1d¢ in these fou a Yawman & Erbe district manager in 
oon district ot gagadltreits 1c, dies idan = — the Pacific Northwest for the past 25 
bine business and relaxation in attractive surroundings Williems who |} sutation 
: § - ne med years liliams, WhNO has a reputaniol 
All members of the offi supply and equipment business Chet’ Williams f oo 
tially i as teacher of filing systems and pro 
25 ompaamaey invited to atten ne ir more of these ger cedures, plans to establish regular classes in this important 
‘ » loca -etings t rn the way to more p or tl 
at the oc meetings it Ore prohts for the phase of business operation 
future. Further details y be secured from NSOEA head 
quarters, 740 Invest t Bldg., Washington 5, D. ¢ 


Michigan Typewriter Exchange Moves 


Geloso Has New Headquarters BAY CITY, MICH 


The Typewriter Exchange, of 818 Saginaw St., has moved 
American Geloso | tronics, In in its third major ex icross the street to a location on Fifth Ave 
pansion move in two y has installed its headquarters on Ted Panknin, manager says that by leasing the new quar 
the entire fifth floor at Fourth Ave., New York 10. N.Y ters, the company will double its floor spa He said the 
Samuel J. Spector, president, says that because of the di firm has been workirg: under cramped conditions for sors 
mands for the compan Stenotape and rapidly enlarging time. The new store underwent extensive remodeling and 
line and sales volur t ympany occupies more than five redecorating. The firm also operates stores in Flint and 
times the space it had p sly Saginaw, Mich 


WASHINGTON STATIONERS ASSOCIATION HOLD A 


NNUAL DINNER DANCE... 


+ 








' — —. 
o—_—" - e y oa“: : 4 
Seated at the head table during the annual dinner dance of the Washington Stationers Association, held at the Shoreham 
Hotel, Washington, D.C., in February are (seated, left to right) Charles M. Mortensen; Mrs. Mortensen; Mary Sutherland, It 









governor, District 3; Jack Royster, president of Richmond Stationers; Mrs. Paul Steever, Paul Steever, president of Philadel 


74 


phia Stationers; and Rose Cushman. Standing, left to right, are Walter Mallorey, chairman of the banquet committee: Mr: 
Mallorey; Perle Covey, vice-president of Penn-Mar-Va Travelers; Mrs. Covey; Mike Runnels, president of Washington Sta 
tioners and governor of District 3; Mrs, Runnels; and Richard Graff 
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Dealers report profitable sales of Sturgis 
Fiber Glass Chairs for | 





| 
i 
ROOMS =& 


nn 







a 


RIAS 


: 


eet 


Model No.12 in cafeteria. 18” seat height. Black 
enamel non-tapered legs. List price $18.95 





Model No. 15 in hospital room. 18" seat height. 
Chrome non-tapered legs. List price $20.95. 


~)" RECEPTION 
ROOMS 


But make your own check list. You can 
sell these low priced all-purpose fiber 

glass chairs to restaurants, auditoriums, 
libraries, meeting rooms, hotels, motels, 
bowling alleys—and a dozen other places. 
Model No. 10 in reception room. 17” seat height. You can make bread-and-butter sales of 
Black enamel tapered legs. List price $19.95. 4, 6 or a dozen—and big volume sales 
running into the hundreds. List prices start 





NOTE THESE 7 DELIGHTFUL COLORS at $18.95 and there are quantity discounts. 
gray + charcoal + yellow + turquoise + persimmon Write for a price list. Then order a dozen 
‘tan + white or so for a colorful display in your 

NOTE THESE FINE FEATURES | window and on your floor. 

one-piece molded fiber glass upper unit + wall saver 


legs « pressure relief cut-out for base-of-spine area We'll see you in Booths A-1 30 and A-1 31 


* trouble free Nylok tee nut securely fastens upper fe} 7-\ SHOW MAY 1-2-3 


unit to base « chrome plated ball swivel glides. 


New Miami Beach Auditorium 





POSTURE ; CHAIRS 
THE STUR TURE CHAIR COMPANY + STURGIS, MICH, 


Address ail correspondence to: 
154 E. Erie St., Chicago 11, Ill. 
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Shew-Welker’s second factory, erected in 1901, is part of the plant 





above) which today 





f floor space 


provides 21 acres 


Shaw-Walker Observes Its 60th Year 


“March 9, 1959 
poration of the Shaw-Wa 

This simple, straight-t 
which was distributed at 
Shaw-Walker employees 
simple language the 


mark 








rsary of the incor 


the 60th annive 

Iker Co 

orward statement opens a bulletin 
the beginning of last month to all 
The bulletin continues in the same 


words glowing only when referring 


to the company's found L. C. Walker and A. W. Shaw 

- and ends with a simple proclamation of pride in the past 
enthusiasm for the pr t and confidence in the future of 
the company. 

The highlights which fill the gap 
between the opening statement and 
tl lose of that bulletin need not 
be t n fa phrases for, indeed 

icts speak for thet selves 
On that March day in 1899. the two 
\ partners, who ga their names 
1S pany, littl knew they 
“ ystering a business that 
later w be producing 00 
f ts that w 1 be used in oftices 
t ghout t world 5,000 differ 
n | iucts p in a modern 
fact y wi p act of 
W a ft ipita of 3450 of 
v $175 s borrow¢ tl t 
I eyes set on 
small ail orde business 
syst Ss, whi vere just 

t gen us¢ They operat 

fr two vacant stores on the sid 
st t trontage of the old Opera 

A. W. Shaw H Building in Muskegon, Mich 
With five pieces of hinery, most of which were hand 
operated, they cut and nted index cards. These they sold 


in small w 


as ‘systems 


n cabinets with drawers. At the 





beginning, having no woodworking shop, they had to have 
the cabinets made by an outside f 

Within their first year of operation, the rented quarters 
in the Opera House Building were too small for the increas 
ing volume of business. Forced by this need for mor 
space, the partners risk ir business to build a one-story 
frame building with a brick front (see photo). From this 
location, Shaw and Walker continue to sell the ew 
fangled"’ method of keeping records 3x5 cards 

As office equipment ethods e great advances 
during the early part of ¢ ntury, s he Shaw-Walke: 
Co., and the still-young was f again to look for 
larger quarters. In built its second factory. With tl 
successive additions t pany's lin f steel filing 
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Limited space 
forced the one- 
year-old Sha w- 
Walker Co. to risk j 
it business in 
1899 ¢t finance 
its first’ factory 
above which _ it 


utgrew by 1901 


Ad in the Sotur- 
day Evening Post 
of March, 1900, 
»ffer ‘Shaw- 
Walker Card Sys- 
ter Complete 
for $1.95 The 

mpany placed 
ts first dealer ad 


in the June, 1905, 
issue f OFFICE 
APPLIANCES, and 
has continued to 
use this outlet 








Shaw-Walker Card System 


THE CASE 


as age 
The SHAW- WALKER CO., Muskegon, Mich. S55 
Makers of Card S¥Stems & Ds #o04 














every month since 


71 steel desks, chair t tactory was 
y to its present multi-story, multi-building plant 
Along with this growth of tl ompany's physical plant 
s Db the company's [ Research an 
gineering departments to k tride with tl 
ng needs of the indus sales tment today 
inch stores in t t 200) dé 
s ughout the country t V pany's lin 
4. W. Shaw. who left ti ) to ent 
iblishing held, is act C ial worl 
A L. C. Walker, whose g gt the compan 
any years, is On t ily waged in 
gressive developmen pi t of products 
thods of a compar! t is t tak 
n ¢ \ irs t 
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The Original Cover 
With Built-in Fasteners 


: Beauty You Can See 
... and Feel 
and Sell! 





\ Nos. 3558 « 35AW «+ 35AF 
Now Available in YELLOW 


Duo-Tang pioneered the concept of built-in fasten- standing sellers. Stock the entire line and attract 
ers in loose-leaf covers, thus eliminating awkward, loyal consumer business. 
loose brads. Also created a most sensational variety 


' This prestige line of loose-leaf covers sells on sight, 
of styles, colors and textures. 


whether it be for catalog, price lists, sales manuals 


Backed by national promotion, Duo-Tang has : / ; 
or elaborate presentations. There’s no question 


become the popular standard loose-leaf cover : va 
to use. Take advantage of exceptional features about it ... DUO-TANG is the answer for distinc- 
and sales possibilities of this parade of out- tive loose-leaf covers. Write today for full details. 


\ LOOSE 
(oe fa\[N esses. 


ELLINGSWORTH MFG. CO., 200 S. Peoria Street, Chicago 7, Illinois 
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HOW TO EAT YOUR CAKE 


-AND STILL HAVE IT 


en 

















One sale is like a piece of cake—Here today and gone tomorrow. But 
when you get yourself a steady customer on whom you can depend 


for repeat business you’re eating a cake that you'll have indefinitely. 


Acco products represent the permanent kind of cake. Your customer 
for a few Accopress Binders or Accobind Folders soon begins to buy 
in quantity and—if you know your Acco Catalog—is a prime pros- 
pect for Acco Fasteners, an Acco Punch, Special Application Folders, 


Form Binders, various sizes and all the other Acco quality products. 


This isn’t guesswork—it’s been proved time after time. The secret 
is to know the Acco line, prompt the sale with a suggestion and go 
on from there! Why not make an Acco everlasting profit cake for 


yourself? Feature Acco products all the way! 





From left to right—an Accobind Folder, Acco- 
press Binder (or 2-piece covers), Pin Prong 
Binder. See your Acco Catalog for sizes and 
complete descriptions—or write us. 











ACCO PRODUCTS 


A Division of NATSER Corporation 
Ogdensburg, New York 


In Canada: Acco Canadian Co., Ltd., Toronto 
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Tablet arm 
slides down 
when not 

in use 


Guaranteed 


for 
10 
years 


CLARIN Ma fa 
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VW. Harrison, Chicago 44, Ill. 





QU 


CLARIN 


Triple-purpose plus! for the band session— 
secretarial work, the conference and for many other 
uses, the Clarin Reserve Seater fills the bill. 


New comfort—new luxury—new economy—this 
amazing all steel folding chair is indispensable for 
offices, schools, churches, hospitals, industrial 
institutions and all places where space saving counts. 


Use em... fold ‘em... move ‘em wherever needed 
... then fold and store in a minimum of space. 

PROVE FOR YOURSELF WITHOUT OBLIGATION. SEND 
COUPON OR LETTER FOR SAMPLE OF THE CLARIN TRIPLE- 
Purpose TasLet-ARM CHAIR ON 30 DAY FREE TRIAL. 





Clorin Mfg. Co., Dept. 33, 4640 W. Harrison St., Chicago 44, Ill, 
Without obligation, send SAMPLE of Clarin triple-purpose 


chair. 


Firm name Grete 





EE 





<< es ___ State. 





Individual’s name 
Pioneers in Seating for Institutions and Business. Established 1925 
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NOMDA Directors Royal McBee Names Ray 


New Assistant to the President 


Meet in Atlanta Carl P. Ray has been appointed ad 


ministrative assistant to the president 
of the Royal McBee Corp., according 
to Philip M. Zenner, president 

Ray is a vice-president and director 


Pictured above are th embers of NOMDA's board of 
directors who gathered recently in Atlanta, Ga. Many sub 
jects of vital importance to the retail segment of the office 
machine industry were on the agenda and all were given of the Office Equipment Manufactur- 
thorough considerati: > 3 4 ers Institute, and prior to joining 

F : Royal McBee, was vice-president in 


charge of the international depart 


In the front row of the photograph from the left ar 
James Ward, Chicago; Mrs. Elisabeth Stemp, Madison, Wis 

Jack Weiner, Chicago; Charles Krause, Jr., legal counsel Carl P. Ray 
Harold Mann, executiy secretary; Edgar Noll, Philadel- years, serving a succession of man 
phia, secretary; Charles Meyers, Miami, president; Alfred . 
Foxcroft, Los Angeles, first vice-president: Paul McWilliams, search and engineering. 

Little Rock, treasurer; Dal Marvil, Chicago, second vice A resident of Chappaqua, N. Y., Mr. Ray is a graduate 
president; W. R. Shilling, Pittsburgh; Edwin Feigle, Hous Deerfield Academy and Dartmouth College. He also 
ton; Ed McHale, Cincinnati; W. AA. Johnston, Knoxvill: nded the advanced management program at the Harvard 


Harold Steinke, Upper Darby, Pa raduate School of Business Administration 
Ray is a veteran of World War II, rising to the rank 


Lt. Commander in the Navy prior to his discharge. He 
Academy and a director of Sports 


ment, Underwood Corp. He was as 
sociated with nderwood for many 


ent responsibilities, including vice president of re 


Center row from the left: Harold Peck, New York City 
David Silvers, New York City: Kell Reimann, Washington is a trustee of Deerfield 
D. C.; Fred Johnson, Charleston, S. C.; Edward Pfitzenmaier, nship Brotherhood 
Ardmore, Pa.; Travis Jones, East Point, Ga.; Larry Walter, His association activities include Export Managers Club 


Chicago: Irwin Ritchie, New York City: Vito Randazzo, Pan American Society of U. S., International Management 
Kansas City; Samuel Stein, New York City; Joseph Stuart, Association, and the National Foreign Trade Council, In 
He is also chairman of the Typewriter Manufacturers Export 


El Dorado, Ark.; George Chadwick, Providence, R. I.; A. 
K. Thomas, Lawrence, Mass.; V. L. Kennedy, San Joss 
Calif.; I. K. Little, Omaha: Harry Pitts, Albany, Ore 


' 
| 


George Stuart, Orlando, Fla 


ASso iation 


J. M. Davis Corp. Moves to 


Back row from the left: George Button, Fairview, N. J , i 
Larger Quarters in Beverly Hills 


C. M. Duncan, Austin, Tex.: Robert Randazzo, Kansas City 
James Proctor, Des Moines; C. R Benner, Indianapolis le The J. M. Davis Corp., manufa 
Robert Higdon, New Albany, Ind.; Robert Williams, Louis- me turers’ representative, has moved to 
ville, Ky.; Norman Karasick, Great Barrington, Mass.; Jack ; hemes seadten offices ot 170 Bh Oak 
Macon, Atlanta; Frank Garcia, Miami Beach, Fla.; Russ a ‘- ertson Rd. Beverly Hills. Calif. The 
Brown, Evanston, I|!.; Elmer Beutler, Chicago; Henry Sass- move from the company’s ol4 locales 
man, Victoria, Tex.; W. D. Norwood, Beaumont, Tex.; John P ; 4 bo Cndoos 7 oon the coca of ie 
Widmer, New York City; and Mario Teschion, St. Paul Me creased sa and an expanded sales 
and office { according to Joseph 
M. Davis, president of the firm 

One of he ts ad r sales 
firms in Office supplies and office fur 
ill place a new 


Coleman Firm Is 50 Years Old; 
. Henry L. Palmer 
Marks Date with Sale nitus 
emphasis on special services for the manufacturers it now 
A Golden Annis ry Sale t nth will mark 50 cor represents and better faciliti« r future expansion 
secutive years of busines r tl oleman Office Outhitte Davis said the company is now in a position to expand 
the. oldest exclusis rnitut ind supply house t sales service department. Another service will be in 


Savannah, Ga pany'’s market 
The firm was foun by Nathan Coleman upon the bank research and analysis department, which wv be headed 
th avannal itionery Co pite of th Henry L. Palmer. 


ration on an expande 
1 by 


rupt stock of 
physical handicap 

of his wife Jeanne, 
age of 82, he built 
the management of 


Upon his fath 
business with abl nds, having extensive experience and The company currently acts a 7101 ales headquarters 


associations in the is stry is past governor of Dis or Lit-Ning Products ( ‘ per (Devon steel 
w Fastener 
l 


trict 4, NSOEA, pas president of NOFA, past-president sks and office files) 
Schoo 


Palmer says, “Specifically, we ; ready to suggest new 
ts and help manufacturers develop markets for them 


Isines hich continues today under x an also offer advice on modernizing old items, suggest 


n, Henry I. Coleman r emphasis for better acceptance in specific areas and 


Coleman took over t ven develop new territor 


of the Georgia Statione: ociation and past-president of Sorp., Falcon Rule, Columbian Art Works, Ideal 
the Savannah Stati tion ply and others 
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A completely new, all-quality carbon paper for 
all-purpose use. The crowning achievement of 
42 years of leadership. 


You are invited to ask us for particulars about 
joining the distributor organization of Old Town 
—the company which continually brings you 
stimulating approaches to progressive marketing. 


OLD TOWN CORPORATION 


Established 1917 


750 Pacific Street, Brooklyn 38, N. Y. 








mes SPOtseald 


." 


= 8194 adding machine 





4 


é Customer-keeping because it’s customer satisfying! Exclusive, 
“spotseald”’ feature on each roll minimizes waste, saves time. 

Every roll uniform in quality, weight and texture... wound 

without breaks or patches ...with a red warning signal about 3 feet 


from the wood core. 








R-B means REPEAT BUSINESS—Prove it to yourself! 
Ask about Personalized Latels—anctrer customer- keeping aid! ’ 
a 

J 


MEW! cnunee Rock well-Barnes Company 
oe Specialists to the Stationer Since 1903 
ae 
SS 


A 


ROLLS, NS 
=~ 

2% in.—peckeged 6 | 
te « see-through beg. 35 EAST WACKER DRIVE © CHICAGO 1, ILLINOIS 
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“A chair is a chair?—that’s for the birds!” 






P70 Secretary's Tilting Posture Chair 


° @ 


sf 
Swivel Arr 


A chair, we used to say, is a chair. 

That was before we buckled down to the job of designing chairs in the same league with 
our desks. Then we learned there were lots of things we could do to make chairs fit people 
better. Not to mention looks... or strength. So, we came up with a line of chairs that are 
better in lots of little ways—that all add up to a big increase in value. You'll see why 


on the next page—why there is nothing finer than 


SOLUMBIA CHAIRS 


4/59 





These features make COLUMBIA chairs outstandin; 











Finest Upholstery Material—t) 
foam rubber, dust barrier 
finest curled hair and seleg 
cotton over coil springing 


Extra Steel Support across bottom 
of hair frame adds additional 
strength and rigidity 


Better Back and Arm Anglie— 
Chairbacks and arms are scien 
tifically designed for the greatest 
ymfort angle. Arms of most 
hairs are too steep in relation to 
angle of back 


Outward Curving Arm Supports 
give more sitting room—and more 
comfort. Your coat won't bind as 
you sit or catch when you get up 


eeeeeeeoeeaeseeaeoee eee eeeeeeaeaeee eee ee eee 6 eeeeeeeeeeeeeeeeeee eeeeeeoeoeeae eee ees 





eeeeeeeoeeoeee800800808080808080808888888088888808884SSE88S 
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Permanent Casters—Plate Oversize Scuff Plates—Protect Easy to Adjust, Clean—Mecha Larger Arm Rests in custom 
mounted casters can’t drop out base from marring. Stainless steel nisms are completely covered ors. High impact plastic (use 
Non-marking wheels are hooded stays bright despite hard wear You can raise or lower seats with artillery shell cases) won't stre 
for complete protection. Install! your fingertips. No greasy, dirt crack or chip 

new wheels for pennies without collecting exposed parts 

replacing casters. 





— — 
MS ‘ 





E 20 Executive Series—Swive!l Arm Chair J} 50 Junior Executive Series P71 Secretary Serie Fiexible Posture Cha 


DOZENS OF COLOR COMBINATIONS: 
12 Frame Colors; and 17 Naugahyde, 16 Gros Point, and 8 Top Grain Leather Colors 





E 30 Executive Series—Side Arn hair }60 Junior Executive Series 
Side Arm Chair 


COLUMBIA :- DESKS: CHAIRS: FURNITURE : FILES 
COLUMBIA-HALLOWELL Division 


SPS JENKINTOWN, PENNSYLVANIA * SPS WESTERN, SANTA ANA, € 


Form 2518 —259—50M 



































MERRIAM MEANS 
GREATER PROFITS! 


pays you more dollars of profit for every 
dollar invested in inventory 











To get a clear picture of where your profits come 
from, you multiply profit per item by the annual rate 
of turnover. 

And the answer you get is that Webster’s New Col- 
legiate Dictionary, a Merriam-Webster, is one of the 
most profitable items in your store. There’s nothing 
like it for turnover, nothing like it for dollars of profit! 
Fast turnover like this doesn’t just happen. The su- 
perior quality in Merriam-Webster is recognized by 
parents, students, and businessmen the 
world over. Webster’s New Collegiate is the only desk- 
size dictionary ever advertised regularly and contin- 
uously to the millions of readers of Life . . . as well 
as in Time, The New Yorker, Atlantic, Harper's, 
Saturday Review and other leading publications. 


, 
teachers, 


Dealers in all parts of the country have found that 
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they make more money from dictionaries when they 
concentrate on Merriam-Webster. And with today’s 
great emphasis on education, the profit potential from 
this year-round best seller is greater than ever! Why 
not build a mass display in your store now? 


G. & C. Merriam Company, Springfield 2, Mass. 


Gentlemen: Please send me copies of Webster's New Col- 
legiate (No. 9, indexed) and bill me @ $6.00 less trade discount. 


[_] Check here if you would also like a copy of the Merriam- 
Webster catalogue and discount schedule. 


Store Name 
Your Name siete 
Address 


City Zone State 











Wagon Wheel & 


Impetus for 


H-O-N sales 



































Ready To Board the bus from Chicago’s Midway Airport are 
H-O-N salesmen. The group found that objective was the 





@ Th Wagon Wheel it Rocktor Il] comfortable 
lodge in rustic Early American motif, was the scene of Wagon Wheel lodge at Rockton, III 
a workshop conducted by tl H-O-N ( of Muscatine 
Iowa, for its salesmen th week of March 2-5 
Flying in from such far-off points New York City 
and Houston, Tex., thos uttendin ixed the lodg | 
relaxation advantages with a strong potion of work 
Emphasis was placed on H-O-N’s introduction of new 
desk line, strengthening of tl partition selling and the 
maintenance of other business which put H-O-N’s figures 
for this past January 68.6% abovy January of 1958 
In the sales meetings, spearheaded by Bill Duval, ‘Mr: 
Dealer’ was the objectis the workshop delving into 
such subjects as “pre-call stimulant sales calls’, “ful L 


line selling’, “window display’ and “floor displays 
Present from H-O-N staff were Marvin White (th 
man with the bull whip), Bill Duval, John Van Lent, 
Jerry Bouland, Clem Hanson (representing the advertis 
ing agency), John Hahn, and Allen Messenger. 
Salesmen attending w Milton Stone and Sam New 
man of New York City, Bob Goss of Philadelphia, Bob 
Cleary of Chicago, Tony Christ of Detroit, Dick Honey- 
ager of Delavan, Wis., Bill Burt and Bob Marshall of 
Kansas City, Ernie Stewart of Dallas, Ray Howard of 
Houston and Joel Honigberg of J. D. Marshall, Inc., ex John J. Van Lent (left) and Clem Hanson hold a huge 
port, Chicago. blow-up of H-O-N advertisement which appeared in Febru- 


Gl 


TI 
meta 
step- 
any | 





Guests appearing on ¢ progra “ Ralph Kettler, sry issue of OFFICE APPLIANCES .. 
Carpenter Paper Co. bran inager of St. Paul; Deal : that 


Bob Fisher of Rockford: Dealer Ollie Stevens of Chi 
cago; Dick Norberg, pu: nt of National Lock 


(Turn to Page 190, Please) 


write 

- 
mech 
and | 
posit 

= | 
ible ( 
your 

= | 
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extra 

Ah 
clude 
no ai 
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Setting Up the new model H-O-N desk alesmen busy in fo 
Williem Duval (left), addresses the H-O-N workshop. Sut themselves on display project at Fisher's new stationery edge 
ject: co-operation with dealer tore in Rockford, Ill ated | 
tincti 


Glo 


easier 
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NEWS 








a 


BUILT-IN EFFICIENCY AND CONVENIENCE — 


GIVE CUSTOMERS MORE FOR THEIR “DESK-DOLLAR” 


The Globe-Wernicke Streamliner® 
metal desk now has more work saving, 
step-saving features than any other desk at 
any price. These G/W exclusives include: 

« Sec-Tray® stationery compartment, 
that places typist’s supplies by her type- 
writer. 

* Arc-Swing® typewriter platform 
mechanism, that allows typist to raise 
and lower her typewriter from a sitting 
position. 

# Desk Arm Slide with the built-in Vis- 
ble Card Record Tray, places “facts at 
your fingertips”. 

s Verti-Swing® hanging files hang di- 
rectly from sides of file drawer .. . no 
extra special frame or hardware needed. 

A host of other built-in sales features in- 
clude color-matched fiber glass legs—at 
no additional cost—(island bases 
available), interchangeable pedestals, full 
sound insulation, nylon box drawer glides, 
and progressive suspension slides for file 
drawers. Streamliner desks are available 
in four modern colors and with square 
edge or molded tops. Linoleum or lamin- 
ated plastic desk top materials in seven dis- 
tinctive colors give customers wide choice. 

Globe-Wernicke Streamliner desks are 
easier to sell because they offer your cus- 


also 


tomer “more for his desk dollar.” You can 
dramatically demonstrate how this ad- 
vanced desk will save him money through 
increased efficiency, allow more work to be 
done in less time, provide greater em- 
ployee comfort, make the best use of avail- 
able space, and provide for expansion or 
changing requirements. It can pay you— 
and pay you well—to sell the Globe- 
Wernicke Streamliner desk . . . the’ most 
advanced metal desk in America. 








G/W office line 
is profit producer 


As a G/W dealer, you can sell Stream- 
liner desks plus the entire line of famous 
Globe-Wernicke metal office equipment. 
This will give you the cost-cutting advan- 
tage of ordering all your business furni- 
ture, filing supplies, and accessories from 
one reputable source for consolidated pur- 
chasing, simplified inventory, and supe- 
rior service. Clip and mail the attached 
coupon now. Revitalize your business by 
becoming a G/W dealer. Remember, suc- 
cess depends on the strength of your line. 





— 











G/W fiber glass legs add style, tility to desk 


Smart, literally indestructible G/W 
steel-reinforced fiber glass legs are rapidly 
becoming the most popular supports. 
Their handsome appearance gives 
desk — and the office —a distinguished 
touch. Maintenance-free, G/W fiber glass 
legs will remain new looking for the life 
of the desk. The decorative colors (made 
to match desk finishes) are pigmented 
throughout the fiber glass for a perma- 
nent, chip-proof, scuff-proof finish. 


meee - > 





Fiber glass is impervious to cleaners, detergents, etc. 


G/W fiber glass legs are equipped with 
adjustable ale for adjusting desk height 
to meet individual requirements, or for 
leveling. And, if fiber glass legs are de- 
sired for a Streamliner desk already in 
use, the island bases can be replaced in the 
user’s office in a matter of minutes. 








The Globe-Wernicke Co. 
Dept. DO-4 
Cincinnati 12, Ohio 


Information on this page interests me. Please 
send me details on a Globe-Wernicke Dealership. 


Nome 





ON 


Address___. — 





City ‘ ’ * 


The only major improvement 
Tamilliatsmacledial-e 
in years and years! 





TRANSMISSION SUSPENSION : f oA 


by PEERLESS < 


Look closely at the full-load ball bearing pic- 


tured above top right . Look even more Best yet, the file drawer extends to more than 
closely at the cluster of ball bearings illustrated one full inch beyond the face of the cabinet. 
above (lower left). Be sure to ask for the new literature (Form 
That’s the new TRANSMISSION SUS- No. 143) that gives you all the facts about the 
PENSION by PEERLESS. In all, this brand only major improvement in filing cabinets in 
new suspension incorporates 14 ball bearings. years. 
The result, in terms of performance, is full, Progressive Suspension is only one of the 
progressive suspension ... smooth operation many new features of the completely new 5900 
every inch of the way . . . no drag on the last Series by Peerless. Write for complete details 
two or three inches. today. 


PEERLESS 


STEEL EQUIPMENT CO. 


6600 Hasbrook Ave., Philadelphia 11, Pa 
Our 25th Year NEW YORK CHICAGO HOUSTON LOS ANGELES 
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This magic “tape that disappears” 





>. U.S. PAT. OFF. 


SCOTCH BRAND 
re) No. 810 Magie 
. Mending Tape 


For permanent paper mending 


P.S. Let’s make a date next month to go selling. I'll show you how 
we can both build extra profits with the TAPE-OF-THE-MONTH! 


SCOTCH" is a registered trademark for pressure- NANG \ 
ensitive adhesive tapes of 3M Co., St. Paul 6, Minn. 
Export: 99 Pork Ave., New York 16. Canodo: London, 


RY-49. 3M Company, St. Paul 6, Minn. 


Who could refuse a lady—or refuse extra profit? Please rush me full details 


Wiinensetn (3M ) sii 
TUiinine ano os 








COMPANY 
anuracturineg company 
ADDRESS 
WHERE RESEARCH IS THE KEY TO TOMORROW 
CiTy ZONE STATE 
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industry Meetings 





Dynamic Wholesaling 
Is Convention Theme 


NEW YORK CITY 
“Dynamic Wholesaling’ was the theme of the Wholesal« 
Stationers Association's 43rd annual convention March 1-4 


at the Hotel New Yorker 


Following the Sunday registration and ‘‘get 
together” period, the show got off to a fast 
start businesswise on Monday morning. This 





began the first of a series of round-table dis 


cussions with wholesalers and manufacturers 
“ete nee ie ; ; M. H. Chute . . . addresses the office 
designed to study the operating and marketing 
supply round table as moderator 





problems which face both groups as well as their mutual 
customer, the dealer 


Secretary-Treasurer Donald S. Frey welcomed all on b ; " 
‘ J Stationery Co Rochester New York was oderator at 
half of the association tl et ar . 
mm , MS HNal division meeting 
The convention them: Dynami Wholesaling was ri products feat ' 
, , rw products featured at each ret round tal s 
forcefully conveyed to the group in the remarks of WSA eininse’ ‘dn dambickan vgr _ a ee Won 
" : , . Giscussed in conjunction with the following ast ts of s s 
president, M. H. Chute, Bainbridge, Kimpton & Haupt ' ale 
N York City. d sa ; listribution as it applies to this industry 
ew York City, during his opening statements ie 
i vin , , HOW BIG IS SMALL? What is the siz ot the small 
The following classifications wer overed in the Mon ; : lé 
: Order a manufacturer can aftord to handle direct from the 
day office supply round-table discussion: lead pencils, sta nae 
» : . acaic!l 
lers, filing supplies, inks and pastes, pens, loose-leaf sup ee . ae 
pl & supr a. -_ : SELLING WITHOUT PROMOTING?—What promo 
plies, bound books and products. This session was chew ‘ tt f 
tion efforts does the manufacturer expect from the full-tin 
moderated by M. H. Chute lilies . mine 
' ’ ¥ MOICSAIC 
The Monday school supply round-table discussion took ey " - mn 
} a DISTRIBUTING WITHOUT INCENTIVES?—What in 
in desk accessories, calendars and albums, social stationery 
centive does the manufacturer provide the wholesaler to 


products (fillers, tablets, steno 


is guided by William 


sundries, crayons, tape, pa} 


‘ stock, promote, and sell his produ 
books and composition books) and 


A TEAM WITHOUT A TEAMMATE?—Do manufa 


Boothby, Central Ohio Paper Co., Columbus, Ohio 
0 Ys , turers include wholesalers in initial planning of long rang 
The Tuesday morning offi supply round-table dis : : 
1 | st ps. leatl promotion, packaging changes, and so forth 
. ) rs lobes nd maps c ( ,00dS 
eS HOW IMPORTANT IS DISTRIBUTION?—Is 
marking devices and stenographic supplies. Presiding overt ’ yj ay 
vVnotesaier rea mportant to t manufacturer and } 
this group was Harold J. Seigle, Asso 1 Stationers Suj : 
5 : lanufacturer really concerned ith full utilization of tl 
ply Co., Chicago holesaler's facilities? 
. i? Sal ¢S aA cs 
‘ schere yh | ’aper ¢ Minneapo Minr 7 
mmpe Semeres, Joha Leslie Paj ” pens, Aaaae IS A FUNCTIONAL DISCOUNT EARNED?—| 
held forth at the school supply round table that day, dis nent - ie . 
Vnol i whoo STOCKS TOT of ind trav iS Sa2icsiy I 
cussing lead pencils, stay pl filir pplies, bou I ? 
books and games (Turn to page 94, Please) 
The last of the round tables \ held on Wednesday 
: ‘ Am 
morning with Daniel Shea, Adams, Cushing & Foster, In I 
Boston, Mass., in charge f the off supply round tabl 4 
The products discuss A 1€SK $s ies alen rs 
and albums, social statione: rayons, tape, paper products 
and metal products 
The school supply : table t suppl 
pencil sharpeners, globs Ips tl oods, marking 
devices and gifts. Louis Oelwang, § Book 





Howard Shoemaker . . . Eberhard Faber Pencil Co., and 
Herbert Hooks, Moore Push Pin Co., “‘take orders’ from 
left to right) Cort Horr, Associated Stationers Supply Co.; 
Emil Contreras, Joseph Dixon Crucible Co.: Richard Osur 





» Ta and Gordon Berry, Rochester Stationery C and Ralph 
Head Table Group . . . at o wholesalers’ luncheon Maish, Dennison Mfg. Co 
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New VICTOR 
Champion Line 99 


SELL THE LEADER AT UNHEARD OF LOW PRICES... COMPLETE 
LINE OF 18 FULLY-FEATURED ADDING MACHINES, INCLUDING 
9-COLUMN TOTAL, ELECTRIC AND HAND SUBTRACTORS 
















New design! « Large capacity! 
Automatic credit balance! 


Priced to win new customers: salesmen, 
homes, small business 


Now—only $119.00 buys a precision-built Victor Cham- 
pion with 9-column totaling capacity. Newly designed 
streamlined unbreakable case in modern sand color. tox 
Ten key or full-keyboard. Quiet fingertip control. 
Total-subtotal key. Other models as low as $99.00 with 
7-column totaling capacity. 







Now only Imagine—a Victor quality electric adding-subtracting 

machine with nine-column totaling capacity for only 

4 00 $203.00. Another with eight column totaling capacity 

as low as $171.00. Direct subtraction. Repeat Key for 

easy multiplication. Newly styled case in modern 

sandtone color. Ten key or full-keyboard. Hand 

plus operated subtractors also available as low as $129.00. 
tox 


Promote more sales with free selling aids 


Back up the dynamic new Champion line with attrac- 
tive 3-color decal for window or door. Full-line, 2-color 
folder imprinted with your name and address. News- 
paper ad mats. Three-color mobile—plus counter- 
window cards. 





EXCLUSIVE VICTOR 
ADD-N-MARK 

ark feature makes 

victor Champion a 

e-marking machine 3 

ss an adding machine 

azine intet- 








add-N-M 





VICTOR ADDING MACHINE CO. 

Champion Advertising Dept. 

Chicago 18, Illinois 

Send me complete information on the new Victor Champion adding 
machines and the Add-N-Mork price morker. 






shel mag a 
with paper roll! 
Only $20 plus tax. 


VICTOR 


ADDING MACHINE CO. 
Chicago 18, Illinois 





hanges 





seconds 














Nome 
Victor Adding Machine Co., (Canada), Ltd, Galt, Ont ; 
Monufacturers of Business Machines, Cash Firm 
Registers, Business and Industria! Systems, 
Electronic Equipment, Electri-Cars. Address 
City __Lone Stote 





aa a i es, 
bcm eeranananananananenasant 
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The Line is Busy! 


(And it’s not just casual customer preference that makes the full Oxford 
line of filing supplies both busy and profitable. There are solid reasons 
why customers specify the Oxford name when they buy . . . reasons like 
Quality, Completeness, Packaging. 


QUALITY that is known through performance and shown in every 
package; quality that a buyer associates with “the First Name in Filing.” 
COMPLETENESS that answers every filing need F 
folders, vertical guides, index cards, card guides, rol-labels, storage 
files, red fiber goods, and the famous PENDAFLEX® system of hanging, 
sliding folders. 1315 office supply items in all! 
PACKAGING that is designed to sell; fresh, attractive, and 
eye-catching. Many items display-packaged to stimulate im- 
pulse buying from shelves and counters. 


fe 


Add Oxford’s advertising and publicity—in publications 
like Bustness WEEK, Topay’s Secretary, Dun’s REVIEW 
and OrricE MANAGEMENT, to mention a few—and you 


see why the full line Oxford dealer is way ahead! 


Oxford Filing Supply Co., Inc. 
ey 9-4 Clinton Road, Garden City, L.I., N.Y. 
St. Louis + Chicago « Dallas 
Los Angeles - New York 






FIRST NAME 
IN FILING 
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‘ _ from Stanley s Bond Street 


WHEN 
HE 
WANTS 
HIS 
OFFICE 
TO 
REFLECT 
HIS 
SUCCESS. 
14015 

ory 
ro) lt a 

HIM 
STANLEY 
STYLING 
i 
on @ 











The older we grow, the more we know. This is not only 
true of people, but of companies, too. . . for a company 
is only as wise as the knowledge of its combined staff. 


For 60 years, PANAMA-BEAVER has matured 
steadily in its program to provide an “easier 
office-worker life.” Since 1896, the company has 
learned to anticipate the needs of the commercial world 
before they arose. Among the first to recognize the 
important role of Vision-Engineered products, 
PANAMA-BEAVER’s research department developed 
the easy-on-the-eyes Hypoint colored carbon papers 
plus Lustra Colorful Inked Typewriter Ribbons— 
especially created to harmonize with all paper stocks and 
letterheads. Another achievement—the Eyesaver, Parma 
Pearl and the NEW Ebony Unimasters (for spirit 
duplicating) with tinted jackets to avoid glare, relax the 
eyes, relieve harsh contrast and permit faster work. 


Exciting things have already been charted for 
PANAMA-BEAVER’s next 60 years . . . as you will 
find out when you call your PANAMA-BEAVER 
man, “always a live wire!” 


PANAMA-BEAVER 
(Anite 


Coast to Coast Distribution 

Since 1896— "The LINE that can't be matched." 
MANIFOLD SUPPLIES CO. 

188 Third Ave., Brooklyn 17, N. Y. 


ALWAYS SEND A “‘TIMESAVER" 
COURTESY CARBON COPY 
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WSA Convention 





Continued from Page 90 


selling the manufacturer's products achieving a “‘distribu- 
tion cost saving” for the manufacturer, and if so, how much 


WHAT IS YOUR SALES POLICY ?—Are manufacturers 
willing to state publicly their marketing policies and their 
definition of wholesalers? Will they refer dealers to their 
chosen wholesalers? Will the manufacturer's salesmen and 
representatives co-operate with the wholesaler 

Charles Mortensen, general manager of NSOEA, was the 
convention's guest speaker at the Tuesday luncheon which 
drew a crowd of 130. Mr. Mortensen told the £Zroup, “What 
the Retailer Expects from the Wholesaler 

M. H. Chute, Bainbridge, Kimpton & Haupt, New York 
was elected chairman of the board. The new president is 
William Boothby, Central Ohio Paper Co., Columbus 
Ohio. Ralph Moser, Carpenter Paper Co., Omaha, Nebr 
was named first vice-president and Roy Kerr, Kerr Paper 
Co., Amarillo, Tex., second vice-president. Re-elected sec- 
retary-treasurer and legal counsel was Donald §S. Frey. 

More than 200 turned out at the banquet, which was 
toastmastered by Charles Lofgren, Sanford Ink Co. WSA's 
new president, William Boothby, was introduced at the 
affair and delivered a short talk 

rhe crowning event of the evening was two presentations 
made to outgoing president, M. H. Chute. The first was a 
lovely watch, a gift of the association in appreciation of 
the work rendered the association by Mr. Chute. His second 
offering was made to him by Mrs. Donald Frey and his 
son, Morton Chute, Jr., in commemoration of his having 
just become a grandpop. The gift included a rubber doll 
and a diaper pin corsage which was pinned to his jacket 
by son and new father, Mort, Jr 


Certainly a major contribution to the success of the con- 


vention was the three days of manufacturers’ exhibits which 
took up two floors at the Hotel New Yorker. Many new 
products were displayed for the first time and were well 
received by close to 300 wholesalers from the United States 
and Canada who had registered for the convention 

Mr. Frey appraised the convention as being one of the 
ost successful ever held by the WSA. He offered special 
vords ot appreciation to the operating committee who had 
managed the mechanics of th onvention, luncheons, ban 
quet and business sessions. They are Howard Shoemaker, 


Eberhard Faber Pencil Co Herbert Hooks, Moore Push 
Pin Co.: John Fiske, All-Rite Pen Co., and Wallace Fisher, 
OFrFIce APPLIANCES 


WSA CONVENTION NOTES 


Proud grandpop, M. H. Chute, Bainbrid Kimpton & 
Haupt, New York, boasted more about the recent arrival 
f Catherine Ann on February than did the lucky father 
Mort Chute, Jr. Both were in attendan it the conven 
t Not many new parents we know can boast of 
bringing home an 18-pound and 4-ounce baby and already 
in its 6th month. Well, the Gilmartins, Jim and Betty Lou, 
(he’s with Higgin’s Ink) did just that on February 27 when 
Matthew Joseph Gilmartin, complete with a full head of 
blond hair and blue eyes, was brought hx lo disbelievers 
at the convention Jim was armed with a full set of pictures 
Oh, yes, and the adoption papers, too The convention 
John H. Conway, Loris Short & Harmon, Port 

land, Me.; and F. J. Goette, Schwabacher-Frey Co., San 
Francisco. Both were absent 1¢ to recent deaths within 
espective firms. At Loring, Short & Harmon it was 

he passing away of Edgar Berry, while at Schwabacher-Frey 
it was J. Schwabacher who died Mr. & Mrs. Martin 
Adler, Plymouth Rubber Co., became grandparents on Jan 
19. Cindy Ellen Berk is the little one’s name, born to 

Mr. & Mrs. Robert Berk. Ben Levy, Majestic Stationery 


Co., Philadelphia, showed OA the press clipping announcing 
Majestic’s move to the entire floor—37,500 ft. in new quar 


ters. Moving was set for Apri 
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Modern in concept—yet forever new. Here is 
a Neoclassic presentation of Wood Office 
Furniture by Alma, a gentle reminder of the 


Masterpieces of the past. 


The warm blending of Cherry and Walnut 
woods, the floating lines and subtle contours 


create a natural setting of businesslike efficiency. 


Sl a ee ee ee ee | 
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Ask for catalog illustrating the Director Series. 
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DESK COMPANY 





59 HIGH POINT, NORTH CAROLINA 








The answer to a Dealer’s prayer 
for sales ...and Extra Profit... 
the Great New ‘‘Space Saver”’ 





SCOT- WALLS | 
Office Partitions 





The Winner . . . Otto Dieterich (left) is congratulated by 
runner-up, Harold Maurer, at Golden State Travelers sales 


rally 





Dieterich Honored as 
‘Salesman of the Year’ 


LOS ANGELES 





Ch ighth annual sales rally was staged January 21 by 
Golden State Travelers in the Pacihc Room of the Hotel 

Statler, Los Angeles. ‘Let's Professionalize Our Selling,”” was 

tl theme of the rally and over 500 people attended from all 


yrners of California, Arizona, Nevada, and New Mexico 

Bob Lauterjung, general chairman of the event, opened the 
rogram with a greeting to all present 

Following the fine roast beef dinner, served in Statler 
style, Roy Baughman led the entire group in a few well 
known and loved songs 

Charles M. Mortensen, general manager, NSOEA, Wash- 
ington, D.C whose subject It Aint Necessarily So,” was 
the first speaker on the progran He gav a resume of sales 


e increases, past, present, and potential, the necessary 


haracteristics needed to succeed in the industry, and the aids 
ivailable for that success. Mr. Mortensen led directly to the 
ason for this sales rally, the presentation of awards to the 
10 top salesmen of the year and “The Top Salesman.” He 
introduced the Salesman of tl Year contest committee, 





who were General Chairman Al Baugher, Ed Caldwell, Stan 
Bretton, Stan Ross, Tom Olson, Harold Bass, Patrick O’Con- 
For “Quality Plus” features with Econ- nor, and Bob Gans. 


A spectacular innovation was employed this year in the 


ry . d 
omy “ae SCOT-W ALLS a a 23 The only method of presenting the Dealer Salesman to the audience 


low priced Office Partition so advanced Seat d in front of the speaker's table at another long table 

which was beautifully decorated, were the 10 dealer sales- 

— with double wall Heavy Gauge men, and the four men who were to make the awards. At a 

a ’ F given signal, the speaker's table, was lowered to floor level 

Steel construction. Versatile .. . Func- leaving the Salesmen of the Year table standing high above 
tional Free Standing . . . Available in ihe emeayeies 

: : Mr. Baugher then introduced the following past winners 

2 heights: 54” and 68”. Choice of stand- Bill Garvai (Southern California Stationers), first dealer 

d I salesman to receive an award from GST; Edward Thor 

ard colors... green, tan, grey. (Atlas Stationers), and Bob Gans (Cornell's Stationers) 

‘ Pat O'Connor, while not a past winner of an award, was 

Write today for descriptive literature and low prices. introduced and assisted these men in presenting the awards 


to the new winners 
The top dealer salesman this year was Otto F. Dieterich 
of Grimes Stassforth Stationery Co., Los Angeles. Mr 
Dieterich was presented the large trophy, a check for $250 
OCO7-WALLE ind as it happened, was door prize winner also, so received 
OFFICE PARTITIONS 1 round trip ticket via Western Air Lines to Las Vegas, with 


Oivision ° 


See Hemisphere ad on opposite page 


ill other expenses paid for the Regional Convention to be 


HEMISPHERE STEEL PRODUCTS CORP. held in May 


263 Kent Avenue, Brooklyn Tl, N. Y¥. Smaller oscars were awarded to Harold Maurer (Industrial 
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BIG NEW PROFITS 


plu = Most —a 
oo ost Complete Line o 


e MARKING DEVICES 
e OFFICE PRODUCTS 
e RUBBER STAMPS 


you ever sold! 














The More You Buy, the More You Save 
and Make on B & M unique Preferred Dis- 
count Volume Plan. You can earn Extra 
discounts based on quantity orders and total 
dollar volume. All this in addition to the 
time and money savings of a dependable 
one-stop shopping source. 


Nationally 
Advertised= 
top Quality Line 


assure you of full customer satis- 
faction and repeat business on 
fast-selling Faymus and Bami 
office supplies and accessories: 


* INKS 
* ADHESIVES 


Gg *& STAPLERS 
” * STOCK STAMPS \ 8 





+ MARKING PENS 
¢ * CARBON PAPER 
% RUBBER BANDS 


* NUMBERING MACHINES 
sl * TYPEWRITER RIBBONS = 
and many other items 
Write today for your BRAND NEW CATALOG NO. 90 


Faymva DIV. 


BANKERS & MERCHANTS, INC. 





3229 N. SHEFFIELD AVE. @ CHICAGO 13, ILL 
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Port- a-Wall 
OFFICE PARTITIONS 


... the answer to 
modern office needs. 
Functional beauty 
with utility 
and economy. 


Complete individuality of 
space arrangement. Offer the 
quality Port-a-Wall line that 
is preferred. 


@ FLEXIBLE... to meet growing needs. 
@ 5 STANDARD HEIGHTS AVAILABLE. 
@ MODERN ... creating harmonious functional beauty. 


@ EASY INSTALLATION .. . no special tool or skills 
required, Assembly is quick and easy . . . will not 
interfere with lighting, heat, or air conditicning. 


@ DURABLE... . Double Wall Steel Heavy Gauge. . . 
insulated construction . . . simple to arrange . . 
FREE STANDING. 


Write today for descriptive literature and low prices. 


See Hemisphere ad on opposite page 


t) 
Port-a-Wall 
OFFICE PARTITIONS 


Division of 


HEMISPHERE STEEL PRODUCTS CORP. 
263 Kent Avenue, Brooklyn 11, N. Y. 


97 








New! 


Relaxing 





Massage 








in the 
President's 


(Shair 








~, 
iN 


Quality 

rotary motor 

creates gentle 
massage. 


Finger-tip 
control turns 
on and selects 
degree of 
massage. 







Harter Model! 65 
f Executive Posture Chair. 


J %! 


EXCITING! PROFITABLE! Here’s another first for 


Harter dealers—true Swedish massage in a top executive chair. 






decisions . . . deadlines have your prospect all 


If tensions... 
tied up in knots .. . have him lean back in a Harter 65, select the 
massage action he prefers and relax. Cool, extra-deep, molded 
foam rubber cushions in seat, back and arms transmit the correct 
cycloid massage gently. The bigger his job, the more your pros- 
pect will appreciate this chair. 

With the massage turned on or off, you have the finest of ex- 
ecutive posture chairs. The Tempo base and Spin-Easy adjust 
ment are added new features. 

Your Harter man will tell you about the promotion package 
on this chair. It means extra and profitable sales for you. 








| ryt inl 
| - 
Rd |) 4s 


iy Y 





Lithe, Trim 


Extra-deep, Molded Spin-Easy Chair 
Tempo Base 


Foam Rubber Cushions Height Control 











POSTURE 
CHAIRS 


tt [nl ARATE RR 











HARTER CORPORATION, 425 PRAIRIE, STURGIS, MICH. 
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Stationers & Printers, Huntington Park); Marvin Hudson 
(Bayless Stationers, Los Angeles); Bryant Fahrney (Atlas 
Stationers, Los Angeles); Jack Satariano (Eastman Office 
Supply, Long Beach); O. A. Vanniman (Tiernan’s Office : 
Supply Pomona) Doug St. Dennis (Westwood Office Sup- 
ply, West Los Angeles); Glen Harris (Alexander's Station- 
ers, Hollywood); Larry Eskew (Wilkes Stationers, Phoenix) 
Ivan Bullock (Clark's Office Supply, Phoenix). Each man 


a short congratulatory 





presenting an award to a winner mad 
speech and asked that those present from the winner's store 


rise and be introduced 





receives award as “Salesman of the 
f Cornell's, 


Otto Dieterich 
Year” from last year’s winner, Bob Gans (right 
Chula Vista, Colif 


After the presentations were concluded the audience en 
joyed a hne speech given by Rene Dussag, associate manager 
of Prudential Insurance Company, on “What Is A Profes- 


sional Salesman? 


Mr. Lauterjung presented a plaque to last ar's sales 





rally notables Walter Waldvogel, president Dick 
Kirpatrick, general chairman of Sales Rally, and Ralph 
Maneval, chairman for the Salesman of the Year contest 
awara 


Marnay-Rockaway Publishes House Organ 


The Marnay sales division of t Rockaway Metal Prod 
ucts Corp.,. New York City, began publicati earlier this 
year of a newsletter for all of its dealers. Titl Partitioner 
Pipelin the organ is design to keep lealers in 

the company’s latest pments of office parti- 
policies 


New Alvin Facilities at Windsor, Conn... . 





Alvin & Co., Windsor, Conn., recently opened this new 
10,000 sq. ft. building to supplement the bulk warehouse 
which served as the company heaodquorter nm the past 
The new structure provides up-to-date packing and shipping 
facilities for this progressive importer, distributor and manu- 
facturer of drawing and droftir i materials 


truments 
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Now for the first time ever a 
portable electric collator at a 
price within the reach of all your 
customers... actually half the 
price of anything on the market. 

Here is truly a unique oppor- 
tunity for you to cash-in on the 
vast untapped collating market 
with a product that’s functionally 
perfect, fully electric, portable, 
and extremely simple to operate. 
A flip of the switch and the tire- 
some time-consuming task of 
gathering pages into sets becomes 
an efficient, effortless job. This 
new Thomas has the capacity to 
handle 8%” x 11” sheets of most 
tissue, onionskin, one-time car- 


Yes, I'm interested 
__] Send me more information 


Send me o demonstrator and invoice me for $95.50 


NAME 


Provides an entirely new profit opportunity 
for you in office equipment sales. . . 


bon, bond, mimeo and even 
%” cardboard. 

This product is made by 
Thomas Collators Inc. the lead- 
ing manufacturer in the field 
and backed by national advertis- 
ing and publicity in over 100 
magazines. 

Retails for $149.50. Your price 
$95.50. Result, a nice profit of 
$54.00 on every sale. (Even better, 
if you order in lots of three—your 
price $90.00 each). Act now and 
be the first in your area to handle 
this new exciting money maker. 


THOMAS COLLATORS INC, 


Thomas Collators Inc., Dept. C, 50 Church St., New York, N.Y. 





COMPANY 





ADDRESS 





ts New! a portable electric collator 


for only 








NOW Pocket BIG Profits on thi 





‘29: Ball PenThat— 
Wrote Steadily 
For Over 6 Miles , 


«ss without smudging! without smearing! 
without biotting or clogging! 


Fast-selling Sensation of the Industry! 
General’s New SEMI-HEX BALL PEN — the 
money-saving 29¢ Pen that outwrites, out- 2 
performs most $2 ball pens on the market! 
Tests conducted by The New York Testing | @ 
Laboratories prove that GENERAL’s New 4 
SEMI-HEX BALL PEN writes smoother, 
longer, brighter than pens costing 10 times 

the price! 

@ Backed by Giant Saturation Advertising 

Aimed at Selling The Big Quantity Buyer! 


[o) 
i2 
'& 
| 
® Self-Selling Counter Displays! be 
= 
Q 
* 
wy 
= 


“PPP Pen 


© Biggest quantity discounts immediately 
upon receipt of your FIRST order! 


HOTTEST RE-ORDER ITEM IN YEARS! 


SEMI-HEX feels light, slim, comfortable RB 
& 





—like a pencil—yet writes with the steady, 


ia brilliant, fine, even line of the most expen- 
le sive pens. The secret is a precision-engi- 
x neered ball that lets ink flow smoothly, 
& evenly—without blotting, smearing, clog- 
i. ging, leaking! And — it’s available with 








an eraser—at no extra cost! 

Comes complete with replaceable, long- 
lasting cartridges of quick-drying, bank- 
ers approved ink in your choice of 4 
vivid, non-smear, non-transferable col- 
ors: Red, Green, Blue, Reproducing 
Black. 

Superthin points available for Secre- 

taries, Bookkeepers, Accountants! Ink 

approved for legal writing! 
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SPECIAL LIMITED TIME OFFER 
If you will send us a list of your customers, we will be happy 
to send them FREE General SEMI-HEX BALL PENS in your 
name! Once they use the SEMI-HEX PENS and see how they 
perform —ORDERS AND RE-ORDERS WILL SNOW YOU 
UNDER! Act. now—send your list—this offer is limited! 
STOCK UP NOW—and send today for General's new Catalog 
showing our full line of fine quality products for office, school 
and studio. 


ENERAL 


PENCIL COMPANY 


69 FLEET STREET JERSEY CITY 6. N. J. 


100 


7) 









The Purpose 
of Display 


Continued from page 27 


vital liaison betw 


ufacturing industries, thus providing 
industry and public 

It teaches the customer how to obtain the maximum return 
from his spending money by purchasing goods, yielding the 


greatest benefit, comfort and suitability 
It serves and helps the customer by giving him free advice 

of subjects—it becomes the scene wher: 
merchant and customer meet 

show window to be his 


on a vast variety 
ommon interests of 
The consumer today expects the 
practical adviser. Goods don't speak 
must explain the purpose, assets and 
exhibited merchandise and_ thereby 
imagination. The average customer will stud 
displays before deciding on the purchase of an article he vis 
ualizes only vaguely 
[he prospective customer look 
rade of merchandise. Window shopping helps to 


for themselves. Display 
characteristic details of 
arouse the customer s 


ad good man 


s on show windows as 


crySstaliize 


his desires into concrete shape. Obviously, an attractive displa 
of merchandise will favorably affect the window-shopper's 

decision 
Display is directed wholly toward th ustomer I he 
nerchandise can be made 


window furnishes a stage on which 
to appear to its fullest advantage. The 
the product itself and thereby differs from other means 


publicity which merely illustrat 


window demonstrates 


and describe, often in exag 


gerated superlatives 
Che efficiency of a display 
it has helped to attain. Display insures immediate 


s dged by the sales figures 


results 


the form of sales 

In closing I would like to emphasize GOOD DISPLAY 
CONSTITUTES EYE APPEAI 

EYE APPEAL is the attractive appearance of a displa 
window that leads the customer into the store with intent 

EY! {1PPEAL is achieved by the caref ise of co 


cleanliness, bright new handise, informative signs 


Dalanc 
and most of all, price ticket Price everything! Ever 
it should carry a price ticket. You will get more sales if 


the merchandise shown 


vindow shopper knows that 
vithin his or her budget 

REMEMBER EYE APPEAL, MEANS BUY APPEAI 

MERCHANDISE PROPERLY DISPLAYED IS HALF SOLI 


Chicago Furniture Men Consider 
‘Office in the Home’’ Market 


Chicagoland Chapter of the National Office I 
Association, meeting at tl Covenant (¢ Chicage 
February 26, considered subject I Office in ¢ 
Hon his program topic was logical because the chapt 

ready taken on sponsorship of a “Home Offic 
play the Home and | r Show, s luled for 
Navy Pier, Chicago, March 7 t 5 

Details concerning the “H Ofti <hibit were { 

sented by Mel Liss, Polk Brothers, Chicago, publicity dir 

local chapter. Mr. Liss urg participation 

the promotion, assuring that co-operation we 
in pay off in terms of profitable business 

Robert Spelman, executi t w Oo i 

Institute, was introdt ld gave a nging ad 

arket potentials of T} On the Ho 

Quoting liberally from an arti n the subject in the Feb: 
issue Of OFFICE APPLIANCES Mr. Spelman said that he thoug 
imate given of 15 ) prospects onservat 

He referred to a number s successtu 

the “hom« market. Their nt, 1 
resulted trom strong ti ti s str 
sales arguments as tax deducti t. symi 


tatus, and wife happy 
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REND [INE by 


new concept... 





new cCharacter...new comfort 
the all-new modern stee/ office chair 


CATALOG No. M-106 














ADVANCED REND {/NE SECTIONAL DESIGN 


oe 





Here is versatility unlimited. And what's more— 
no mechanics’ license or tools required to arrange 
and re-arrange groupings of these chairs. Each 
unit stands firmly on its own four legs and is 
designed to fit flush against its companion pieces. 
Now you can arrange your seating to fit your 
particular needs and re-arrange whenever the 
circumstances require. The swept-back design 
eliminates the possibility of the chair-back 
scuffing adjacent walls. 


PLASTIC TOP TABLES 


trated above). 











Square steel tubular legs with stainless steel glides. Burn} 
hip and mar resistant % inch thick plastic tops. (Illus. 


M-1200 ARM CHAIR No. MT-2424 Corner Table 24 x 24 x 21 inches high 
Height of Back 14 inches No. MT-1624 End Table 16 x 24 x 21 inches high 
Depth of Seat 19% inches No. MT-1945 Magazine Table 19 x 45 x 16 inches high 
Width between Arms 20 inches 


Code Word—HERO 





M-1200 R ARM ON RIGHT M-1200 C CENTER UNIT M-1200 L ARM ON 
Height of Back 14 inches Height of Back 14 inches Height of Back 14 
Depth of Seat 19% inches Depth of Seat 19% inches Depth of Seat 
Width of Seat 19% inches Width of Seat 19% inches Width of Seat § 

Code Word—HIGH Code Word—HIRE Code Word—HILL 


Distributed by MILWAUKEE METAL FURNITURE COMPANY (Not Inc.) 
101 North Campbell Avenue, Chicago 12, Illinois 


M-106 Copyright 1958, 
Metal Furniture Co. (Not Inc.) 
Printed In U.S.A. 
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AT LAST 2 typewriter ribbon with the economy of cotton...the strength and 
resistance to wear of nylon... the sharp writing characteristics of finest silk... the 
printing press impressions of carbon ribbons. 


Inked with a special new formula developed in our own laboratory especially for 
this new wonder-fabric. 


SO THIN — you can wind up to 24 yards on any standard spool. 
SO STRONG — it will wear better than any fabric with comparable sharpness. 


Write on your letterhead for sample ribbon. 


KXTILE 59 


ANOTHER GREAT WRITING PRODUCT FROM CURTIS-YOUNG 










CURTIS-YOUNG CORPORATION 
110 West 18th Street, New York 11, New York « ORegon 5-3636 ae 
U.S. CARBON & RIBBON MANUFACTURING CO., INC. 


621 Cherry Street, Philadelphia 6, Pa. * WAlnut 2-1416 
a ee 


SINCE 1895 DUPLICATING PRODUCTS THAT REFLECT YOUR GOOD JUDGEMENT CURTIS-YOUNG 
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‘Seat. ae . 2 ee : 
Newest Sales-Slant 
for Biggest, Quickest Eraser Sales 


CONTROLLED 
-= §PEED= 
» — ERASING 






A lert dealers are multiplying profits, turnover and vol- 

ume by selling the idea of control and speed in qual- 
ity erasing! Tie-in this refreshing, modern sales-slant with 
every sale you make in ribbons and 
carbons, and with the mushrooming 


use of modern writing machines! 


q NO. 3650 GRAYPOINT WHISK 


Hexagonal, wood-case eraser with 
quality gray rubber core, fits 
comfortably in the hand. Attached 
brush whisks away eraser crumbs. 
Won't roll off desks. Easily re- 
pointed in any pencil sharpener 
or with a knife. 


NO. 365 GRAYPOINT > 


Same eraser as No. 3650 
GRAYPOINT but without brush. 


q NO. 378 GRAYPOINT 


This paper wrapped eraser with 
the pull string for easy repoint- 
ing can be repointed right at the 
desk. Same quality gray rubber 
core as No. 3650 GRAYPOINT. 


MODERN GRAYPOINT ERASERS 
Easy-to-hold, easy-to-point 
“balanced”, pencil-like styles 


7 ee er ee eeeene 









RP OW we 


WELDON ROBERTS 
RUBBER CO. 
365 Sixth Ave., 
Newark 7, N. J. 
World's Foremost 
Eraser Specialists 
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~ } | Appointments___— 
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Cal Long Represents Bentson 


Cal Long, manufacturers’ representa 
tive well known throughout the Fifth 
District NSOEA, has been appointed 
representative in that area for Bent- 
son Manufacturing Co. The Bentson 
firm has been producing steel files 
and cabinets for many years and more 
recently steel desks. Mr. Long has 
been activ in the Fifth District 
Travelers Club and has participated 
regularly in association gatherings 
both local and national. He is well 
informed on steel equipment mer- 





chandising. His home is located at 
6891 Michael Drive, Cincinnati 


ABS Appoints New York District Manager 


A. M. Bodenweiser has been ap 
pointed district manager in the Met 
ropolitan New York area for Ameri- 
can Business Systems, Inc., according 
to an announcement from the frm 
which makes business forms and 
tabulating cards. “Bodie” comes to 
New York from the company’s 
Newark office where he was assistant 
sales manager. The company’s New 





York headquarters are located at 2 
W. 47th St. 


Callachan Heads Smith Metal Arts Sales 





Joseph C. Callachan has been named 


vice-president in charge of sales of 
Smith Metal Arts Co., In John F 
Reid having resigned. Mr. Callachan 


has been representing Smith Metal 
Arts in the New York City area for 
more than nine years and brings to 


the company a comprehensive under 


standing of the sales pre blems of ou! 
various areas of operation. While as 
suming tl direction of sales for 


Smith Metal Arts, he will still be 
active in the New York City and New 
England area 


Watsen Appoints New Representative 


Scott H. Waters has been appointed 
by the Watson Manufacturing Co 
Inc., to handle the products of the 
Metal Furniture Division in _ the 
Pacific northwest territory. In add 
tion to special contact work for bank 
and courthouses, Waters will assist 
lealers in Washington, Oregon, Idaho 
and Montana in promoting the sale ot 
stock filing cabinets. His address is 
1633 N.W. 21st St., Portland 9, Ore 
His phone is MItchell 4-730 





N.F.C. Names New Representatives 


N.F.C. Engineering Co. has appointed four new repre 
sentatives for its Thermo-Serv line of insulated ware. They 
are Kurkland, Zager & Assoc., for the state of Florida; H 
Lowry & Assoc., for Arizona and New Mexico; Deck Johns- 
ton Co., for Kansas and Missouri; and Joseph Parker & 
Ass for Tennessee and Alabama 
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Across America, Cole Steel Equipment has 





and thousandsof distinguished professiona 


tional design; Cole Stee] furniture increase 


dignity to your office. Dollar for dollar 
‘Send for our latest catalog steel furniture. Create a “new look” for 


Cole Steel Equipment Co., Inc. - 415 Madison Ave.. New York 17, N.Y. - Canada: 329 Dufferin St, Toronto, Ont 
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Fun-filled Las Vegas 
Awaits 14th Regional 


Fun filled Las Vegas will be the site of the 1959 conven 
tion of the 14th District NSOEA, it was announced by Carl 





Grimes, Jr., district governor. The convention will be held 
on May 17, 18 and 19 and ctivities will be centered at the 
Desert Inn and the Stardust Hotel 

NSOEA members and friends from all states and terri 
tories are cordially invited to ‘Frolic with the Fortunate 
14th’, reported District Governor Grimes. He pointed out 
that the convention committee has planned a well-balanced 
program that will combine interesting and informative busi 
mess sessions with plenty of recreational activities 

Featured speakers at the business sessions will be General 
Bob Scott, author of “God Is My Co-Pilot’, and Rex Bell, 
lieutenant governor of Nevada 

Among the leisure-time activities planned for the 14th 
District convention are a golf tournament on Sunday, May alten |. - die ae Eile Ctetsiet eatin 
17; a cocktail party given by the Golden State Travelers, 


Monday, May 18; and a private showing of the Lido of 
Paris Review, from Paris, France, on May 19. The ladies 
program will include professional gambling instruction 


“We are looking forward to a big turnout for this conven- Three industry Salesmen Given 


tion, and we suggest that reservations be made as early as Distinguished Sales Awards 
possible,” commented Grimes. Full information may be 
obtained by writing Carl Grimes, Jr.. NSOEA Fourteenth SAN ANTONIO, TEXAS 
Regional Convention, c/o Grimes-Stassforth Co., 737 § Three of the 15 salesmen presented with distinguished 
Spring St., Los Angeles, Calif salesmen awards at the annual awards dinner of the San 
Antonio Executives Club were from the office equipment 
industry 
° : The three honored were David E. Buck and Stanley W. 
New Manager at Texas Office Furniture Kohlenberg, with Maverick-Clarke, and Henry E. Taubert, 
DALLAS with the local branch office of the National Cash Register 
William Chenault has been appointed store manager for Co. This was the second time in a row that Kohlenberg was 
the Texas Office Furniture Ce so honored 





STOP-STEPS 4 


WOULD YOU PUTA eae 
SIZE 12 SECRETARY @ Replaceable Seat 


and Back Covers 
INA SIZE 9 DRESS? Moles Foon 
Latex Cushions 
@ Lifetime Spindle 
Of course, not! So why sell and Bearing 
a misfit chair for office @ One-Piece Cast 
Aluminum Base 


misses? You'll never have 





a complaint—or a service 


call when you sell a Safety Ladders Availabl 


with One to Eight Steps 
Slo. 2 WS ta 
KIK-STEP 


oe 


Cramer Secretarial Pos- 
ture Chair. But you WILL 
get repeat orders. 





Cramer Chairs adjust to 
the individual with simple 
finger-tip controls. Perfect 
seat height and depth, 
proper backrest position 
will fit and sit her right. 
And you'll have a satisfied 
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New Safety Step Stool Rolls When 






customer year after year, 
when the office staff is 
“Backed by the Best.” ' Model A-22 











You Kick It— Holds When You ee 


Bh oS 5 Ra Ce aS. 





Write for Complete Details 





POSTURE CHAIR COMPANY, INC. 
625 ADAMS STREET + DEPT. OA-4+ KANSAS CITY, KANSAS 
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FIRE & BURGLAR PROOF 
SAFES 











s SCHWAB Product Chain 











Sell the Complete Schwab Line. Enjoy 
the benefits of SCHWAB “‘Chain Reaction” 


There are no missing links in the Schwab line. It is complete. It is carefully designed 

and well suited to the rigid requirements of today's hazards. It offers the maximum 
. protection against FIRE and THEFT. Yes . . when you offer SCHWAB PROTECTION 
to your community, you're selling the best. 
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FORTIFIED FILES 


























Write for Literature 


SCHWAB 


SAFE COMPANY 
LAFAYETTE, INDIANA 
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YOU 
WOULDN'T 
SET AN 
EXPENSIVE 
MACHINE 
ON | 
TOOTHPICKS: qo uw 


But hundreds of your customers do . . . because they don’t 
know about Cramer “Guardian” Office Machine Stands 
















THREE PASSENGER SETTEE HI-MODEL POSTURE CHAIR 
Old-fashioned office machine stands are just about as un- 
stable as four spindly toothpicks . . . and you can pick up 
new sales before your customers pick up a ruined machine 
from the floor. 

Cramer Office Machine Stands are sturdy steel. Safety 
domes are edged with plastic rings that “freeze” to the floor. 
Built-in fingertip levers control casters and side leaves. Tell 
your customers their machines deserve to be “Backed by the 
Best.” There’s a Cramer stand for every office machine. 








2 ec.—S6602 1 eo.—S6611 








Write for Complete Details 








POSTURE CHAIR COMPANY, INC. 


625 ADAMS STREET «+ DEPT. * KANSAS CITY, KANSAS 


Drafting Stool 4D-22-TC 
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Ask Your Salesmen 
to try this 
just ONE WEEK a month . one “ 


SORTERS FOR 
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Vien on the Move 
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Advanced Styling 


disunctive design incorporates all of the 

g comfort of a “contour” chair with the quiet 
ind atmosphere of th modern, ethcient ofhce 

i the exposed wood is Solid Walnut finished in 
natural tone Upholstery combinations of 
rain leather or Elastic Naugahyde with Gros 
I rilok fabrics are available in a wide range 
Metal trim its furnished in either brass of 


hinish 





No. 6610 


SXECUTiIVE 
SWIVEL CHAIR 


Your special attention is called to the 
exiva thick (over 214"), reversible toam 
rubber cushion which sits on a ! loam 
rubber pad over a deck of rubber webbing 
The inside back and all surfaces of the 
arms wherever the occupants beds 


touches the chair the upholstering 


Mo. BOI! 
ARM CHAIF 





material is tailored over toam rubbe 
Here is loam rubber seating comlort at ut 


long-lasting best! 


Note, too, the design detail in the solid 


metal scuff plates and ferrule 





r ’ 

! ! 

_ 

: series 

| : 

: | BOLING CHAIR COMPANY 
: W | SILER CITY, NORTH CAROLINA 
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HOW TO HELP YOUR CUSTOMERS BUY FROM YOU 








“May | see how you 
sort for filing?” 


Ask Your Salesmen 
to try this 
just ONE WEEK a month 


If for just one week a month your outside 
salesmen asked that question on every 
call they made, a lot of customers would 
invite them right into their file depart- 
ments. Once inside they'd see some good, 
some bad, some indifferent sorting opera- 
tions . .. and pick up some leads which 
could develop into profitable Kohlhaas 
Sorter sales for you. 


You know that a Kohlhaas sorter is just 
a means to an end... to prepare material 
for filing by getting it into alphabetical or 
numerical order . . . but often your cus- 
tomer doesn't. You can do him a favor by 
showing him how a Kohlhaas sorter can 
speed up his preparation for filing, which 
is really the biggest part of the filing job 
He can select the sorters best suited to 
his purposes from the 11 numerical and 
50 alphabetical kinds which are illus 
trated and described in our FREE cata 
log, copies of which are yours for the 
asking. 

You can clinch sales by carrying a repre- 
sentative line of Kohlhaas sorters in your 
stock but we can also make fast delivery 
of all of our many items 


SUGGESTION: Ask your salesmen to 
carry a sample on some of their calls 
Nothing sells like a demonstration 


THE keklhawas COMPANY 


Founded 1914 
8012 S$. CHICAGO AVE. CHICAGO 17, ILL. 
All Phones BAyport 1-4433 


Please attach to your letterhead and mail) 


THE KOHLHAAS COMPANY 
8012 S. Chicago Ave., Chicago 17—Dept. OA4 


EEE . 


| 

| 

| 

| YES, please send us___ 
| 

| 

| Address. 

| 






___.copies of your FREE 8 page 
illustrated catalog of alphabetical and numerical sorters 


| 
| 





SORTERS FOR- 


Checks 
Sales Tickets 
Invoices 
7 
Bills of Lading 
Correspondence 
Mail 
e 
Purchase Orders 


: and any other size 


or type of media 
+ 
Special sizes 
made to order 


| 
| 
| 
| 
| 





Vien on the Move 


Eight new representatives have been appointed to the 
sales staff of the Columbia-Hallowell Division of Standard 
Pressed Steel, a leading manufacturer of industrial fasteners 
and steel furniture. 

The new salesmen are Wilbur L. Kreider, former sales 
manager of the Peabody School Furniture Co., who will 
cover the Southern states, including Alabama, Georgia, 
North Carolina, Tennessee and some cities in Florida. 


T. Joseph Walsh, for many years a manufacturers’ repre- 
the office furniture industry, who will cover 
Kentucky, Indiana, Michigan and parts of Ohio; Robert 
McManus, formerly associated with L. E. Muran Co., will 
cover Maine, Rhode Island, and parts of Massachusetts and 
New Hampshire; Jack E. Oehmler, previously associated 
with his father as a manufacturers’ representative in office 
furniture and steel equipment, will cover parts of Ohio, 
Pennsylvania and West Virginia 


sentative in 


G. Craig Foulkes, formerly with Standard Oil Co. of 
California, has Northern California, Oregon and Washing- 
ton as his territory; James H. McGraw, formerly of Art 
Metal Construction Co., covers the north central states. 
James H. Brewster, a former sales engineer with American 
Saw and Manufacturing Co., will cover the Missouri and 
Southern Illinois territory. Donald P. Oswald, formerly 
with the Koehler Co., has Connecticut, Vermont and parts 
of Massachusetts and New Hampshire as his territory 


Nils O. Melin, for almost 10 years 
the manager of domestic and export 
advertising for the Swedish manufac- 
turers of Addo office machines, has as- 
sumed similar duties with Royal Mc- 
Bee International, Inc. This organiza- 
tion of the company will now serve 
export markets throughout the world 
from its newly established headquar- 
ters in Geneva, Switzerland 

Melin, the Swedish Advertisers As- 
for 1958, 





Nils O. Melin 


will head Royal advertising, sales promotion and public 


sociation “man of the year 
relations on a fully international scale. He is far from un- 
familiar with the products of Royal, as they are being sold 
throughout Sweden by his former employer. 


Two personnel shifts in the appliance division of the 
Royal McBee Corp. have been announced by W. H. Beck- 
with, vice-president. 


Kenneth Clark becomes appliance sales manager of the 
central region to which has been added the Great Lakes 
region, making it the division's largest region. Clark moves 
from Port Chester to the division's office at 360 N. Michigan 
Ave., Chicago 





Kenneth Clark John Hill 
John Hill, sales manager of the central region, has been 
appointed appliance sales admigistrative manager for the 
division which is responsible for the sale of Royal portable 
typewriters and related products. He will have his head- 
quarters in Port Chester. 


A. Litchard Dickinson has joined the systems department 
of the Oxford Filing Supply Co. in the capacity of filing 
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Advanced Stylin 


---.++.-A BOLING TRADITION 


rhis truly distinctive design incorporates all of the 
relaxing comfort of a “contour” chair with the quiet 
dignity and atmosphere of the modern, efficient office. 
All of the exposed wood is Solid Walnut finished in 
a warm, natural tone. Upholstery combinations of 
top grain leather or Elastic Naugahyde with Gros 
Point or Trilok fabrics are available in a wide range 
of colors. Metal trim is furnished in either brass or 


chrome finish. 





No. 8810 
EXECUTIVE 
SWIVEL CHAIR 


Your special attention is called to . . . the 
extra thick (over 214”), reversible foam 
rubber cushion which sits on a 4” foam 
rubber pad over a deck of rubber webbing. 
The inside back and all surfaces of the 
arms . . . wherever the occupant’s body 
touches the chair . . . the upholstering 





eon on material is tailored over foam rubber. 
ARM CHAIR : ; . 
Here is foam rubber seating comfort at its 
long-lasting best! 
| Note, too, the design detail in the solid 
metal scuff plates and ferrules. 
8800 
SERIES 


Our 55th Year 


BOLING CHAIR COMPANY 


SILER CITY, NORTH CAROLINA 


ee 
ee 


= 
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MAGAZINE RACK 
(Small Size Available) 


PORTABLE 
BOOKCASE 


TUCK-A-WAY 
TYPEWRITER 
DESK 


ALL-PURPOSE DUPLICATING 
MACHINE STAND AND 
STORAGE CABINET 





PORTABLE 
LECTERN 


TABLE MODEL 
LECTERN 


x. 





SPEAKERS STAND 





212 Ontario St. S.E 





(1 I am interested. Please send me full distributor infor- 
mation along with samples of sales promotion aids. 


Minneapolis 14, Minnesota i 


{ aaa TITLE 
ig ae 


i ADDRESS____ j 
ad 


, STATI 
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systems and equipment specialist for 
the insurance and banking fields. His 
first assignment will be to develop a 
greater share of this large market for 
the-company’s dealers 

He will conduct a concentrated cam- 
paign of development work designed to 
demonstrate the time and cost Saving 
economies of new filing ideas. He will 
also be available to give Oxford dealers 


active selling help with their prospects 


A. L. Dickinson 


in this held 

Having spent 10 years in systems and procedure work, 
Dickinson is well qualified for his new assignment. His asso- 
ciations during the past five years include those with Mar- 
chant Calculators and the General Fireproofing Co. with 
specialization in the insurance and financial felds 


[The Cel-U-Dex Corp., manufacturer of transparent index 
and labeling devices, has appointed nine new regional sales 
epresentatives. They are: 

E. Muhlhauser, 1175 Anderson Ave., New York, 52, N.Y.; 

Robert S. Johnson, 120 Reist St., Williamsville 21, N.Y.; 
Richard H. Miller, 3295 W. 130th St., Cleveland 11, Ohio; 
Ben F. Johnson, 301 West Side Dr., Lexington, N.C.; Hal 
Tough, 1077 Lynmoor Dr., N.E., Atlanta, Ga 

A. K. Wilcoxson, 208 Pennie Ct., Arlington, Tex.; Ray- 
mond E. Schilling, Phoenix Bldg., Butte, Mon.; Dick Kirk- 
patrick, 1935 Sycamore Dr., San Marino 9, Calif.; and 
Seymour Apple, 95 Arcadia Ave., Santa Clara, Calif 


Henry H. Arthur, former account executive with Ted Bates 
& Co., New York advertising agency, has been appointed 
assistant manager of advertising for Pitney-Bowes, Inc. At 
the same time, the company announced the promotion of 
John T. Jefferson, assistant supervisor of advertising ad- 
ministration since 1956, to the post of supervisor of ad- 
vertising production. 


D. E. Kressler, head of the Burroughs Corp. patent division 
since 1950, has been named assistant secretary of the cor- 
poration. He will now direct all operations of the firm's 
patent, trademark and copyright activities on a world-wide 
basis. He has been with the company since 1921, except for 
a break between 1946 and 1950 when he was associated with 
a Chicago patent law firm. 


Durable Metal Products has appointed Leon Jaffe to an 
administrative and sales capacity within its organization 
Jaffe, who has a wide acquaintance and experience in the 
office furniture field, will head the company’s rapidly ex- 
panding dealer program 


Rogersnap Appoints Assistant to the President 


Appointment of Harold J. Moynahan, Jr., to the post of 
assistant to the president of Rogersnap Business Forms, Inc., 
was announced by Will Rogers, presi- 
dent and board chairman of the Dal- 
las-based business forms manufactur- 
ing concern 

Thirty years of age, the young execu 
tive brings t 
experience in the printing business 
forms field. He comes to Rogersnap 
from the Logan Business Products 
Co., Inc., Westbury, N.Y., where he 

7 was sales manager. Previously he was 
H. Moynchen, Jr. sales promotion manager of the Philip 
Hano Co., and earlier was a production planner with the 
Worthington Corporation at Holyoke, Mass 


» his new post years of 


Mr. Rogers commented, “His thorough understanding of 
the jobber and stationer selling fields and broad background 
in the printing industry will make him invaluable as we con- 
tinue our expansion on a national basis.” 
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by popular request GUSSCO presents 
Transfille i the popular 


GRAY ni: 








Style $ — The Leader —— TRANSFILE 





Now TRANSFILE Steel Reinforced Fibre 


Board Files match the new look of modern offices. 


The new gray finish added to all the features of low cost filing and 

finding for which they have long been renowned, firmly establish 
TRANSFILE Files as the finest value in fibre board files. For surprisingly 
low cost your customers can keep all their semi-active and inactive records 
right at their finger tips. 

TRANSFILE Files can be stacked as high and wide as desired. The 
patented Interlock feature welds them into staunch batteries. With all the 
weight of the drawer and contents supported on steel, the drawer 
movement is surprisingly easy. 

Put these new gray finish TRANSFILE Files on display at once. 
Send your order now. 





The GUSSCO line of “Filing and 
finding” supplies is complete. Our 
dealers know they can always de 
pend on us for good quality and 
uniformity. All GUSSCO Products 
always represent the best “buy” for 
the money. Write for catalog today. 


Also manufacturers of “‘GUIDE-O-FOLDER’’ — “GUIDE-O-FILE” — “GUIDE-O-TRAY” 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL 


OA-4/59 


NEW YORK 13, N. Y. 
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7O7E ELECTRIC 
ADD-O-MATIC 


ew line of portable adding machines that really sell 
re loaded with features that can't be equaled at any 

natic clear signal visible answer dials 
motorized repeat key correction 
qutomatic space 


nts in red 
natic totaling from motor bar 


complete 5. 6 and 7 bank hand operated 
? bank electric models. Last and best the 
ne is priced to meet competitive prices 
make you a 6624% return on your investment 


Isee OPPOSITE PAGE FOR MORE DETAILS 


R.C. Allen — 


Business Machines, Ime. crane rasics, mien 
Adding Machines * Bookkeeping Machines * Cash Registers + Type- 
writers * Safes and Files * Carbon ‘Paper and Ribbons «+ Precision 
Vides AM ie lee 912A 

















The Joe D. Hale Bidg., at 10125 Washington Bivd., Culver 
City, Calif., headquarters for the manufacturers representa- 
tive firm, has 22 offices and suites topped by a penthouse 





Joe D. Hale Bldg. 
Marks Two Decades Growth 


= The Joe D. Hale Co., which began 
its Operations as a manufacturers rep 
resentative in the west 20 years ago 
today is fully installed its modern 
new quarters at 10125 W. Washing 
ton Blvd., Culver City, Calif. A grand 
high point in the company's history. 
the Joe D Hale Bldg has 11,000 
square feet of usable space divided 
into 22 offices and suites 
When on 
Joe D. Hale ™ 


came into | 





uly 1, 1938, the company 
eing, Joe Hale and two 
of his salesmen started covering “Denver west’ with an 


1 


aim to specialize primarily in the stationery id 1oing 
detailing and consumer work in the interests of their cus 
tomers 

[The company’s original lines were Swingline, David 


Kahn, Nascon Products (Division of 
Eaton Paper Co.) and Plymouth Rub 


ber Co.; all of which they are very 
proud t have retained throughout 
the years. Clauss Cutlery and R 
Rops Stationery Industries wer 
added late 

Che original offices of the company 


were located at 742 S. Hill St. in Los 
Angeles. From these modest quart 
the company grew in proportion wit! 





David Rudnick 


the tremendous population growth of 
the west. As the west grew, s 1 the Joe D. Hale Co 
and lid the need for more s] A bu Z was pur 
hased at 314 N. Robertson BI ilso in Los Angeles, to 
tl need. After ten years at this location, increasingly 
iffic and a lack of parking facilities n ssitate 
anotl ove to its ultra-mo nm Duildin tiy across 
the street from the M-G-M st 
ompany now employs i : [ } ition t 
three office girls. More salespeoy ire planned t eet an 
cased lemand 
In his operation, Joe Hale is ably assist Dave Rud- 
nick, general manager, and Ralph Hayes, 1 sales mana 
His strict managers are Guy Denison, Bill Reynolds, 
Chris Christianson, Bob Sweet, E. C. Hamstreet, Sid Clark 
nd Dan Moon, all of whor t ig «perience 
tavorably known in their respective t tories. These 
t nagers are assisted b mior 1 primarily 


consumer work 


l D. Hale Co. is entering its thir ecade witl 


in the future, the factories it presents, its 
own sale rganization and the belief that ght thinkin 
and hard work will bring about ntinued th 
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R.C.Allen 





——— waco wee mill BNi= 


‘s ; — 
ss a ee 
jig?” : ; mE! &. as 
inten s bis 7 i 

; : e 5 Bef 2a Dee 
a » | Sng 
fSi iz i 
s, : Pees 6) fi EZ te 
fae ea: | Fi} j by ~- | See + 
ye 7 i rig H oi. oe 
iF » SEE 4 
; 4 7 
a — > th - 
— 


Why? Because Hano’s Lithographed Snap- 
a-Part List provides litho quality forms at 
prices competitive with ordinary printing 
methods. Here’s a price list that lets you 
sell easily, not only for that first order but 
for those profitable repeats. Two plants to 
give you the needed deliveries too. 


Be sure you and your men have the best. 
Sell Hano, today’s complete line of Business 
Forms and Systems. 


R. C. ALLEN MANUFACTURES A COMPLETE LINE OF ADD 
ILLUSTRATED BELOW ARE THE NEW 10 KEY 41869 ELE 
FULL KEYBOARD 615 ELECTRIC 








we 


a 


% Q \ 


For the right Litho Snap, 
Standard Snap, Garage Re- 
pair Order, or Meter Ticket, 
write today for Hano’s new 
Snap-a-Part price lists. 

Some dealerships open. 





R.C.Allen Business Machines, Inc. iE) 
680 FRONT AVE. GRAND RAPIDS, MICH. 


| am interested 


ay iy Send me complete information on the new Add-0-Matic line 
> - COMPANY, INC. 
NAM = ~ 
MANIFOLD PRINTERS SINCE 1888 COMPANY 4 
General and Sales Offices: | Warehouse and Branch Plant; ADDRESS —__—— 
Holyoke, Massachusetts Mt. Olive, Ilinois city : STATE_ yea 
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ns — JAIl Is Ready for NOMDA 
Better Chairs Cincinnati Convention 


mean Plans have been completed for the 


1959 International Convention and 

° ‘ Trade Exhibit of the National Office 
etter usinesss; | Machine Dealers Association to be 
held June 21-24 at the Netherland 
Hilton Hotel in Cincinnati. 

The Cincinnati chairman, Ed Mc- 
Hale, partner of Peter Paul Service, 
says the complete program has been 
put together and finishing touches 
ironed out. A member of the board 
of directors for many years, McHale Ed McHale 
has had a very active hand in the planning of this meeting. 
His wealth of experience in convention matters should add 
weight to the claim that the program is the strongest yet 
presented in the 33 such meetings that have been held. 





ene seres 





Several new panel discussions are on the agenda, panels 
that will drive home many important phases of the proper 
conduct of an office machine business. These panels, pre- 
sented from a new approach, will be conducted by the ' 
manufacturers themselves. 

The lead-off event of the convention will be the opening 
of the full-sized model interior of an office machine store 
presenting the latest in display cases and lighting 

The Manufacturers Division of NOMDA will again : 
present its annual panel in addition to the many exhibits of 
the individual companies. Advance interest indicates the 
largest list of exhibitors in the association's history will 
display their wares. Machines and other industry features 
will also be exhibited in fine representation from other 
countries 





No. 691/2 Executive 
Posture Swivel Chair 
(Foam filled seat, back ) 


On the entertainment side, there again will be plenty of 
action. The big feature will be an Ohio River cruise. A 
party boat has been chartered to take those attending up § 
the beautiful Ohio with dinner and dancing and other fun, : 
packed into three hours time. : 
[he ladies of NOMDA will have a Monday morning : 
breakfast, a replacement for the usual get-acquainted tea 


There will be a luncheon and business session, plus all the 
other activities for which they will join their husbands. The 
big banquet and dance will close the meeting on Wednesday 


nignt 


Draft Standards for Ball Pens... 





Office Chairs by Monarch, exclusively de 
signed by Norman Hekler Associates 


beautify any office . . . are scientifically 
planned for comfort . . . give years and ; 
years of service. They're your calling card 


to better business 


Catalog and 
mats on request 








See us at NOFA Show 


A new four-man ball pen standards committee has been 
Booths C322 and C323 | appointed by the Fountain Pen & Mechanical Pencil Manu- 


facturers Association to establish a standard for ball-pen 


ink and ball-pen performance. Committeemen, shown above 
inspecting a machine for testing writing qualities of ink, 
are (left to right) Galen Sayler, Parker Pen Co.; Richard 


Meek, Scripto, Inc.; Clarence Schreur, committee chairman, 


FURNITURE COMPANY, INC. Formulabs, Inc.; and Herbert Linsley, W. A. Sheaffer Pen 
HIGH POINT, N. C iy y | Co 
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for you, who have an eye for 


functional beauty 


¥ 
wr, 


styling that 
sells... 






QUIET MODEL 
Ghia | ADDING MACHINE 
oy a 


/ 


send for REGNA literature NOW! 



































REGNA is the lowest priced electrically operated full It’s low priced! It’s profitable! 
safety keyboard machine in the world. Mail the coupon-—Mail it today— 
. , Mail it NOW! 
Everyone who sees the new REGNA admires the wonder 
of streamlined FUNCTIONAL BEAUTY. =e _— 
Everyone who tries this sturdy and dependable adding REGNA CASH REGISTERS INC. 
. 12 ” : 175 Fifth Avenue, New York 10, N. Y. 
machine becomes a “high speed” operator — fingertips ' 
: . ee Gentlemen: 
literally float over the moulded keys! Please rush more information on bn new Electric 
iffere itec: , ; . gna ing Machine and outline advantages 
Diffe rent capacities; fully automatic safety keyboard; way, fy FA 
models in light grey or ivory. Also low-priced hand oper- 
Name 
ated models. 
Address 
In Canada: Regna Cash Registers of Canada Ltd., 704 Notre Dame St. City 
W. Montreal, Que., and Business Equipment Machines, 
489-R King St. W. Toronto, Ont. Zone State 
OUTSIDE CONTINENTAL U.S: 
Jorgen S. Lien, Box 507, Bergen, Nopway — 
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Daalor-hrendehjp/, 


is perpetuated by Advanco’s 


“PROTECTED PROFITS FOR YOU” 


policy of selling through dealers only. 


», 


For Constans 
ADVANCO Use... 


For perm 
aNnent use. ‘oan 
PRESSBOARD BINDER 
0 - away or store away 
yea X11”. Hole< 
NCNed to fit 
Size sheet up to 11” he rh 


Equipped é 
fastener, with ota 814 
COLOR. P 


Red, 
Gray. 25 Point p 





ressboard 


ADVANCO’s BRISTOL. 


A To ZG 
UIDES 
Constructed for durabi| ty 
oon so Manufactured in 
int Green Pressboarg 
with Meta! Tabs. 


et 


Manufacturers of 
Manifold Books - Ff 


Forms * Pressboard Guide 


V/ Folders * Bristol and Pressb ord 
> 1 O Guides * Suspend-O-Folde ° 
Collated Manila Folders: Fi ng 
> 


Supplies * Punchless Paper Holde« 


ADVANCO PRODUCTS Inc. 


76-05 Sist Avenue, Elmhurst 73. Long Island, New York 


Telephone . Hickory 6-4848 








Ad Clinic 


by JACK BEDFORD 


advertising consultant 


Do You Get the Most 


From Your ‘Yellow Page’ 


Problem: An office equipment aler asks I have been 
using telephone directory advertising for some t I won 
der if it is worth the cost and, if so, how I improve my 
telephon directory advertising 

Solution: Most office equipment deale: some tele 
phone directory advertising. They have found t cost 
is very small when compared with the sales Its of this 
type of advertising. It keeps the name of y siness be 
fore the buying public 24 hours a day all yea 

Market coverage is complete. According to a recent study 
on buying power, it was revealed that than 80% of 


the buying power of the country is represen 


who subscribe to telephone serv: Chis vill be in 
reased considerably when you consider your . ee 
almost all of your potential cust rs hay a tele 
phone in their daily business transactions 

With telephone directory advertising, yo a ready- 
made buyer searching for a place to spend his money. The 
decision of what to buy has bs telephone 
directory advertisement helps the | r make lecision 

Here are some ideas successful teleph yry ad 
vertis have found helpful in getting the lue from 


this powerful, low-cost advertising medium 


1. USE MULTIPLE LISTINGS 
As a business telephone subscriber, you ar 
lassified listing. This is usually under th 
of “Off Equipment and Supplies 
assufat that the buyer will think of “Office 
ewriter, 


when vants to buy or rentat 

You can have your regular listing increased t 

ncations you can us 
1 business heading gives you an advantag 
numb of office equipment dealers using 
ings will be limited. 

For instance, an oftice equi} it dealer 
listings under these classifications: ad 
dressing machines, automat ter 
id accounting machines 
Cost of these extra listings vary with t 

[he range is from 25¢ a nth { 
munities up to 


tan ircas 


2. USE EXTRA LINE LISTINGS 
This type of listing in your telephone 
an opportunity to tell more t 
an deliver a short (one line) 
xe just enough extra to tip t buying 
Cost of the extra line listing 1 st al 
stings. However, by ind len 
phon tory advertisement will 
1 be noticed first by 1 ple OK! 
Equi} nt & Stationery” classification of 
For stance, you might ha the fol ng 
Everything for the Off 
S Rentals—Serv 


Guaranteed Repair Set 


3. SELECT BOLD-FACE TYPI 
For ry small extra cost 


directory adverts 


rally, gives your 





However you 


advantagz Eacl 





by people 





itled to one 
lassification 
have no 


I quipn ent 


number 
properly 
cause the 


, , 
these iist- 
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@ THE NEW H-O-N DESK LINE — peact’ ping height. Other HLO.N office equipment in beckground, 


Give custom-made service--this easier H-O-N way! 


@ So complete is the flexibility built into tive note. This vinyl enhances the desk ap- 
the new H-O-N Desk Line that you can pro- pearance and provides added long-wear 
vide your customers with H-O-N desks durability. Leg arrangements come in a 
practically custom-made to their own speci- choice of 3 different styles. There are other 
feations. Hundreds of optional arrangements selective options, too. 


are available. And without undue trouble to ‘ 

, . H-O-N L-shaped models (a roomy 60° x 

you, every requirement can be satisfied. , 
‘ Ad . ‘ ,? . 

30” desk with 28” deep pedestal, a locking 


For example, the textured vinyl-clad steel center drawer and a 38” x 19” return) are 
drawer fronts and panels come in a variety priced as low as $196, east & central; $235 
of attractive patterns that add a new decora- west. Other models in same price range. 


a ——————— 


“T - i= --O-N S ©. 


OFFICE EQUIPMENT 











MUSCATINE, IOWA 


H-O-N ADVANCES THE TREND —AND CAN SHOW THE WAY TO MORE DESK VOLUME FOR YOU! 
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NEW PROFIT MAKERS by ARD 


Streamlined 
Round Table Legs 


Gracefully tapered, 
brass ferruled, with 
adjustable levelers. 
Standard finish black 
or walnut, others on 
request. 
No. 4-RBF Wood 
Legs, set of 4, list... 
$15.00 


Rolled Back Chair 


Selected hardwood 
frame, thickly padded 
seat and back, Duran 
tailored. Natural or 
wheat. Rolled back 
otects walls, makes 
ndling easier. 
No. 331-RB Bentwood 
Chair, list ea. $19.90 less steel edge 


Modern Barrel Back Chair 


” 


Table above: Ard’s 36” x 36 


Write for sizes and prices 


Beauty! Comfort Sturdy 


ebony or mahogany finish 


seat and curved back tailored 
a same 
or Duratweed 
N W-799 Barrel Back Chair, 
$41 


WE SELL THRU 
AUTHORIZED DEALERS ONLY 


Usual maximum dealer discounts 
Ard’s prices on 
Special Fixtures, Tables, Chrome | 
n ire I sunges Lecterns, 
ers, etc Quickest delivery. Write 
italog and complete details 





ee 


self-edge Formica Table 
Top with N 4-RBF Legs. Also available with stai 


tion, quality workmanship! Made 
walnut or oak in limed oak, walnut, 
Tapered 


round legs have brass ferrules. Deep 





n 


construc- 


ot 


m 


Naugahyde bark or burnished antique 
prices as Duran Townecraft 
Rubberized hair filled 


list 


00 


Get 
Showcases, Counters, 


ur 


Costum 


for 


INC, 


EVANSVILLE, INDIANA 





13 VINE STREET _ _ 





‘ 


Introducin 1g 
AIR FLIGHT . . + @ spirit carbon 


master, tailor-made for tabulating work or systems 
{A Light as air 
{7 125 copies per sheet 
{471 year guarantee 


AIR FLIGHT sells for slightly over $1.00 per box 
to the trade 


SKY BLUE. . . a spirit carbon that prints 


in brilliant blue and is “white glove’ clean. 
1 500 copies per sheet 
tA“ No special fluid required 
17 100% non-water soluble 


For samples and prices of AIR FLIGHT, SKY 
BLUE plus a complete line of spirit carbons, 
master units and spirit carbon teletype rolls, 


write to manufacturer 


IDEAL CARBON PAPER CORP. 
4 83 Gold Street New York, N. Y. 


Veccececesreeesseseceessceseseeseeeees 


SOSSSSSSSSSSSSSSSSHSSHSSSSSSSSSSSOSSSEEEEE 


o- 





people will notice it and will call you first for office equip- 
ment, furniture, supplies and repair service. 


i. CONSIDER TRADE-MARK HEADING 

Some people are pre-sold on a particular brand of office 
equipment or furniture. They have developed a preference 
for some make of typewriter, for instance, and want this 
They look in their telephone directory for a dealer 
handling this brand. Your classified advertisement under the 
trade-mark heading in the telephone directory will give you 


local 


extra sales and local prestige 

As a general rule, the heading by brand is bought and 
paid for by the office equipment manufacturers. Sometimes 
they will also pay for your local listing. However, even if 
the manufacturer does not pay for your listing, it is still a 


eood advertising investment for you 


5. TRY DISPLAY FOR DOMINANCE 

Large display units in the classified section of the tele- 
attract more attention. Your office equip- 
will seem more important—a more stable 
to your local customers when you use display ad- 


phone directory 
ment business 
company 
vertising in your telephone directory 

Peopl I | 


develop eye-strain when looking at a long list of 
single line office equipment dealer's listings. T 


a display ad will get a much larger 


hey wonder 


which is best. Thus, 


percent the business than a single line listing 

Cost for a 4% column display runs as low as $1.25 a 
month and a 14 double column ad may be as little as $5.00 
per n Your Iecal telephone company’s advertising de- 
partment can give you exact rates for all the different types 
f yellow page advertising 
6. TELL THE COMPLETE STORY 

When a prospective customer uses the classified section 

the telephone directory, he is ready to buy. He is look 
ing for a particular place to buy his new office equipment or 
call for repairs and service. If you give a complete and con- 
vincing sales story in your advertisement, you will stand a 
better ince of getting his business 

Here is a check list of things that might be covered in 
your telephone directory display advertisement 


What hours do you offer service away from the shop? 
What about service on Sundays and holidays? 


3. Do you handle service calls out of town 
i. Do you give free estimates for trade-ins and repair 
work 
Did you give some indication of the length of time 
have been serving your community 
Did you give your street address? 
Have you listed the major lines and brands of office 
quipment you handle? 
8. Have you considered using an illustration to attract 
re attention to your advertisement? 
Have you considered a map or some other easy way 
locate your shop? 
Dx your telephone number stand out in your ad to 
ke it easy to call your ste 
7. TRY FOR TOP POSITION 
Page position will have some | ing on the effectiveness 


talking the po- 
rtising repr 


lephone directory advertising. By 


sition problem over with the adve sentative for 


phone company, you may be able to secure a better 
spot on the page. 

Position, however, is not the most important factor in 
lassified telephone directory advertising. Multiple listings 


ry of your of- 


will help 


lvertising, and telling plete st 
fice equipment firm’s brands, stock and 
you cash in on your advertising in the yellow pages of your 


f 


services 


lirectory 


New Office Machine Firm Opens Doors 
COLUMBUS, OHIO 


Rouseau have formed a 
known as the Capital 
Both men were former- 

ympany in its 


A. Peters and Anthony F. 
new ffice machine business to be 
[Typewriter Co., 1212 Cleveland Ave 
ly with another local independent 
ervice department. 


Elmer 


ypewriter 
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MAKE US PROVE IT 


MORE PROFIT-POWER! . 


MORE PROFIT-POWER! . 


MORE PROFIT-POWER! . 


MORE PROFIT-POWER! . . 


MORE PROFIT-POWER! . 


MORE PROFIT-POWER! . . 


STOP IN AT SPACES 
A152, 153, 154, 155. 


Ask us to give you the full facts 
highlighted here. Office furniture 


dealers, like yourself, all over the 
country are discovering that the 
Safe business is a profitable busi- 
ness to get into—all the way! 





OA-4/59 


at the NOFA Convention 


In these days of short profits 
and increased overhead costs 
you get MORE PROFIT-POWER 


with HERRING-HALL-MARVIN 





THE MOST COMPLETE LINE in the safekeeping industry . . . 28 de- 
luxe model record safes .. . 17 modern insulated record files . . . 29 feature- 
packed money chests and combinations . . . plus a complete array of other 
safekeeping equipment for office, store and home. 


EXCLUSIVE FRANCHISE, with completely protected territory to assure 
you maximum sales. 


ALL LABELS . . . Underwriters’ Laboratories, Inc., Safe Manufacturers 
National Association, plus U. S$. Government Specifications. 


SALES-PLANNED LITERATURE for point-of-sale assistance. 


READY SALES COOPERATION through on-the-spot district repre- 
sentatives. 


FACTORY EFFICIENT FOLLOW-THROUGH and prompt delivery 
regardless of size of order 


IF YOU CAN'T ATTEND THE CONVENTION — you can still get the full 
facts. Just say you want them, by letter, wire or phone, and you'll have 
them pronto. 


HERRING-HALL-MARVIN SAFE COMPANY 


HAMILTON, OHIO 
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Justrite Envelopes Introduce 
NEW Bank By Mail Line 


Hw: the streamline banking envelope that can 
increase your sales and profits. It’s the entirely 
new and modern bank by mail envelope by Justrite. 


This functional envelope combines the deposit slip, 
deposit receipt, and self addressed return mailing 
envelope in one complete unit. . . designed for effi- 
cient, convenient, and easy depositing. 


Check these outstanding features— 


1. Four popular banking sizes. These new 
bank by mail envelopes are offered in sizes 6, 7, 9, 
10... one perfect for your customer's needs. 

2. Attractive printing designs. Your customers 
have the choice of four distinctive designs for the 
face of the envelope (one shown above) and eight 
stylish flap designs, each promoting a popular 
banking service. 

3. Wide assortment of paper stocks and 
colors. Bank by mail envelopes are furnished in 
white, gray, and buff krafts; green, bankers green 
tint, cherry, blue, goldenrod, and canary colors 


Get your full share of this profitable envelope busi- 
ness from banks and savings and loan associations. 
Write either Justrite factory for your sales stimulat- 
ing bank by mail presentation kit. 


Two Modern JUSTRITEH Factories 


NORTHERN STATES ENVELOPE CO. 
300 East Fourth Street * Saint Paul |, Minnesota 
20 East Jackson Boulevard °* Chicago, Illinois 


JUSTRITE ENVELOPE MFG.CO., INC. 
523 Stewart Avenue, S.W. °¢ Atlanta, Georgia 


— — . —-ae 
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(Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 





Granted February 3, 1959 


2,871,735. Apparatus for Assembling Erasers with Holders therefor. Robert 


effernan, Northport, N. Y., assignor to Eberhard Faber Per Co., New 

2,871,823. Fountain Pen. Marlin S. Baker, Janesville, W assignor to The 
Parker Pe anesville, Wis 

2,871,824 p Prose Ink Tube for Ball Point Pen. Herbert W. Sams, At- 
anta 1 a r to Scripto, Inc 

2,871,825. Fountain Pen. Ryujiro hida and Chuji Kurihara, Hiratsuka-sh 
K anagawa-ker pa assignors to Pairotto Man-Nen-Hitsu Kabushik Kaisha 

2,871 860 ‘tiling Post Loose Leaf Binder. George Herbert Arnold Paget 
v¥ orit sh Cc ymvdia Ca ic 

2,871,861 Support for Sergunted Files Bernard Benjamin Posner, New 
Mia ynor to The Shannor t New Malden, England 

2 871 862 Card File Structure with Magnetic Card Spreadir ng. Per N 
f R i, Vt 

2 871 863 Seunine and Closing Levers for Ring Binders. Samue egal, New 
York, I assignor to Wilson-Jones Co., ( ag 

2,87 2.012 lear Setting Attachment for Typewriters vine Dodd 

Canada 


2 372, 014 Variable Backspacing Mechanism for Proportional Spacing Type- 


writers eyed Kha New York, N 
ears 015 Stepwise Carriage Positioning Mechaniom and Rel ated Features 
ggenbu Hartford, Conn., assig Underwood rt New York 
2,872,016. Ribbon Winding Device for Typewriters and the Like. Arthur H 
arpe West Hartford Conn assignor to erw + rp New York N yY 
2,872 030 vuatages for Displaying Pens Pencils and the Like. Donald C 
fass., assignor to nm Mfg. Co., Fra jham, Mass 
2 872 098 Combination — Ernest auerman, Chicago, | assignor 
Hara Envelope Co cago 
2 872 099 ‘Envelopes Gerard Pria : N 
2,872,100 malting Piece Including Return Envel ope Peon ng Portion. Harry 
Tir ah e. Conn 
2,872,115 Multiplying Calculator. Grant Ellerbeck an Leandro, Calif 
nor to jen, Inc. 
2,872,267 Bookcase. Wil J. Machingo and Albert T. Swimmer, Youngs- 
w nors to The Genera reproofing Co Youngstown, Ohio 
2,872,269 Mounting for pore heen Alfred H. Anderson and Wilford 
town, Ohi 0, signors to The eneral Fireproofing ( Youngs 


Granted February 10, 1959 


2,872,863. Hectograph Duplicating. Douglas A. Newman and Harrison W. Boy 
4 ‘ e, Allan T. Schlotzhauer, Locust Valley, and Stephen J. Smatlak, 
to C imbia Rit and Carbon Mfa. ( ne Glen 


2,872,896. Liquid Supplying Means for nia gy a Bar | Machines 


England, assig to £ k & And London 


2,872,899. Writing Instrument. Ba » Trespala Mexico City, Mexico 


2,87 ; 014 germs Cartridge for an Inked Printing Ribbon. Harry Lona 
F West Hartford. Conn assia ' Roval McBee rr New York 

2,873,015. Typewriter Ribbon ge ng Appar atus ur Able Gray, Fort 

ry N. nor to Royal B ter, } 

2,8 016 "Braking Device fer Paper Carr age of Office Wri ting Machines 

: } Nilhelmshav Germany } ympia Werke A. G.. W 


Granted February 17, 1959 


373,669. Ti phalating Moshi ne for Billing ynch, East Norwalk 
: y mesne t y R t New York, N 
2,873,838. Strip Feeding Device . W. Metzner yt hio, assigr 
The u rd Register ( 
2,873,839. Typewriter Ri bbon ies and the Like W. H. Bishop, 
2,873,967. Tab-Forming Tape Dispenser. Richard : White Bear 
r R f County, Min i } Minnesot M g and Mfg c 


Granted February 24, 1959 
2,874,632. Check Printing and Punching Machine. W 


2,874,680. Writing Instrument. Darwin acobson yttsburg, Ore 
874,699. Filing Folders. James Fra eavy, Newton, Ma 

2,874,732. Writing Instrument Filling Device. Nathan Zepelovitch, New 
P , . anor. by mesne a yan ‘ to Nahum A. Bernstein, New Yort 

2,874,776. Punch and Die Mechanism. Hunter E. Hooe, Athens, Ohic 
anor Royal McBee Corp., New York, N. Y 

2,875,011. Latch and Lock Mechanism for Rocker Type File Cabinet. Arth 
tigberg __ Spencerpor N. Y., assignor to Yawman and Erbe Mfg. Co 

2 875 ons. Rocking Compartment File Cabinet. Arthur L. Higberg, Spencer 

, assignor to Yawman and Erbe Mfg. Co Inc Rochester. N. Y 
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don’t be sorry—be safe! 


Style No. SAF4 
Fits in magnificently with 
your present filing line. 


~ _ 2 
<, ~ 
* zawie™ 
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Only You Know 
Your Own Secret 
Combination 


Full Suspension 
Grade “A" Filing Cabinet 


All top flight appointments, engineering, 
service and longevity 


Magnificent practical application for the home, 
office, top level secret protection and security. 


Available in 4, 3, 2-drawer high letter and legal. 
Safety vault strategically integrated in filing unit. 


Your color choice: Soft Gray, Dark Green, Frost 
Tan, Frost Green, Tawny Beige, to meet your pres- 
ent office decor. 
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68-3700 DRAWER LOCK 
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62-685-P43 
HOODED CASTER 


























62-385-P43 
CASTER 









61-573 PULL 


61-574 THUMB LATCH 








68-4847 LOCK 








QUALITY HARDWARE 
BY NATIONAL LOCK 


Locks, casters, filing cabinet hardware, drawer pulls, 
screws and bolts . . . National Lock functional and 
decorative furniture hardware is quality made and 
pleasingly styled to enhance the user appeal of your 
products. Simplify your purchasing and inventory by 
ordering your hardware all from one source ... from 
National Lock. Use our design engineering service 





VISIT US AT IF YOU ARE AN ORIGINAL 
EQUIPMENT MANUFACTURER, 
BOOTH C344 WRITE US FOR NEW LOCK 
CATALOG. IF YOU ARE A 


NOFA SHOW DEALER, SEE YOUR JOBBER. 











Reckford, Iilincis * ‘Industrie! Hardwere Division 


IN NATIONAL LOCK COMPANY 
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Dates to Remember 





April 26-30—National Association of College Stores con- 
vention and exhibit, New York Trade Show Building and 
Hotel New Yorker, New York City. 

May 1-3—National Office Furniture Association exhibit and 
convention. Fontainebleau and Convention Hall, Miami 
Beach, Fla. 

May 22-28—Annual meeting and exhibit of Stationery & 
Office Eqiupment Guild of Canada, Inc., Sheraton Mount 
Royal and The Show Mart, Montreal, Province of Quebec, 
Canada 

May 22-28—American Rack Merchandisers Institute, mid- 
year merchandise+meeting, Americana Hotel, Miami Beach, 
Fla 

May 24-27—Fortieth international conference and annual 
exposition of National Office Management Association, 
Roosevelt Hotel and Municipal Auditorium, New Orleans, 
La 

June 21-24—National Office Machine Dealers Association, 
Netherlands-Hilton, Cincinnati, Ohio 

Sept. 26-30—National Stationery & Office Equipment As- 
sociation convention and exhibit, Conrad Hilton, Chicago. 
October 4-8—National Business Forms Associates annual 
convention, Chalfonte Haddon Hall Hotel, Atlantic City, 
N.J. For information contact F. J. Ring, secretary, P.O. Box 
1199, Fort Lauderdale, Fla 

October 8-10—Canadian Office Machine Dealers Association 
Convention, Royal York Hotel, Toronto, Canada 

October 17-21—Eastern Commercial Stationery Show, New 
York Trade Show Building, New York City. 

October 19-23—National Business Show, Coliseum, New 
York City 


NSOEA DISTRICT MEETINGS 


Dates Location District 

April 17-18 French Lick Sheraton Hote! 5 
French Lick, Ind 

April 20-21 Statler-Hilton, Dallas, Tex 9 

April 27-28 Muehlebach Hotel 8 
Kansas City, Mo 

May 8-9 Americana Hotel, Miami Beach, Fla 4 

May 15-1 Western Skies Motel 10 
Albuquerque, New Mexico 

May 18-19 Desert Inn, Las Vegas, Nev 14 

May 22-23 Olympic Hotel 11 
Seattle, Wash. 

May 25-26 Yosemite National Park, Calif 12 

June 4-5 Hotel Duluth, Duluth, Minn 7 

June 8-9 Nippersink Manor 6 
Genoa City, Wis 

June 12-13 Otesaga Hotel 2 
Cooperstown, N. Y 

June 15-1¢ Grossingers Country Club 13 
Ferndale, N. Y. 

June 22-23 Galen Hall, Wernersville, Pa 5 

June 26-27 Wentworth-By-The-Sea 1 


Portsmouth, N. H 


WHOLESALE STATIONERS ASSOCIATION 
Regional Conference Schedule 


New England—Monday, June 1, Somerset Hotel, Boston 


Canadian—Wednesday, June 24, Westbury Hotel, Toronto 
Western—Friday, August 21, Mark Hopkins, San Francisco 
Mid-Western—Friday, September 25, Drake Hotel, Chicago. 
Eastern—Saturday, October 16, New Yorker, Néw York 
City 
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For complete informationand prices on these new stylings, write or wire 


Johnson Chair Company 7109 Merchandise Mart Chicago 54, Illinois 
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and ECONOMY 


it to last 
pice to sl 


Four Drawer, Two 
Drawer and One 
Drawer Files with 
Nylon Rollers and 
Compressor Blocks. 


femarisees Of QUALITY 





FILING EQUIPMENT 





Seven Styles 
and Sizes in 
Durable Grey, 
Mist Green and 
Desert Sage. 
Beautiful 
DURA-STYLED” 
Plastic Molding 
in, matching 
colors 





STEEL DESKS 


PROMPT SHIPMENTS FROM OUR WAREHOUSE STOCK 





BLUEPRINT CABINETS 


m to. v SLICE 


Write for our attractive color 
Catalog Illustrating the com- 
plete line of Tables...Desks... 
Filing Equipment... Sectional 
Desks... Bookcases and Sec- 
tional Bookcase...Telephone 


and Utility Equipment and Engi- 
neering Blue Print cabinets. 





DURABLE DESKS ARE CAREFULLY PACKED IN 
STURDILY CONSTRUCTED WOODEN CRATES 


DURABLE FILES ARE PACKED IN INDIVIDUAL CARTONS 


DURABLE 
DEPT. 0-4 


38-42 REVIEW AVE. LONG ISLAND CITY, NEW YORK 


124 





Barbara Hale, 
secretary to TV 
criminal lawyer, 
“Perry Mason,” 
was cited as “the 
girl who best typi- 
fies the efficient 
American private 
secretary by the 
Lead Pencil Manu- 
facturers Associ- 
ation. Presentation 
was made by 
Stewart Anderson 
of the association 
which sponsored 
the week-long ob- 
servation late in 
February 


NOMDA Opposes Sale of Government 
Surplus Machines to General Public 


One of the strong resolutions pass 
ing of the board of 
chine Dealers Association dealt 
Administration of 


Services 


: 
‘ 
7 
: 
' 
? 
. 
; 


directors 


plus machines to the general } 


The particular sale that drew 


was one of 500 machines sold by 


buy It 
individuals who w 
placing the 
A strongly 
men be rs 
then the 


( 


Association 


ere 


of the board to the 


was expected that 
custon 
government in dit 


worded telegram 


yf disposing of surplus machi 


ernment in an effort to take 


with the 
ers have often said 


the 


any activity that will 


NOMDA 


conducte 


tail segment of th 
g£overn 
be deti 
feels strongly that 
1 come directly in that categor 


the 


' 
Sait 


Gov 


+ 
‘ at ti 


Nati 


tit 
it by 
GSA opposin 
has been 
> Wy a 
Un Or 
( 


How To Celebrate an Anniversary 


Anniversary 


Celebrations 


Donald Peel, and to be publ 


the Chilton Co., 


Organize 


tions 


and proven ideas for 
of anniversaries. Availabl 
Chilton Co., 56th and Chest 


List price is $5.00 


contains invalual 
and produce celebrations 
Chis manual-of-proced 
exploitin 


Barbara Hale Commended for Pencil Week... 





nuary meet- 


Office Ma 


the General 


nt of sur- 


the board 
Siring to 
to private 
thereby 

the retailer 
the retail 


1 sale. Since 


this policy 


of the £OvV 


competition 


ssional lead- 


enter into 
business 


ne recently 


n by John 
nth by 

to plan 

f organiza- 
n 150 tried 
ions value 
the 

39, Pa 


18-Year-Old Piece of Direct Mail Sells Safe... 


} 


James M. Hooger- 


hyde portner_ in 
Fred J. Hoogerhyde 
& Son Grand 
Rapids Mich., 
dealer, sells Her- 
cules letter vault 
to Mrs Joseph 


Guston who was 
prompted to buy 
safe by on 18 
year-old piece of 
Meilink direct 
mail. The instru- 
mental post card 
was found by a 
Chicago friend in 
the back of a 


crawer 
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ee nish. 
PLENTY OF PROFIT IN SELLING 
7 =] 
CHANGEABLE LETTER = S 
_- BULLETIN BOARDS —— q 
ee a4 oa mM «CORK AND CHALK BOARDS, NAMEPLATES, METAL ) ‘ 
| eee =| ' SIGNS, OFFICE ACCESSORIES...With such a complete 


| line of Bulletin Boards and Directories, DAV-SON 
y WOOD OR 

METAL FRAMES 
) 





—) 


gives you the widest possible sales opportunity. No 
matter what your customers need, you can meet 
their requirements with the largest, the finest, the 
best known line of its kind now on the market. 


WRITE today for complete literature and details on one 
DAV-SON's profit-maker franchise. No inventory . . . ne i. 
stock necessary! 











Wagaa TIL 
AMERICA’S MOST COMPLETE LINE. . . DAY-SON = 


SINCE 1932 San PR 
A. C. DAVENPORT & SON, INC. 
































bs 
‘ 


Dept. OA 311 North Desplaines Street . Chicago 6, IIinois . Telephone: STate 2-6683 
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FOR THE FIRST TIME: 


A clean, safe, sure way 
to ink a stamp pad 


Sankords 


ROLL-ON 








* Uniform inking * Can't spill or drip 


* Will not spatter * Unbreakable STAMP PAD 
S0c RA INKER 


NO. 587 2-OZ. ROLL-ON STAMP PAD INKER 


INK-BEARING BALL-BEARING 
C RS: BLACK*, RED, BLUE, VI 
OLORS: BLACK*, RED, OLET, GREEN ROLLS INK DEEP INTO PAD 
STANDARD PACK: | DOZEN — 6 DOZEN TO : ‘ i 
A CASE Available for shipment April 1st 


Order from wholesaler .... or direct 


SANFORD INK COMPANY, BELLWOOD, ILL. 


*Black reproduces on all copying machines. 
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Don’t do it the hard way 
- do it the PRONTO way! 


LOCATE YOUR RECORDS EASILY—No more fussing 
and fuming. With Pronto files your records are 
as active as your regular files. 


BEAUTIFUL APPEARANCE—Finish in attractive 
olive green to match your regular office files. 


STURDY CONSTRUCTION—Built of 275 Ib. tested 
corrugated fibre board... reinforced with steel 
on the shell and the four corners of the drawers 


as well. 


SAVE FLOOR SPACE—Prontos are constructed to 
interlock into solid units and stack as high as 
the ceiling. 


PRONTO 
STORAGE FILES 


Legal Size $4.55 


Letter Size $3.70 


Prices slightly higher 
in Texas, Colorado, 
West of the Rockies and 


outside the U.S.A. Check Size $2.50 


PRONTO FILE CORPORATION 
415 MADISON AVENUE, NEW YORK 17, N. Y. 
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Clary Free-Sells Low Cost 
Model, Builds Dealer Sales 


During the past year, the Clary Corp. free-sold a low-cost 
adding machine without destroying its franchise dealer or- 
ganization or weakening the market for its established prod- 
ucts 

Introduced to the market in February, 1958, the heavy- 
duty Model 169 was priced almost $100 less than a compa- 
rable adding machine the company previously produced. 
Open to new channels of distribution in addition to the 
company's franchised dealers, sales of the then new machine 
climbed spectacularly including sales through dealers 


Volume built up steadily month by month to the point 
where in December the company sold more Model 169's 
than the total of all business machines sold in the January 
prior to the merchandising ventur« 


William G. Zaenglein, executive vice-president and gen- 
eral sales manager, says, ‘The sales impetus of the new ma- 
chine worked wonders throughout the entire organization 
Where the individual Clary branch salesman formerly made 
10 to 15 calls a day, his activity jumped to 25 and 30 calls 
as customer interest and leads multiplied and the salesman's 
nthusiasm increased.’ 

He added that “commission checks doubled and even 
tripled in some cases.” This not only encouraged regular 
salesmen, but attracted new, high quality men to the com- 


pany 

Despite the larger number of selling outlets, sales were 
increased by individual franchised dealers who were with 
the company in January, 1958, before the new model was 
introduced. Franchise dealers also benefited from the in 
creas service business created by the larger number of 


machines in use. 


Also contrary to what might be expected, the strong sales 
the low-cost model did not cut sales of other, higher- 
proht machines in the company’s line. The stepped-up activ- 
ity on the part of the Clary branch and franchise dealet 


salesmen increased sales throughout the entire Clary line 
The Model 169 served as a door-opener. Upgrading was 
successful to the extent that sales of machines other than 
the low-cost item were greater than they were before the 
169 was introduced. Total business machine sales reached 


a record high during the last quarter of 1958 


Paul Anderson Furnishes TV Station... 





The Paul Anderson Co., of San Antonio, Tex., recently in- 
stalled the above furnishings in the executive office of a 
local TV station. The desk chair is the Gunlocke model 
634RL and the side chairs are model 635R. The desk and 
credenza are by the Jasper Office Furniture Cc 


Nettle Holds Prices for '59 


Rudolph Nettle, president of the Nettle Manufacturing 


Co., ann unces that his company will hold the price of its 
plate addressing machines for 1959 at the same level 
is the previous two years. 
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BEDFORD + OHIO 
bir 
See us at Booths H822-23 at the NOF 





A Convention 









The feet of relaxed, 
efficient employees... 





... Stand on 


HYGIENIC \ 


\ 
Foot Comgort 
MATS and RUNNERS 


Employees who must work standing will be 
happier and more efficient when they stand on 
Hygienic Foot-Comfort Mats. That’s because 
these quality mats, scientifically designed to dis- 
tribute body weight, relieve strain and reduce 
fatigue. Hygienic Mats quickly pay for them- 
selves, for they change the usual afternoon slow- 
down to a period of profitable accomplishment. 


Hygienic Mats offer smart styling, too. Eight 
modern color combinations to match any decor. 
And their long-lasting beauty, beveled safety 
edges and ease of cleaning 
make them the best mat 
buy today. 


Your customers will ask 
for these top quality mats 
and runners. Be ready for 
them. Write today 
for complete dealer { 
information. 





Here's the Secret... A 
| beautiful rubber tile 
flooring bonded to a 
sponge rubber base pro- 
vides proper support 


“ without being ‘mushy.’ PA 
~ ——— aa ee 


THE HYGIENIC DENTAL MANUFACTURING CO. 


Flooring Division, Dept. A 
Akron 10, Ohio, USA 
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| Business Forms Sales 


Total $350 Million 
In ‘58, Says BFI 


Sales of business forms in 1958 maintained a conservative- 
ly estimated $350,000,000, which equal those of 1957, a 
record year for dollar volume by the industry. The estimate 
was made in an announcement by the Business Forms Insti- 
tute at its annual members’ meeting held February 19-20 at 
the Park Lane Hotel, New York 

Dollar volume of forms surpassed 1956 by $42,000,000 
for each of the past two years, with every indication that 
1959 will exceed the 1957 and 1958 totals. The increase, 
however, is expected to be steady rather than spectacular 
Member companies of the BFI, generally regarded as 
authoritative barometers of general business conditions, are 
Situated from coast to coast. 

W. C. Lamprechter, vice pres 
of the Stephen Greene Co., Philadelphia, was reelected 
president of the Institute. Lester J. Johnsen, 
Atlantic Register C Walthar Mass., was 
elected first vice-president, succeeding T. S$. Duncanson, 
Niagara Falls, 


comprise the 


lent and general manager 


executive vice- 


president 


president of Moore Business Forms, Inc 
N. Y. Lamprechter, Johnsen and Duncanson 
1959 Executive Committee of the BFI 

Thomas A. Taylor, vice-president, Schwabacher-Frey Co., 
vice-president, and H. 
at Greenwich, Conn.., 


San Francisco, was renamed second 
M. Meloney, of the main BFI offic 
continues as executive director 


Mr. Lamprechter pointed out in the president's annual 
address to the BFI that the manifold business forms industry 
was a highly specialized activity that made its gains not only 
ly of the need 


by mere volume production, but by careful stu 


for better, money- and time-saving forms, creating them for 


requirements, and integrating them with systems 


the over-all operations 


specin 
that speed f a business 

He cautioned those who looked at the total doll 
first to be realistic 


ar volume 
of the forms industry with envious eyes 
in evaluating all of the complex factors that made the 


development and manufactu: of forms successful 
operation before entertaining the idea that this should be 
easy 

A seminar on the selection and training of salesmen will 


be held by the Business Forms Institute for its members on 
April 2 at the Waldorf-Astoria hotel, New York, under the 


chairmanship of B. W. Rhodes, vic: president in charge of 
sales, The Shelby Salesbook ( Shelby, Ohio. W. 3 E. 
Crissy, president, Personnel Development, In will col 


in guiding the progra [his is expected by the 
seminars 


laborate 
BFI to be one of its most su sstul of a series of 

Henry Walsh, senior financial manager, Burroughs Corp., 
spoke to the BFI on “Magnetic Character Equipment and 
Results Obtained from Its Us Raymond Rod- 
fessor of banking at the Graduat School of 


Protessor 


gers, pri 


Business Administration, New York Univ spoke on 
The Impact of Recent Developments in Business 
Eberhardt Represents 
Smith Metal Arts in Ohio 

[The G. J. Eberhardt Co showroo in the Mer 
chandise Mart, Chicago, will n Smith Metal 


Arts Co Inc., 


in the state of Ohio. William K. Donaldson, 
he representation becam« 


in making the announcement, Said the 
effective March 1 
Robert Burns, who had fi rly represented the Smit! 
line, has retired from the representative field and taken a 
position with Office Furniture, In of Washington, D.C 
The Eberhardt Co. has represented the Smith Metal Arts 
line in the 13 Midwest states for several years. Donaldson 
said, “They know our line and prepa! to give con 
plete service to our Ohio customers.” 
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® Harvard 
" hat War Business 
ART METAL | 


ADVERTISING 


at work for YOU 


his year...the largest advertising campaign in Art Metal 





history is concentrated in publications of such national 
importance as these. 

Brilliant four-color ads, showing how Art Metal exec- 
utive suites and office equipment create efficient extra 
space and production time for each employee, will generate 
sales in your territory. More than 12 million persons, 
including business leaders, purchasing agents, management 
men and architects, will learn the Art Metal story of 
advance design, quality construction, and office planning 
service that accounts for Art Metal’s continuing leadership 
in the office equipment industry. 

Of course, Art Metal advertising is fully supported by 
direct mail campaigns, promotional literature, and mer- 
chandising programs...in strength. 

Make 1959 your greatest year for profits. Write Russell 
Goss, Manager of Dealer Sales, concerning availability of 


a franchise in your area. 


- 


The nation's leading 
designer and 

, r &£: a manufacturer of 
metal office equipment 


JAMESTOWN 12, NEW YORK 
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Delighted! of course... 


this expression is your assurance 
for orders and re-orders with the 
famous... 


Fulton Line of... 
ON 2.4). (cm) ada 3 
and MARKING INKS. 





DRI-KWIK 
STAMP PAD and 
DRI-KWIK INKS. 

COLORS: Red, 
Black, Violet, FULTON 
Blue and Green. DATER 


Write for free catalog and price list! 


Manufacturers of Marking Devices for Over 50° Years” 


FULTON MARKING EQUIPMENT CO., INC. 


82 Fulton St., Elizabeth 1, New Jersey 
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New Packaging for Master’s Casters 


The Master Manufacturing Co., of 
Cleveland, is now shipping office 
furniture caster sets in its newly de- 
signed “miracle marked boxes.” The 


> a * 
— - new packages eliminate the problem 
of picking the incorrect caster for a 
. “a particular manufacturer's chair. 


Boxes are so designed that, when 

stacked, complete information giving 

+ model number, wheel size, type of 

chair and the manufacturer of the 

chair is exposed. Order pickers can thus identify the 

proper product with time-saving ease. Imprinted with at- 

tractive two-color display typ¢ urtons pack four, double 
race-action Casters to a set 


Mehringer Named Jasper’s General Manager 


George Mehringer has been pro- 
moted to general manager of the Jas- 
per Seating Co. Mehringer, who has 
been with the company for 18 years 
succeeds August F. Krieg, who has 
just retired after serving as general 
manager since 1940. 

Mehringer will be responsible for 
all areas of operation of the manufa 
turing company. He started as book 
keeper and successively had been a George Mehringer 
countant and office manage! 

He is a veteran of World War II, serving with the Army 
in the European theatre 


Marnoch Sells Interest in Branch Store 


A. M. Marnoch has sold his interest in the Marnoch Of- 


fice Supply (Windsor) Ltd. store to Gino Rocca and Tom 
Searles. Rocca is the former sales manager of the store at 
1950 Wyandotte St., E 

Marnoch is continuing his business exclusively under the 


name of Marnoch Office Supply Co., at 12 Dyas Rd., Don 
Mills, Ont 


Pennsylvania Governor Proclaims ‘‘Ad Week”’ 


sy oe eS 
‘ 


2 2 2°78 cat 5 : ; oN 


Gov. David L. Lawrence joined the rest of the nation, when 
he proclaimed February 8-14 as Advertising Week in his 
state of Pennsylvania. The governor signs the proclamation 
with a Noblot ball pen, given to him for the occasion by 
Harry Fischer (left), ad manager for Eberhard Faber Pencil 
Co. The proclamation was presented to the governor by 
Livingston Clewell (right), public relations director of the 
Greater Wilkes-Barre Chamber of Commerce 
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...with a CHalional” 
ADDING MACHINE 
DEALERSHIP! 


MNalionals increase operator efficiency! 





Only Nationals have a “Live” Key 
board, with adjustable keytouch 
These exclusive features cut hand 
motion and effort up to 50%! With 
“Live” Keyboard every key operates 
the machine without depressing a 
motor bar. And each operator can 
instantly adjust the keyboard to her 
preferred keytouch. Only Nationals 
offer these and 12 other outstanding 
time- and money-saving features. 
National’s line of fine adding ma- 


@ “Live” Keyboard 

Instantly adjustable keytouch 
Automatic Clear Signal 
Subtractions in Red 

Automatic Credit Balance in Red 
Automatic space-up of tape when 
total prints 

Large Answer Dials 





Nationals are easier to sell because of 
these 14 time- and effort-saving features: 


@ Easy-Touch Key Action 

@ Full-Visible Keyboard 

@ Automatic Ciphers 

@ Rugged-Duty Construction 

@ Keyboard interlock 

@ Four-way paper space control 
@ Three-way repeat 





chines includes special models—de- 
signed to do special jobs—as well as 
desk model bookkeeping machines. 


we 

For information about the complete " Wiltonal 
National Adding Machine line dealerships wD 
available, contact our Dayton Office now, _ 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES + 75 YEARS OF HELPING BUSINESS SAVE MONEY 
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Kmlouncng 


ALL-STEEL RAIL 


GREATER STRENGTH 
COLOR-MATCHED TO PAPER STOCK 














— “THIS TA 
MOVES ANYWHERE 
CAN'T PULL OFF! 
CAS 


—— 
B 


See Gow VERTIFLEX Plus 


surpasses everything 





EASY TO ATTACH! 
Clicks on folder with 
a flick of the finger, 


TOUGH TRANSPARENT 
PLASTIC TABS 
“ride the rails” 


HUSKY, TOUGH-COATED 
FOLDER STOCK 
scored for efficiency 


NON-RUST STEEL 
STAY-ON RAILS 
won't sag or pull off 


on the market! 


One hand snaps tab on, slides 
it anywhere, even while folder 
is in file. 

Angles, ever-clear tabs give 
greater visibility, faster filing 
and finding. 


Tougher, grey-green KRAFT 
folders resist handling. 


Strong, non-rust steel rails support 
heavy files, never pull off. .. 


More files per drawer with thin, 
flat, stronger rail design. 


Simple Adapter Frames make 
every filing system . . . cabinet, 
desk, portable . . . your profit 
market! 


Letter and Legal size. Clear and 
Amber Tabs, 1/5 or 1/3 cut. 


Some Territories Open For Representatives. 
Write For Details. 


Write for FREE SAMPLE FOLDER NOW! 


BD VERTIFLEX conan 
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Dept.G. 2251 W.ST.PAULST. CHICAGO, ILL. 






| Thomas Mashos Awarded Clary’s V.P. Cup 


Thomas G. Mashos of Atlanta, Ga., 
has been awarded the Vice-president’s 
Cup in recognition as the outstanding 
district manager in the Clary Corp. 
national sales organization 

Mashos led all district managers 
during 1958 in highest per cent of 
quota, highest unit value, highest net 
profit for district, best over-all district 





Thomas G. Mashos established 
The trophy was presented him by 


Vice-president A. F. Sammet, wholesale sales manager, at 
the company’s recent meeting of district managers in New 


management and most new dealers 


Orleans 


Codo Opens New Chicago Office 


The Codo Manufacturing Corp. has 
announced that its Chicago office is 
now occupying new and larger quai 
ters at 564 W. Monroe St. 

John J. Zaremba, western division 
sales manager, stated that additional 


space and other facilities were needed 





to care for the increased business in 
the company's western sales district 
Codo has other district offices in 
Dallas Tex New York City, Cleve John J. Zarembe 


land, Detroit, Los Angeles and Pitts 


Bates Awards Salesmen with Bonds 


[he Bates Manufacturing Co., maker of office appliances 
and desk accessories for office and home use, presented 
prizes totaling $1,100 for the best results in a recent nation- 
wide sales contest. 

First prize of a $500 U.S. Savings Bond was awarded to 
Loyal Carlon, Pasadena, Calif. Two $250 bonds were pre- 
sented to the second-place winners Desmond LaPlace, 
Randolph, Mass., and Joseph Wardman, Silver Spring, Md 
A third-place prize was awarded to William Strong, Mid- 
west City, Okla 


Maverick-Clarke Is Top Ditto Dealer of 1958 .. 


= 7 y ; : - Ps 





Roger Hill (left) president of Maverick-Clarke, of Texas, 
receives from Sanger Robinson, vice-president of Ditto, Inc., 
the President’s Cup, annual award to the dealer showing the 
highest percentage of sales over quota. To win this award, 
Maverick-Clarke salesmen sold 222% of the firm’s as- 
signed quota. 
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THAT CUSTOM LOOK 


Quality, luxury, value combine 
to make Modernize America’s 


truly best in upholstered 
furniture for office and 


home. 


For your next installations, 
specify Modernize, where you 
get custom design at volume 
production costs. — 


In this Modernize catalog is 
a most complete selection of 
upholstered furniture of qual- 


ity and beauty. Colorful, 












complete and most helpful, 


&) modernize | 








the Modernize catalog should 
be ready at your hand for 


easy convenient use. Write 





for new catalog. 


Showrooms 







CHICAGO 
General Office and Showroom 
Space 1445 
American Furniture Mart 
666 Lake Shore Drive 
Chicago 11, Illinois 











DALLAS 
Space 267 
Southwest Homefurnishings Mart 
2000 Stemmons Expressway 
Dallas, Texas 










ATLANTA 
Space 425 
Atlanta Merchandise Mart 
153 Peachtree, N.E. 
Atlanta, Georgia 














Factories: Pontotoc, Mississippi 
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{fy bh 
insurance 
isn’t 


Be sure to make that point when talking to 
your customer about safes. Explain that fire 
insurance will not replace records that are 


essential to the 


operation of his business. 


Buildings, furniture, inventories can be re- 
laced, yes—but only after proof of loss. 
Eengtincine to your customer the life-and- 
death importance of protecting those irre- 
laceable proof-of-loss records in a modern 
nderwriters’ Labeled safe, a Meilink safe. 
Tell him 43 out of 100 firms losing such 
records in a fire never reopen. 


Record protection is important business to- 
day. You can cash in on it by using intelligent 
selling methods geared to the self-interest of 


your customers. 


And of course you can’t go 


wrong when you recommend Meilink safes. 
There are no safer safes in the whole wide 


world. 


We'll see you in Booths 
No. H 10 and No. H 11 


NOFA Show 


MAY 1-2-3 
New Miami Beach 
Auditorium 





P. S$. When you sell a Meilink B label 
safe we'll send you a pair of Meilink 
gold cuff links. Sell a Meilink A label 
safe and we'll send you a Meilink 
miniature 14 kt. gold safe with a dol- 
lar bill in it. 


MEILINK STEEL SAFE COMPANY: TOLEDO 6, O. 


EILIN 
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Producers of the most complete line of 
insulated products: A, B and C label 
safes, insulated files, money chests, vault 
doors, home VAULTS ®—as well as busi- 
ness machine and typewriter stands. 


Maverick-Clarke, Texas, 


Celebrates 85th Year 


[his year, Maverick-Clarke; San Antonio firm known 
throughout the Southwest as “The Business Man’s Depart- 
ment Store,” is celebrating its 85th anniversary. 

Established in 1874 by Samuel Maverick, one of San An- 
tonio’s most colorful pioneer businessmen, the business, in 
its early days, operated as a small printing shop to meet the 
needs of early merchants. 

Later it became Maverick-Clarke and, although neither of 
the partners nor members of their families retain an interest 
in the business today, the name is still retained. The big 


printing division in San Antonio, named the Clarke Print- 
ing Co., carries further the name of one of the founders. To- 
day, Maverick-Clarke is rated as one of the biggest office 
supply and equipment companies in the country 

The firm's greatest period of expansion has come since itt 


was purchased by Russell C. Hill in 1926. Shortly after his 
acquisition, he bought the old six-story Telephone Exchange 


Bldg which provided room for the expansion of the office 
equipment and printing facilities. Growth has been steady 
ever since 

In 1939, the company opened its first branch store in 


Corpus Christi, to be followed by branch stores in Houston 
(1944), Brownsville (1949) and Austin (1951) 

Each of these branches now operates as a division of the 
company, headed by its own manager. Also operdting as a 


separat ivision of the firm is the Clarke Printing Co., 
which in 1950 moved into a modern plant designed and 
bu or i 

The most recent development has been the establishment 


of a contract division, under the management of L. B. 
Kelly. This division's offices in San Antonio, removed from 


tl hor offices, are in a building on Broadway 
[wo tactors which have contributed materially to the 
of the company are its guarantee to customers and 
nition to employees 
[he company guarantees each customer satisfaction on 
any alings with Maverick-Clarke. Purchases made years 
ago that prove unsatisfactory will be adjusted to the cus- 
tomer's satisfaction. As for the et! ployees they are re- 
inded by a company slogan that “This company cannot af- 
ford a single dissatisfied customer 


Present officials of the firm are Russell C. Hill, chairman 


of the board, and a son, Roger C. Hill, president. Jimmy 
Elrod is executive vice-president and director of sales. Most 
ot th ivision heads also serv d VICE presid nts E. H. 
Zuercher is retary-treasurer 


Boston Stationers Hold 71st Annual Banquet... 





The 71st annual banquet and ladies night of the Boston 
Stationers Association, held February 14 had 450 members 
in attendance — the largest in many years. At the dinner 
and dance were (seated, left to right) William P. Greeley, 
banquet chairman and vice-president of BSA; Rev. Lucie 
Ducien, St. Gabriels Monastery; Arnold Shulken, BSA presi- 
dent; and William G. Pape, governor of NSOEA Region 1. 
Standing, left to right, are Raymond McGrane, NSOEA 
2nd It. governor; Harley J. Lewis, BSA secretary-treasurer; 
James W. Hayes, NSOEA It. governor; and John J. Dunne, 
president of North East Travelers Club 
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a4 about beauty! 






arenes a Sample 


; 3 eo Most versatile of all vinyl upholstery 
ee materials. Colovin can be styled in any 
agin ew ae wa texture and color under the sun. Colovin 


oer: exrzP> Munster, sampled here life-size, has the 
base neti authentic look and feel of fine Irish linen 





aS eee beautiful example of why decorators 
moe > 8 Srapnes ° = traditionally specify Colovin for high style 


in viny! elastic fabrics. If you’re looking 
str tt esc enme canes for fresh design ideas, wire us for samples 


fale en Re we ree. of the complete Colovin line 
(Atm -~ oases “r 
oie & ee oe - R 
crept staan. so; COLOVIN 
tm Gok Soy ane ° 
ne Me Ae ears + VINY pH LSTERY 
Sane sho, yD al 
~~ -Shuhehe 100% COLUMBUS COATED FABRICS CORP. 
. eo rene COLUMBUS 16, OHIO 
a an ~~ 
~ ar -@ asaoe. aoe 
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Stebeco 


| 
[U] fired Cases, School! Binders, 
and Note Books 


LOOKS like leather FEELS like leather OUTWEARS leather 5 to 1 
UNCONDITIONALLY Guaranteed 5 Years! 





Cash in on that expanding Student Market. Get those profit dollars rolling in YOUR 
way! Feature and display STEBCO’s complete School Line. Hard-hitting, national 
advertising, plus newspaper mats and eye-catching point-of-purchase Merchandise 
Displays. 

Remember, STEBCO is “Tops for Class,” so put yourself in the “Student Selling 
Circle” with Stebco. Write for full color '59 Catalog and details. 





STEIN BROS. MFG. CO., 1401 Jackson Bivd., Chicago 7, Ill. 


Over 40 years of superior quality and experience . 
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e yard or by the block 
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Library Shelving 


— 


Right now — right in your locality — someone may be looking 
for library shelving. It may be a prospect for only a “yard” 





(one 36” wide unit) — or an entire “block” or battery of units. 
So be prepared to make every possible sale, large and small, 
with Borroughs’ nationally popular library shelving — the 
shelving that makes quick sales and good profits. Available 





in single or double face, open or closed back units, 42”, 84”, 
90” high — 36” wide — 914" deep inside. Sliding shelves ad- 
justable on 34” centers without bolting. And you’ve only heard 
the beginning! . . write for all the facts today. 


Sliding Book Stop, which can easily be 
moved to any desired position, is an 
optional feature for library shelving 
or bookcase. 


send for catalog 


f 


Borroughs Library Shelving installation at 
Concordia Senior College, Fort Wayne, In- 
diana, comprises a total of 350 standard and 
special units, or one-fifth of a mile of shelv- 
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ing. The installation was sold through the 
Gilbert A. Force Co. of Chicago. 
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8 Oo x4 g © U G tH Ss MANUFACTURING COMPANY 


Oo F K A L A MA A Z re) oO A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3004 NORTH BURDICK ST. amp KALAMAZOO, MICHIGAN 
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Ball pens here, there 
and everywhere— but 
the big news for Sta- 
tioners is STENOSTIK 
companion to ERASERSTIK 
which has captured a 
substantial slice of the mar 
ket because it is especially 
designed for Secretaries. 


—_ 





STENOSTIK’S long, tapered i 
finger grip is the exclusive fea- Fj 
ture that reduces finger fatigue i 
and enables a girl to take dicta- 4 i 





tion by the hour with comfort. Its ‘SS x 
full, pen-length blue-ink cartridge ete 

Tens of thousands of girls * 
ERASERSTIK fans, 


outwears 7—yes 7--lead pencils. 
have exte leda | 

warm welcome to STENOST!* A fine | 

nany of ij 


staunch 


instrument!"" is how 


AW Faser STENOSTix The 


writing 
them describe this white, gold and blue \ 
beauty. 

Handsomely packaged STENOSTIKS come 


4 


in an easy-to-sell box of 3, 24 boxes toa half 


gross self-display carton. If you want a new 
/iCK—order 


and happy source of profits 
STENOSTIK! 





A.W. FABER-CASTELL 


PENCIL CO. INC. NEWARK 3_N. J 
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Pen, Pencil Makers 
Re-Elect All Officers 


York City on February $5 


At its annual meeting in New 


the membership of the old Fountain Pen & Mechanical 
Pencil Manufacturers Association voted to change the orga- 
nization’s mame and to retain the same slate of officers 
The group beginning July 1 will be known Pen & 
Pencil Manufacturers Association 

Unanimously re-elected for another term in office were 


Charles K. Lovejoy, Scripto, Inc., president; George Bartol, 


III, C. Howard Hunt Pen Co., vice-president; Irving T. 
Willard, L. C. Van Valkenburg Co., treasurer; and W. 
Clarke S. Mays, Jr., Mays Manufacturing Co., Inc., secretary. 

George Bartol, who conducted afternoon meeting 
introduced Charles L. Mortensen, general inager of 





Charles K. Lovejoy, president, and George Bartol, III, vice- 
president, of the newly named Pen & Pencil Manufacturers 
Association, listen to Charles L. Mortensen, general man- 
ager of the NSOEA, at the annual PPMA meeting 


NSOEA. Mortensen prefaced his remarks with some inter- 
esting and humorous observations of his experiences at the 
NSOEA convention last year in Chicago. In his short ac- 
with this industry he was especially intrigued 
pattern which 
rise to a 

utive 


quaintance 
by the continually-changing 
introduces new challenging problems and gives 
for training at both the 


merchandising 


2reater need Saies and 


levels 


He sketched in brief manner some of the ways NSOEA 
was serving its membership. He expressed a conviction that 
the industry had a big public relations job to do to create 
the in the minds of the publi 


right image 


Charles Lovejoy, presenting the president's report, traced 


briefly the development and growth of the pen and ball 
point. He recited figures to prove his contention that com- 
panies must produce change or fail from the lack of it 
Problems are the springboard from which we have pro- 


duced growth,” he said. 


The work the Association was performing in the endeavor 


to repeal the excise tax on fountain pens was bearing fruit 
he stated. Particularly did he emphasize the fact that the 
Association is recognized by government as a qualified 


spokesman for the industry. In closing Mr. Lovejoy ex- 
sressed his sincere thanks for the cooperation of all the 
membership 
Dallas Firm Appoints Manager 
DALLAS, TEX 
The Texas Office Furniture Co., has announced the ap- 
pointment of Bill J. Chenault as store manager in Dallas 
In his new position, he is in charge of office supplies mar- 
Keting an inside sales of furniture In tnis nnection the 
pany also announced the appointment Roy White as 


assistant to Mr. Chenault 
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Mr. Dealer, your t 
Envelope is SHOWING... But 










Is it | 
Showing | 
NOTHING | 
—like this 














UPPER 


MIC : 
OWEST's LARGEST 


& MOsT ¢ 
-OMPLETE OFFice EQuiPpme 
NT FiRM 


or is if 
: on > SELLING- 
eo. cumone Set |) 





Here's how the 
problem of 
presenting 8 
departments was 
solved for 
Farnham's, 
Minneapolis 





— | ___ departments 
vou 





As a stationer, you specialize in envelope sales, but is your own business en- 
velope doing the job it can do for you? An average of NINE people see every 
envelope you mail—here is FREE advertising space to make customers aware 
of services and products you offer (using this space, one dealer sold in three 
months what he had previously sold in one year of a certain product). You, too, 
can create positive action, sell MORE, and build prestige with this FREE 
space you are sending out daily. 


QUALITY PARK FULLBACK ENVELOPES WILL DO IT 


‘ Quolity Park, winner of Envelope Institute of America 
And here's what awards for envelope design, will create a fullback envelope 

. idea for you. Instead of the usual $30.00 sketch charge, 
we wi// do for YOU... you will be invoiced only $15.00 . . . but that’s not all. When 
you approve the design and order your envelope from 
Quality Park, you will receive full credit for the $15.00. 
Fair enough? Then return the coupon attached to your letter- 
head and tell us what departments or products you wish 
to feature. 









FULLBACK 
t customers see your os 
pre ve they will recogmze 
> ° ; 
aia an envelop 


will 
o specialist yo 
e envelopes -- 









thon * nquiries obovut creativ Use the coupon gf Pe ee ec eesesseseses sesessesesssssssssssan 
receive ! . mORE envelope® ol offer to 

you will se rk's speci’ . . , 

Yow AY for Quality POM idea for YX Clip and mai/ this coupon to 

one o FULLBACK nvr” 


develop © Quality Park Envelope Co. 


St. Paul, Minn. 


So/d through Dea/ers Only Submit Fullback envelope idea covering information on 
attached letterhead and invoice us $15.00 (this amount to 


be credited to our envelope order when approved). Quote 


pRK p! 
UALITY PARK .° £ * 
f, oO complete cost on Fullback envelopes, size 


4 
A ae re) 
> c 
= ¢ 
id Oo 
© > ° 
o . Nome ‘ ante So 
f ffice & Factory, 2520 Como Ave., St. Paul 8, Minnesota 
9g0 Office & Warehouse, 564 W. Monroe St.. Chicago 6. Ilhnots 
West Coast Office & Warehouse, 837 Traction Ave.. Los Angeles 13, Calif 
ffice & Warehouse, 2150 Irving Bivd.. Dallas, Texas Address 
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PEAK EFFICIENCY 


| For the “Up-to-date” 
and the “Up-dated” office... 





P.E.C. keeps pace 


with modern office methods 


DUO-MATIC 
POSTING TRAYS 
AND STANDS 


PORTA-MATIC 
POSTING TRAYS, 
AND STANDS 


THT-O-MATIC 
TRAYS 
For Register Forms) 


V-MATIC TRAYS 
(Smal! Capacity 
Contoiners) 


HANDI-MATIC TRAYS 
(Fer writing boord end 
machine excounting rec- 
eords reqviring smell 
Capacity conteiners.) 


ALSO POSTING BOXES, SPECIAL SIZE 
TRAYS AND STANDS, AND INDEXES. 
Ask for complete information on 

sizes and prices 





M-L MEAD-LEE Associates 
SOLE DISTRIBUTORS FOR 


POSTING EQUIPMENT Grecratiox 
1721 Elmwood Ave., Buffalo 7, N. Y 

















3rd District Notes 


JIM COSTELLO, Correspondent 
5 Nanlyn Ave., Sellersville, Pa. 





Althou ome of the older fellows might not lik 
i it it, as some of us younger boys were only toddles 
then, Penn-Mar-Va as a club this year lebrates its 30th ar 
niversary. It is the oldest travelin b in the stationery in 
sti Wit these facts in mind, won't you fellows carry 
Penn-Mar-Va applications with ys and sign up the me 
n ing into the 3rd reg 


You boys traveling up in Nittany Lion int be sure 

mn in and see the very beautiful building that Keeler’s 

I Uni ty Book Store has t and v nto as 
February in State College. Pa 


Ti : vay of standing st tor no on ind so it 1s 
hat Ralph Henriques and Earl Prentsel of Bat Mfe. Cc 
Swinglin Inc. respectively eached that plateau 
ife of retirement 
Earl retired effective Decemb 1958, an Ralph 1 
n April 1. Both these fellows have endeared then 
lves to both their customers, a1 traveling friends alik 
It is our heartfelt wish, that they bot ontinue to enjoy the 
vondertul success in retirement that is theirs in business 
Good k, health, and happiness t th ot 
Underst that two of our ! t distinguis t 
Penn-Mar-Va became so engros in discussion up in 
ir roo! that they completely issed tl W ashingtor 
Stationer banquet What a discussion that 1st been 


Our industry lost a true friend on 1ary vitl 
ssin f E. W. Curry. “E. W is he was affectionately 


rounder and pt! I tort 
the midst of the pressior in has sin 
risen to become one of the truly it statior ous in 
A ri E. W. Curry Co., of Pittsburgh, I 
wx xktend oul deepest sympati § to ni fa tr 
We of Penn-Mar-V ave | 
Ri ond Office Supply Co., R nd, V 
34th anniversary On February 1 Congrat is to Joe 
Kempton, a New Yorker who start out | ng type 
t in Richmond, and liked it so mucl t 
Che Old Dominion 
I Washineton Stationers Banquet came off in hne tf 
February 5. A bouquet of to Jim Pine and Karl 


Koops for their effort in headin the Penn-Mar-Va cock 
t t the dinner 


Amor those seen at the dinner was tl ne Mary 
Sutherland. Mary is president Ri St net 
eutenant governor of tl Third R 
Speakin tf banquets, dont forg tl Balti Statior 
rs’ banquet on May 7. It will f 1 at tl Alcazar Club 
Mak reservations now, at $6.00 per ith Richard 

Widmeyer 
Perle Covey idnt win tl hrst prize ot trip to Cal: 
Eberhard Faber t t for thei an I 
t \ idnt have done too Da 5s 1s f ul 
( | [ ial that he < . 


ust Op . 2 

( ge | Bethesda 
| M intaineers of ti [ ty \ t Virgin 
A utinizi f Penn-Mar-\ 


Joe Wardman, Bob Hanover 
Dick Paulson, and Pelham Valentine gay tl ree! 
are now NCAA t y be 


() s ‘ rr ¢a ( it 
av the snow t f 

start to plan to attend the regional ynvention. This year 
June 22 and 23 atG n Hall near Reading, Pa 
According to the latest reports. this year's goings-on will 
he ball at Vireir Bea¢ N ain I say 
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UNGROUND 
BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 
1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 













able where quiet operation is desired. 


Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S.A. 


ASSOCIATED Kilian Manufacturing Corp. 
COMPANIES: (Canada), Ltd. Kilian Steel Ball Corporation 
90 Queen Elizabeth Blvd. Toronto 14, Ont. 100 Wellington St., Hartford, Conn 





7 Mn. and Ms. Edward CE Uarmon 
‘ if end « } ma ‘ KX, fe Pd “4h. A Wowk ™ 


OM. end hua. PZom GK B 





Me. and Mrs. George R Weryf 


let a pretty face stimulate sales for you! 


Mr. and Mrs. Chowas Barry Xichsls 


trom the Flower Wedding Line a 
most wae faces of the ee 
by regen. see nat 


joined letters in exciusive new scr 
sharper, more legible letters superior craftsma 


Flower Wedding Line Catalog teatures a 
selection of ali the most asked-for styles! F tpaid shipment witt tw 


addres Ss your request ¢ my ur busine etter 


REGENCY > ae 


also commercial announcements and business cards 
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What WESCO Files mean to... 
the 


















QUICK SALES 
REPEAT SALES 
MAXIMUM PROFITS 


Cutaway illustrates 
WESCO’S exclusive 
interlock welded 
joint construction .. . 
completely eliminates 
side sway. 


Sturdy construction, moderate price create 
built-in sales appeal! Sell! the line that 
sells with ease... SELL WESCO! Witha 
size, finish and price to meet every cus- 
tomer’s demand... we invite you to check 
the WESCO line of fine office furniture. 


ESTERN MIG Co = 





DESKS FILES CREDENZAS O TELEPHONE CABINETS 
. - = these 





AURORA. ILL. 


b—4y4 


WESTERN MANUFACTURING COMPANY 


Aurora, Iilinois 


TABLES BOOKCASES 
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don't procrastinate, get your reservations in for this year's 
“Regional of Regionals”. 

A familiar face is that of the new general manager of 
Whitney's, 38 Garrett Road, Upper Darby, Pa. The face be- 
longs to Ed Griffing, long-time member of the industry, who 
was formerly with A. Pomerantz & Co., and Marx Stationery 
and Printing Co., both of Philadelphia. Best wishes to you 
in your new undertaking, Ed. 

Henry McNease, The Carter's Ink Co. salesman from 
Lynchburg, Va., died of a heart attack in February while on 
a trip into Tennessee. Henry was a member of Carter's 
Quarter Century Club, having been with the firm almost 30 
years 

Southern Stamp & Stationery Co., Richmond, Va. is re- 
modeling the store. Included in the works is a new store 
front. Sam Rosendorf will continue to have as his address the 
most eye-Stopping one in the industry, 00 Broad St 

Mrs. Florence Jones, president of Virginia Stationery Co., 
has just returned from attending the NSOEA Seminar in 
Houston, Tex 

The travelers and this industry lost a wonderful friend 
when James D. Carter, president of Norfolk Staty. Co., Nor- 
folk, Va., died on January 8, 1959, at age 44 from a heart 
condition. Friends and admirers crowded the yard and side 
walks in sub-freezing temperature outside a full church to 
pay last tribute to a wonderful guy. Travelers attending the 
funeral were Joe Wardman, Maxton Lee, Perle Covey, Pel- 
ham Valentine and Ralph Whitaker. Jimmy's wife, Miriam, 
takes over as president and Eddie Wolfe as buyer and store 
manager of this 54-year-old firm. 

George's Stationery, York, Pa., has undergone a complete 
remodeling. George has also added an addition to his pres 
ent building, giving him twice the floor space he previously 
had. The only thing you fellows will recognize is George, as 
everything else has changed. 

Kenney Livesburg, outside salesman for Pifer Stationery 
Co., Winchester, Va., has left this job and also sold his 
store in Front Royal, Va., to Mr. & Mrs. Marvin Stickley, 
who will operate it as Stickley’s Stationery & Office Supply 
Co. at the same location. 

By the time you read this, the last strains of “Dixie” will 
have long since faded, but the Richmond Stationers’ banquet 
as usual was a wonderful success. For good food, fellowship 
and hospitality, it takes a great deal to surpass this yearly 
affair 

Your writer, Ed St. George, and Taylor Kellogg bumped 
into each other in Johnstown, Pa., and took in a local ice 
hockey game. It was Kellogg's first look at this sport, and 
as this is written, the sport has been set back 20 years 

Remember, without the stationery industry, industry be 
comes stationary 


Till we meet again next month, so long 


Another Kendall's, Inc., Installation . . . 





Kendall’s, Inc., Stockton, Calif., stationers, recently com- 
pleted this installation for the California Pacific Title Co 
Among the 33 units were Steelcase metal desks, angle 
units and secretarial units, and General Fireproofing alu- 
minum chairs 
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There 
are 
lightweights 
...and 
lightweights 
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That’s why leading Stationers stock all # grades of 
EATON’S BERKSHIRE ONION SKIN PAPERS 


Users of typewriter paper look for many different fea- 





SELL ALL 7 
LIGHTWEIGHT CHAMPIONS 


tures in Onion Skin papers. Permanence ... multi-copy 
legibility... quality appearance ...ease of handling... 
FOR MAXIMUM COPIES 
(up to 20 clear copies), 
recommend these 
Berkshire Onion 
Skins: Parchment, 
| 7¥2 Ib. Glazed Fin- 
ish; Berkshire 
more reorder business. Ask us for the new Statement |} Onion Skin, 8 Ib. 
Glazed Finish; 
Eminence, 7 Ib. 
for Eaton’s lightweight champions! Smooth Finish. 


economy, to mention only a few. 


Eaton gives you 7 different kinds of Onion Skin paper, in | 
grades, weights and finishes to satisfy every customer... 


completely! These satisfied customers are the basis of 


Enclosure you can use to bring customers to your store 


FOR GREATEST PERMANENCE, recommend these Berkshire Onion 


an ———<_ Ss? i . +. | | i 
The entire Eaton’s Berkshire Typewriter Paper line i Skins: Parchment or Linen (100% Cotton Fibre); Berkshire Onion 





built around this sound satisfy-your-customers concept. | Skin (75% Cotton Fibre). 
There’s a correct paper for every business use. See for WHERE COST IS A FACTOR, recommend these moderately priced 
vourself. Write Mr. L. G. Morris, Sales Manager, for | 25% Cotton Fibre Berkshire Onion Skins: Corrasable, Diamond 
; | White, Souvenir. For maximum economy, recommend Cascade 
samples and complete details of this profitable, most- | Super-White. 
i 
in-demand-brand . . . Eaton’s Berkshire Onion Skins. * — a aeseesehiesahisieeineniiasaaln 








~ se ar ay a 4 Berkshire 5 
Ky \ 4 d IN = 7 4 Typewriter Papers 


— 





EATON PAPER CORPORATION, PITTSFIELD, MASSACHUSETTS + Showrooms: NEW YORK, 475 Fifth Avenue * CHICAGO, 6 North Michigan Avenue 
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New design. o 


NEW LOW PRICE! 





HAS ALL THE QUALITY 
FEATURES OF STANDS 
COSTING MUCH MORE! 


® Comes in DECORATOR COLOR: 






—2-tone brown tone ar 
@ Large, 2!/,"" non-marking rubt 
casters with NOISESTOPPER‘ 





@ Sturdy, |I-inch tubular st ec 

© Wings sna; to > 
down posit 

@ Shipped knocked-dowr 









assembled—just 8 bolt 
®@ Can be shipped parce 
—weighs just [8 |k 





WRITE TODAY FOR CATALOG 
SHEET AND YOUR COST! 


of... 


2323 Ellis ficwee 3. Paul 14, Minnesota 






“ey 
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4th District Notes 


R. E. HILBURN, correspondent 
P.O. Box 2935, Greensboro, N.C. 





Williams Office Equipment Co 
Fayetteville, N.C in business just 
about a year now has already had to 
expand. The store next door b 

juloos available so Williams has taken ove: 
rF th the rear 30 x 70 feet and made it into 
/s ast a very fine warehouse. The added 


came 


space gave them more room in the 
original store which was getting a bit 
YY crowded. The two Williamses, Lamar 
and Thurmond, ably assisted by thei: 
general managers’ Susan and Henri- 
etta who alternate mornings and afternoons in the store, ar« 
lefinitely on the move. 

Don't have much on this but Hodgkinson’s, Athens, Ga 
has just completely re-done its store in Bulman fixtures. We 
will no doubt be seeing pictures in the trade journals later 
on. Athens is growing fast and evidently Frank is seeing 
to it that Hodgkinson’s keeps the pace 

Got another Williams on the move too. This one is J. 
Howard Williams, 107 N. Main Street, Monroe, N.C. H 
has remodeled the store from the front to the rear. New 
picture windows out front, new floor, new lighting, new 
decor, and to complete the picture, custom fixtures. Howard 
has had trouble taking enough time off from winning rib- 
bons with his prize beagle hounds to get this done but now 


that he has made the move the result is spectaculat 


Knight Bros., Inc., Sumter, §.C. is now under new man 
igement and a new owner. Owner is William J. Snow and 
is D. T. Jennings, who will also fill the 


the new manag 
buyer's chair. So—you traveling boys had better change 
your records pronto 

Still another expansion of note is that of Watkins Book 


Store, Winston Salem, N.C. The firm has moved to its new 


iddress at 124 N Trade Street, a completely remodeled 


building. The new job includes air conditioning, custom pen 
and card cases, two modern office displays downstairs and 
others on the second floor. Some new Bulman fixtures are 
to go downstairs and, along with the latest in lighting and 
decor, Watkins will have one of the show places in the 


South. Formal opening was to be about March 1 but at this 


writing I haven't been notified 


[wo brand new stores have cor into bein ring 
February, too. Darlington Office Supply Co., E. Publi 
Square, Darlington, §.C. had its formal opening on Febru 


y 14. They have a small, but very modern, store smack in 
the middle of things and, as the two partners, Tom Harris 


f things business-wise¢ 


ind Jack Frierson are in the middle « 


they should do well. The store is managed by Miss Sara 
Williamson, whe doubles on the offset printing press. SI 

s quite a versatile girl as you will note on your first call 
Being endowed with more than her share of g looks 


von't hurt anything either 


The other new store is Lexington Printing & Off: Su 
ply Ce In 538-540 N. Main Street, Lexington, N.( 
Bruce Cope is the manager-buyer. He has a nice little stor 
with plently of room for expansion. The printing plant is 
the principal operation but plans call for expanding th 
office supply section continuously, taking on more space as 
needed. The firm opened for business on February 1 and 
onsidering that they started off from scratch, took off lik 


a jet plane 


Frank Hodgkinson’s new store in Athens, Georgia wasn't 
the only addition he had during February. His daughter 
Linda Lea gave him a new son-in-law. She was married on 
February 27 and then took off for Europe for a honeymoon 


. 


Now that is what I call doing things righ 
H. E. Bourne, owner of Bourne’s Conway, S.¢ suffered 
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H. B. 
Hordboiled Buyer 


““Give me one good reason 


why I should sell Webster’s New World Dictionary instead of the others. 


W.S.: That's easy. Your customers get 
greater value ... you get greater 
profits. 


H.B.: Spell that out. 


W.S.: Webster's New World Dictionary 
is newest, biggest. 10,000 more 
entries than the nearest compet- 
ing dictionary — 142,000 in all. 
Nearly 300 more pages — 1,760, 
count ’em. More than 3,100 terms 
illustrated. It’s a bigger book — 
6% x 9%. Stronger binding. Dis- 
play it alongside any other desk 
dictionary and watch it outsell 
all competition. 


H.B.: What's this “greater profit” bit? 


W.S.:On orders for as few as 5 copies 
you get 40% discount. 41% on 
25, 42% on 50, 43% on 100, and 
so on. Bigger order, bigger dis- 
count. Bigger profit any way you 
figure it. 

H.B.: Uh-huh. Give me some more rea- 
sons 

W.S.: Webster's New World is “the ex- 
perts’ dictionary” — used and 


recommended by James Thur- 
ber, Sean O’Casey, Mark Van 
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Doren, Clifton Fadiman, Alfred 
Kazin, Stuart Chase, Robert 
Hillyer, Erle Stanley Gardner 
and scads of other famous writ- 
ers. 


H.B.: Eggheads! 


W.S.: Sure, Webster's New World Dic- 
tionary defines “egghead.” The 
entries are really up-to-date. All 
the definitions are brand new .. . 
written from scratch . . . in mod- 
ern language. It’s the first truly 
new dictionary in more than 


three decades. That's why up- 
and-coming business houses pre- 
fer it. 


i 


©OLLFG; EDs7 


— 





H.B.: No kidding. 


W.S.: And it’s officially approved at 
more than 1,000 universities in 
the United States and Canada. 


H.B.: Any more reasons? 


W.S&.:Got a million of ‘em! All the 
people (and there are consider- 
ably more than a million) who've 
bought Webster's New World 
Dictionary and wouldn't trade it 
for any other. 


H.B.; O.K. I'll take 5. 


W.S.;: Take 10 and I'll send you a bonus 
copy free.* 








* On all NEW accounts they 
open, World Salesmen are au- 
thorized to make a SPECIAL 
INTRODUCTORY OFFER of 
11 copies at the price of 10 — 
that’s one FREE copy for every 
10 ordered. If you'd like a 
World Salesman to call, just 
drop a post card to Sales Man- 
ager, The World Publishing 
Company, 2231 West 110th 
Street, Cleveland 2, Ohio. 
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NTE CLEAN CHANGE™ 


COP I-MATE “now offers 


a complete 
= merchandising package : 


3 POINT PROGRAM 


. for BIGGER and FASTER TYPE- 
) WRITER RIBBON PROFITS and reduces 


high inventories. 
COPI-MATE Double Pack ... The only rib- 
e bons available with a DOUBLE SPOOL PAT- 
ENTED ““CLEAN CHANGE" package in a se- 
ries of 12 packs. One of the 12 packs will 
fit any standard, manual, electric and all 
portable typewriters, imported and domestic. 


COUNTER DISPLAY — RIBBON SELECTOR 
e CHART and FREE SALES LITERATURE 

A sure fire counter display (illustrated) con- 

taining complete ribbon inventory and sales 

aids. Display near cash register for quick 

impulse sales. 


COMPLETE LINE ... Leedal! has a complete 
e line of COPI-MATE PATENTED “CLEAN 
CHANGE" typewriter ribbons, COPI-MATE 
non-curl carbon papers and duplicating sup- 
plies. Carry the COPI-MATE PATENTED 
“CLEAN CHANGE" line and you won't 
miss a sale. 
Dealers: Write for complete catalog and 
price lists. 


LEEDALL products mfg. co., ine. 





MILLTOWN, 
# COPYRIGHT 1957 BY LEEDA PROC 
INKED RIBBONS «- CARBON PAPERS - 
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NEW 


TS MF 


JERSEY 
DUPLICATING SUPPIES 


ttack the first of the tv t 
later was sti nfiined to his bed. A n tl i 
s necessary. Although he ts coming a fine f 
S taking n wes and 1s just now I lk 
teps | y. Being an accountant t st 
K w st p ib How 
I ” 2g cr iins ) Els 
ne 
Kenneth Harley, owner of Business | nent ¢ 
berton, N.C tather on J He 
art tt kK [ ingk Mis mid 
i 1 the f D Ly 
I ol at i 2 \ 
H k le Kenn up 
Harry Tehan, IIl, writes in that W 
tip an gu \ it if was His wife, Pat, t . 
n January 28 to { hi “ 
first youngurt oy. Weighing in at 7 inds tl > 
m Michael Patrick so there must Irishma 
somewhere. Gu that makes him a “Tar heel” Iri i 
Harry akes his home in Raleigh. ¢ lation in 
Ki ] » keep me infor ! 
Bob Mann, at Shoemaker's, W gton, N.( 
t c son number twe Chis ti ? 
Grace decid t y had better hav i Junior’ s 
it, Robert N., Jr. Their first s Dick, i y 
id tl new arrival missed but t VS ¢ 1Z 





rthd January 
Bump to Granpa Tidwell, that’s Carl Tidwell, Sr., t 
uninf in Greensboro and t 
on ni as just racked up 1 
n thi iths ago. That makes a t t tour boys and 
two gir and broth that takes I's ) 
Carl, but I know ’ m tl 
1 beat and that is Bob Cameron, Jackson 
I H ntly announced nut ven. W will 
race up to y The .Tidw i ¢ 
Atlanta plently of new f nis 2 
inch stores sho 
Jimmy Ray t his salesmen, George Howard, 
or hono Raleig Jay 
tn Bo [ i & 
. en if 1 if 
I gh Offi Sup} 
vh PI 
i Pg i 
] Ss ( nb 
Nn | cy i ( 1 ¢ 
il. Our § 
Charlie Alma now enjoying t f be 
in t new ir number t Jimmy Wilson 
Don't off fe in ther be 
get t right now 
J. E. Malone, vner of Malone Off Eq ( 
Columbus, ( vent them one bett N ti 
( s w ve s R l R ) 
( Wi " i bus. I wt 
M“ 
t I 
} Ss WI [ tn ] 
rvation e Americana, B H ir, Mi Beact 
i i R gis \ | b on We May 
if Caribbean Roon \ rmal 
Wi ncing on We 1g 
b ake your plans g X a 
rer. Convention 
kK i week aft 
lik t x fin 


OA-4/59 




























































































‘e 






































——_* = 





—/LeL 


Y Imperial 


a bold new concept in desk engineering 
combining wood, stee/ and plastic! 


It's new... it’s exciting... it’s “‘Predicta’’ by Imperial! For the first time, here is 
a truly ‘“‘engineered’’ desk which combines the best use of wood, steel and solid molded 
plastic—each in its most practical application. 

@ the strength and rigidity of STEEL in its framing members 

@ the practical efficiency of WOOD for drawers 

@ the enduring beauty and indestructibility of PLASTIC for drawer fronts, side 


panels and tops. 


Other features of the new ‘‘Predicta” group: interchangeable drawers, three-point 
drawer suspension using self-lubricating bearings to reduce friction of sliding parts, 


and extreme flexibility in adaptation to individual use and space requirements. 
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Destined to create nationwide sales excitement. ‘‘Predicta’’ by Imperial opens up 
a whole new world of office planning through new efficiency arrangements for the general 


office as well as executive areas. 


SEE SPrredicla— BY IMPERIAL AT THE N.O.F.A. SHOW! 


BOOTHS C 320-21 


Imperial desk company 


evansville 7, indiana 
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ee meee 


STOP! 


LOOK! 


SELLI 


America’s most complete line of . . . 


e@ DRAWING SETS 


e DRAFTING MATERIALS 


e@ DRAFTING INSTRUMENTS e DRAWING EQUIPMENT 


e DESIGNING AIDS 


e MEASURING DEVICES 


EARN UP TO 50% PROFITS 


Here’s QUALITY merchandise for engineers, draftsmen, 
architects, designers, students, etc. . . . at DOWN-TO- 
EARTH PRICES! Line-up with Alvin 
sure-fire traffic and profit builders. 


No. 5013D - FREE Counter Display, 
with 12 Alvin Mechanical Lead Holders 
Pocket size, featherweight-push but- 
ton design with finger-tip control. A 
real sales stimulator ! 

Retail price:......... 
Sree 
oe Se eee 


No. 5012D - FREE Counter Display 
contains 12 lead holders H, 2H and 
4H having 2 ec. with clip ond 2 ec 
w/o clip of ea. A traffic stopper 


sales stimulating, 


No. 5000D - FREE Counter Display 
with 12 Alvin Precision Lead Pointers. 
Four knife-edge blades- assures a per- 
fect true point every time. A sure bus- 
iness builder! 


No. 5018D FREE Counter Display 
with 24 tubes of refill leads. 12 leads 
to ao tube. A choice top grade refill 
drawing lead of superior quality and 
strength. A real sales leader. 

Retail price: $19.00 
Your cost: . 11.40 
Your profit: ..-7,60 


THE ABOVE DISPLAYS ARE SUBJECT TO A 40% DISCOUNT. AN ADDI- 
TIONAL 10% WITH EVERY ORDER OF 3 ASSORTED DISPLAYS. 


FREE! 


GIANT - NEW 
ALVIN 
CATALOG 


84 pages — fully illustrated showing Alvin's 
complete line. 1001 quality items at the right 
price. Orders promptly filled. Also on idea! 


sales tool. 


“QUALITY AT THE RIGHT PRICE” 


ALVIN & COMPANY, INC. 


Windsor, Connecticut 





ALVIN & COMPANY, INC. Windsor, Connecticut 


Please send me the following items which | have checked below. 


O FREE 84 Page Cotalog 


FREE foider showing Alvin's complete line of 


Soles Aids 


©) No. 50130 1 Ne, 5000D 


No. 5012D No. 5018D 


© Information on FREE imprinted envelope stuffers on above items 


Title 








Company 


Address 





City 


Zone 





State 
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of it. Genuine Hawaiian shirts will be available from one 
of the dealers close by and should any of the ladies be 
grass skirt’’ minded I feel sure they can be obtained, too 
They will add greatly to your enjoyment at the Travelers 
party to be held on Friday from 9 to 12 P.M. Better practice 
up on your “hula” too as I understand the competition will 
be keen. The Travelers’ meeting will be held on Thursday 
afternoon at 2 P.M., so please do not make any plans for 
that afternoon. All others will be open. Its going to be a 
wonderful convention and everybody will have a great time 
Hope to see you there. 


Unless you news gatherers get on the ball and start send- 
ing in some news items, this job of writin’ the column will 
be open. Give it some thought. I picked up few items by 
bumping into a couple of the boys, but other than that not 
a single item came in via the mail. Now that is what I call 
hitting rock bottom and something that will have to be cor- 
rected but soon. So how about it boys? I'm laying it on the 
line. Just get ‘em to me so that I have them in my hands by 
the last week-end of the month 


Burroughs Celebrates First Sales Year 
Of Nu-Kote Carbon Paper 


In celebration of Nu-Kote carbon paper's first sales yeas 


company says it was a big one—the Burroughs 


and the 
Corp. launched a gigantic February-March birthday promo 
tion to help dealers increase their sales 

An attractively designed packet helped 
the carbon paper to the customer. It 


dealers introduce 


contained birthday 





Cee mes tet et eee 






x 


Dick Maurer, dealer sales manager, (left), Jack Suydam 
assistant manager (seated), and Paul Cook of dealer adver- 
tising department discuss anniversary promotional mate 
rials that helpe spur dealer sale f Burroughs Nu-Kote 


carbon paper 
at brochut nvelope stuffers, order cards, win v dis 
pla pl invoice stickers an badg I kit 
Ss provi f vith each dealer f 
[he promotion was the brainsto: Dick Maurer, ules 
sales manager, Jack Suydam, assistant nag ind Paul 
Cook, « rt advertising depart nt 
Maurer reports that dealer reception to th 
so great that within the first week, t ompany to rus 
print additional copies of the birthday 


Lewis Buys Flexible File Co. 


The Flexible File Co., Fremont, Ohio, has b t 
the Lew Co Toledo G. I Augsbacl and Ass lates 
Toled anagement consultant firs ll ope: plant 
Dwight A. Frazier, spokesman for Augsbach, said the firm 
plann xpand production and double the present e1 
ployment of 25 workers. Mr. and Mrs. Norman Fulton 
the for r owners of the frm whicl akes various cutlery 
including letter openers, files and shears. It has been in of 
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re Iden Streak 
— 


SPIRIT DUPLICATOR 





























WITH THE MOST 
ADVANCED FEATURES IN 
SPIRIT DUPLICATORS 


Clean, sharp copies without 
ink, gelatin, type or ribbons. 
Puts the speed and efficiency 
of an al/ electric operation 

in your hands at a lower 
cost than you would imagine. 


$299.50 


plus F. E. T. 


EXCLUSIVE TELL-TALE 
SIGNAL LIGHT 





Golden Streak automatically 
shuts off after /ast sheet is 
duplicated. Tell-Tale Signa/ 
indicates current is still 
flowing--lifting control knob 
shuts off current, stops fluid 
flow and releases roller pres- 


sure in one single operation. 


For full details on our complete line of Spirit and Stencil 
Duplicators and Supplies, Write Dept. OA-16 


\ 4 copy -rite py 


WOLBER DUPLICATOR 
AND SUPPLY 


1201 West Cortland Street * Chicago 14, Illinois 
Redwood, Calif. * Brooklyn, New York 





OA—4/59 149 












. |) Fasteners 


- 4 2 
apel | 
J 


irge Variety of Sizes and Styles 


Noesting considers QUALITY 


is of tirst importance. 


STING PIN TICKET CO., INC. 
i36th Street, New York, N. Y. 





2 Lifetime Steel 


haat aqublel= 
Roll File -=So- 


4 


low-cost— 
space-saving | 





Rolled drawings, maps, plans, 
blueprints, etc. stay cleaner, sater 
easier to find in +} 











“ >. CAVING tabktihea + 
moorry space-saving S 
Pett Available with k 
eee eee MN i-w mare Fil a 
Poesy |S" Sque i 
peeeer 36 2-44" Ste Rime 








4.3," T 


Tubes or 9 4-% 
‘eee Y 1D ; 


ry y ) Now in 4 lengths: 30", 36", 42", 60" 

iY Y ) Stack to any height 
Write, Wire, Phone RIGHT NOW bel f/ 
for STAKTUBE literature and — 4 


complete Stacor catalog. — 


STACOR EQUIPMENT CoO. 


309 Emmet St., Newark 5, N.J. ®@ Bigelow 2-6600 
















5th District Notes 


PAT PATTERSON, correspondent 
3710 Grosvenor Road, Cleveland 18, Ohio 





The regional convention, April 17 
18 at the Sheraton French Lick Hotel, 
in French Lick, Ind., is a must tor 
all of us, including the members of 
the industry who are non-members 
of NSOEA. In these changing times 
every member of our industry should 
leap at the chance to increase his 
profits and sales promotion. He will 
be given the tools and taught how 


to use them at this convention 


The officers and committeemen have 
set a full schedule. Registration will begin April 16. In 
the evening, an Old Fashioned Indiana Beer Party and 
Dance will be held through the courtesy of the Indiana 


Stationers 


At the business session which begins the following morn- 
ing, Chuck Patterson will discuss the “Decorating Depart- 
ment and Its Place in the Stationery Business.” John Brain, 
NSOEA president, will give an address and Charles Morten- 
ll talk on “Management Problems and Opportunities.” 
‘ifth District Travelers Club will sponsor a cocktail 


sen will 
The Fift 
party in the evening 

During the morning of April 18, “Management for Profit 
in Supplies” will be discussed by T. G. Morris, NSOEA 
Manufacturers Division vice-president. Homer Lay, NSOEA 
manager, will talk on “Managing Salesmen for Profit.” At 
noon, dealers and travelers will each hold closed sessions 
to elect officers and hear committee reports. 

Golf is planned for the afternoon, with other entertain 
ment scheduled for women and non-golfers. The Governor's 
cocktail party will precede the closing banquet. Register 
in advance and save 10%. — See you at this convention 
all youse guys and dolls of the Friendly Fifth 


M. D. Kallie, president of the Barker Printing ¢ Cleve 


land, announ the appointment of Nate Cheyfitz as direc 
tor of the firm's office supply department. We are sorry to 
hear that Elizabeth Kilgore recently spent a miserable two 
months in hospital. She had performed the duties that 
Cheyfitz has assumed. Miss Kilgore will be assistant to 
Kalli 

Don Carter, manufacturers representative, was recently 
named territory man for IDL Manufacturing Sales 
Corp 

Connie and Ralph Boone, Boone Office Supply Co., Loufs 
ville, Ky., w blessed with their first-born, Ralph Curtis, 
Jr., on Janua 1. Pat and Harry Tehan, III, did the sar 


in the person of Michael Patrick. Congratulations 


Edward J. Donohoe, beloved father of Edward, Richard 
and Frank of the J. A. Kindal Co., Cincinnati, pa away 
on | bruary ? He also leaves a ] nter seven na 
hildren and two great-grandchildren. Our cond t 
the berea 

See you all at French Lick — Bring e new ike 
Marr Makes Changes in Midwest 

D. J. Martin, manager of the Chicago Midv ritor 

Marr Duplicator Co., retired January 1 from t up! 
ating business. Arthur Letner, dealer representative fo: 
Mart 1 W. R. Montgomery, in charge of Chicago sales 
took ov representation from Mar: vering the midwest 
ern states. Both of these persons ha been with Mart 
many yea nd are now servicing Marr products under tl 
firm nat f Marr Duplicator Sales, Ir Marr has been 
represent in the Midwest for 25 y and manufactur 

stencil duplicating hines and supplies 
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Business-enginee red Gy 


Smart-looking efficiency center at 
First National Bank & Trust Co., 
Racine, Wis. Installation comprises 
Invincible'’s Modernaire desks and 
Modernettes with modular auxiliary 
units, and Modernease chairs. 


INVINCIBLE 















at work in the world of finance 


builds your office furniture sales in every market 


Wheels of commerce and industry are 
geared to the banking and credit facil- 
ities of firms like the First National Bank 
& Trust Co. of Racine. Here, as in many 
such institutions, Invincible furniture 
has a full-time schedule... enhancing 
the efficiency indispensable to office pro- 
ductivity and customer service. 
‘““Customized”’ Invincible units per- 
form brilliantly in every field of exec- 
utive, professional and general office 
activity. They have become so widely 






known and admired that Invincible 
dealers’ sales have grown continually. 

To spread the good word even further 
among your prospects, Invincible adver- 
tising continues its back-up job: pages 
and full-color spreads in Business Week 
and continuing frequent ads in the Wall 
Street Journal. Your services as the 
Invincible Man with the office plan are 
always featured—suggesting that you 
order plenty of Invincible catalogs and 
Planning Kits, and then tie-in for profit! 





VINCI BLE 


INVINCIBLE METAL FURNITURE COMPANY 
MANITOWOC, WISCONSIN 
in Canada: 1162 Caledonia Road, Toronto 10, Canada 





| 
ny 
Jor your better business Boy | 





de 
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tank ath orn nban Nia ella Sor 


YOUR BEST 
SALES POINT is a 


PERFECT 
» POINT! 






with the Time Saving 


ELECTRO POINTER 


World’s Finest Electric Pencil Sharpener 


Electro Pointer sharpens instantly 
automatically without loss of time effort and 
materials, Puts a perfect point on any size 
wooden pencil... won't “eat up” pencils like 
outmoded hand sharpeners 
often do. 


Sharpens entire stock of 
pencils in one effortless 
operation. 


Let Customers Try It 
..« They'll Buy It 





STILE-CRAFT Mfe. 
1825 MACKLIND «+ SF. LOUIS 10, MO 
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6th District Notes 





The June golf tournament of Great Lakes Travelers Club 
has definitely been set for Tuesday, June 30, at River Forest 
Country Club 


Sam Riggs and Neil Short, manufacturers’ representatives, 
are handling the details under direction of John Smythe, 
Geyer-McAllister Publications. 


[his is a fine private club, scene of GLTC tournament 
two years ago. Costs have increased, and a charge of $12.00 
a person to cover golf, dinner and prizes, will necessarily 


made 


- 


GLTC’s annua! birthday ball, held at Brookwood Coun 
try Club, was a smashing success. Attendance was more 
than 200, a new high for the organization 


Those pres nt enjoyed an evening of inner, dancing ana 


‘ 


refreshments in luxuriant country club atmospher 


Governor Bob Hedberg and Mrs. Hedberg, of Moline 


were among those present. 


Chairman Ken (3-M) Reister and his committee pro 


vided a cordial welcome for all, extending their gallantry 
to kissing the ladies, one and all. If this custom becomes 
traditional it appears that committees for the function in 
years to come will be easily obtained 

Table decorations were unusual, the creation of Estelle, 


Mrs. Ray J. Eichenlaub. 

Next year's 25th anniversary chairmen are Gerald (Weis) 
Olsen and Bill (Aigner) Silberstorf. 

Chairman Jerry (American Pad) Henningson and C 


hairman Bob (Oxford) Reynell announce that the Cog Hill 
tournament of GLTC will be held July 23 


Che illness jinx hit several of the District 6 area travelers 


and GLT¢ embers recently. A hospital casualty was the 
veteran club comptroller, Ray J. Eichenlaub, who has been 
convalescing at home following a hospital stay Like 
wise, Clarence Balliett, manufacturers’ representative, had 
a week or so at Resurrection Hospital and Hal Johnson 


of Guniver Industries went to Grant Hospital for 
checkup in March 


Homer Smith of the NSOEA Washington staff was 
welcome visitor at the March 6 GLTC meeting as was the 
veteran Reyburn eastern representative Nat Blish. 


John (Bankers Box) Fellowes reported progress in 
arrangements for the NSOEA convention in Chicago this 
fall 


Bob Cleary, manutacturers representative, has been 


appointed chairman of the pre-convention luncheon and 


will be assisted by Bob (Eaton Paper) Heck. 


Arrangements are shaping up well for District 6 con 
vention in Nippersink June 7, 8, 9. Some outstanding 
panel discussions are being arranged and this will be a 
session that dealers will not wish to miss. The first panel 
discussion will be held on Sunday afternoon Spe aker 


for the banquet will be John (Quality Park) Christiansen. 


Rus Ragan Announces New Offices 
After occupying offices at 333 N. Michigan Ave., Chicag: 
or the past 15 years, Rus Ragatu announces that his Ameri 


r 
can Pad & Paper Co. quarters will be in the Kemper Build 
ing tormerly known as Civic Opera Building, 20 N. Wacker 
Drive. The move will be made Apri 

The old telephone number, DEarborn 2-163 will 
retaine 

These off will be occupied by Ragan and Jerry 
Henningson and will be more centrally located for the t 


tr 


OA-4/59 








b 


Pa 








Smeod's Building and Loon File No. $$33-8—8 
heovyweight dividers with pocket for miscellaneous 
popers Equipped with fasteners, 1” expansion. 





Smeod's Bondless Filing Envelopes with Locking 
Clip—Piain face or with stock form printed on foce. 
Neoturol manila color 








Smeod's Tabbed Open End Filing Pockets No. 
|  SIOSF—5 piece construction. Reinforced with cloth 





_ @t top of gussets. ideal fer numerical filing of 


Provides safety for entire history of a loan. chattels. Straight or drop front style 
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Smeed's Label Holder Wallets No. 1216C—5 piece 
construction, with tape tie and Redrope gussets. 
Short or full panel. ideal for bonks, trust com- 
panies, building and loon associations, etc. 


Smead's Expanding Reversible Envelopes No. 10— 
Two piece construction. Adjustable up to 2”. Elastic 
cord attached. Various colors for different classes 
of legal filing. 


Smead's Crushed Envelopes No. 10 — One piece 
construction, with flap and tying tape Smooth 
writing surface. For securities, checks, legal forms, 
etc Five colors 





SS ow 


a >< 


OPE: yr ‘ 


<< 








s 


Smead's Open End Legal Envelopes No. 9—One Smead's Coase Binder No. 618CB —An improved ; 
é 


Smeod's Fiat Wallets No. 1005A—One piece con- 
struction, Redrope color with deep flaps: Perfect sur- 
face for writing or printing. Excellent as advertis- 
ing pieces or for fiat filing. 


piece construction, flat and expanding Used for binder for filing lego! popers in vertical files. Many 
filing deeds, mortgages, leases, etc. Thumb cut-outs sizes, colors ond expansions. Equipped with fos- 
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Several of the items shown above are used only 
for special types of filing. But . . . this proves 
another advantage which Smead dealers have. 
No other manufacturer carries in stock as many 
items in the filing and container field. The Smead 
catalogs list over 4,000 everyday and special 
items. In addition to this, Smead can furnish you 
with jobs built to the specifications of your own 


ILDERS 


by Smead 


customer. 


THE SMEAD LINE IS A PROFITABLE LINE... 


par ae ae ‘eaere ~ 
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SMEAD MANUFACTURING COMPANY + HASTINGS, MINN. + LOGAN, OHIO + CHICAGO, ILL. 
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Executive Posture Chair 


FOR SMART GOOD LOOKS... . FOR 
UTMOST COMFORT .. . SELL CHAIRS WITH 


Seng Action Controls 


O FFICES new and old 

are being styled up 
to meet today’s exacting 
requirements. And work- 
ers, from top executives 
to stenographers, have 
learned that office chairs 
are the most important 
ones in their lives from 
the standpoint of com- 
fort and firm support. 


You can meet both 
needs, build good will 
and step up sales by rec- 
ommending Seng Action 

6 Controls. They suit any 

Danish Modern style; they offer the sup- 

Office Chair port and comfort that re- 

duce fatigue and increase 

efficiency. Basic models include the Syncro-Tilt for 

executive posture chairs. Style P for secretarial 

posture chairs, Styles V and G for regular tilting 
chairs with or without arms. 


Seng advanced engineering and design include 
such features as life-time Nylon bushings and 
bearings, casy-to-adjust height and tension con- 
trols. Seng workmanship assures satisfaction. 


THE SENG COMPANY 


Chicago and Los Angeles 
General Office: 1450 N. Dayton St., Chicago 22 
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7th District Notes 


CHARLIE CORDRAY, correspondent 
914 W. 801, St., Bloomington, Minn. 





Our Changing Times. Ray Goosen, 
Northwest Traveler who _ resigned 
from the Wilson Jones Co., has gone 
into his own business. He's in part- 
nership with Central Office Supply in 
Minot, N.D. We all wish Ray lots of 
success. Stop by and see him. Larry 
Johnson, of Corry-Jamestown, North- 
west Traveler president, is being 
transferred to Chicago. This new po- 
sition will be a promotion. Nice 





going, Larry 


Under the Weather. Sorry to hear about Mr. Bristol of 
Koch Brothers, Des Moines, being hospitalized. We all wish 
you a speedy recovery. Howard Schaub, our governor, was 
in the hospital for a check-up. They could not find anything 
wrong with him, so it looks like we have a governor that is 
as healthy as a horse. Bob Amendt of Klipto Looseleaf Co., 
Mason City, Iowa, just returned to work from his recent 
trip to the hospital. Welcome back, Bob. Thomas O'Toole, 
Sr., of Dubuque, hasn't been feeling too well. 


Earl Collins has just received his new Chevrolet and is 
proudly displaying it around Cedar Rapids. A letter has been 
received from our old friend, Jack Guntrum. I wonder if he 
misses the land of 10,000 lakes? Glen Richards, formerly 
with Codo Manufacturing Co., is now with A. W. Faber. 


Remodeling. Peg Rader, of Rader’s Office Supply, is re- 
modeling her store. Also starting to re-do his Redwood Falls 
Office Supply, Redwood Falls, Minn., is Roger Hassinger. 


Yelland & Hanes Co., which has been in business for at 
least 60 years at 11 E. State St.. Mason City, Iowa, has 
decided not to remodel but rather to move to a new location 
It began moving into its new store at 23 E. State on the first 
of this month and expects to be open by May 15. The new 
quarters will provide 4,500 sq. ft. of floor space, with more 


than 9,000 for warehousing. Stop in and see them 
Stoyles Press now has a new Volkswagon which their 
man uses to cover 20 counties around Mason City. It’s used 


to sell and liver right on the spot and called the “office 


voggen.” Ray Olson, purchasing agent for Rochek Brothers 
me and invites all 


in Dubuque, has moved into his new ho 


Travelers for a housewarming. 


District 7 Regional Is Coming Soon. Get your reservations 
in now for the biggest and bestest ention ever to be 
held—the Lucky Seven Regional in Duluth, June 5 and 6 
Bring your golf clubs, bring your fishing rods, and, by the 
way, don’t forget to bring your wife. Lots of plans have 
been made for the Regionettes. Only kidding, gals, when I 
say, “Oh, by the way.” You're tops in our minds and the 
strength behind the district. 


Ned Safford has been working hard on the Paul Bunyan 
convention theme. Hotel Duluth is working out the best in 
facilities for you. Howard Shaub, the boss man, and Larry 
Johnson and other committee heads are doing their best to 
give you the tops in programs. Send your reservations to 
Earl Collins, yours truly, your governor or president. Let's 
not put this thing off. Do it now. Let's have a bigger and 
better regional than any of the other districts. 


Did you know Bob Schmidt of Schmidt Printing Co 
Rochester, Minn., works there only on off seasons. He is a 
football player and used to play for tl University of Min- 
to play with the New 


nesota. He has signed a new contra 


York yiants 

Travelers I haven't seen lately. Fred Schaeffer, Art Let- 
ner, Bud Caruso. Our latch-string is always out. District 
7 meetings are always held the last Saturday of the month at 
the White House, Minneapolis. Everyone is welcome 


ealers an i Travelers 
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ACE stapling equipment practically sells itself! All you do is 
let customers try these sturdy, precision-built machines. 
| They'll discover for themselves how smoothly ACE 
staplers work...how quickly and easily they reload... how 
. perfectly they always perform (especially with stronger 

ACE free-flowing staples). Yes, ACE stapling 

machines build those profitable repeat sales by 
guaranteeing complete customer satisfaction with every 
purchase. And, remember—ACE sells exclusively 
through the dealer! Get your supply —today! 
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STAPLING MACHINES FOR 
EVERY PURSE AND PURPOSE 


ACE 


ACE FASTENER CORPORATION 
3415 North Ashland Avenue, Chicago 13 


CANADA: CANADIAN STAPLES LTD. 
6705 Upper Lachine Rd., Montreal 
258 Wallace Avenue, Toronto 
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dont delay... 
make reservations 
today for 


NOFA’s 13th. Annual 
CONVENTION-EXHIBIT 


MAY 1-4, 1959 
Miami Beach, Florida 


Theme: 


"Selling in the 
JET-AGE" 





National Office Furniture Association, Inc. 
327 South LaSalle Street — Chicago 4, illinois 


Register me for the Miami NOFA Convention, 
May |-4 


Name 

Firm 

Address 

City . State 


[] Dealer 


1 am [ ] am not | 


| Manufacturer ] Representative 


a NOFA member 
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9th District Notes 


CHARLES C. MCDANIEL, correspondent 
4909 Overton Ave., Fort Worth 15, Tex. 





The final pre-convention meeting was held in Dallas on 
February 14. General Chairman B. B. Webb, Texas Office 
Furniture Co., Dallas, advised that all arrangements for a 
wonderful convention had been made. The primary purpose 
of the meeting was to bring our past governor, William G. 
Kimbrell, Office Supply Co., Greenville, Miss., up-to-date 
on the plans for the April meeting of the 9th District 
NSOEA 


The sudden passing of our beloved Governor Earl Story 
made it necessary that someone take over in his stead. Bill 
Kimbrell was asked to “fill in” and he accepted 


Others present at the meeting included Neill Stewart, Jr., 
Stewart Office Supply, Dallas; Dave Reed, Cathey Office 
Furniture & Supplies, Dallas; Joe Barnhart, Statler-Hilton 
Hotels; Doyle May, Invincible Metal Furniture; Steve Allen, 
National Blank Book (general chairman for the Travelers) 
and the writer. Amos Shafer, Bennett's in Dallas, is pub 
licity chairman and he advises that the program is progress- 
ing very nicely. Of course, this will have been received by 
the time you read this, and I am sure that you will agre 
that a tremendous job was done by the many dealers who 


contributed to this publicity 


By the way—have you made YOUR reservation for the 
regional meeting? Don't forget the hotel package deal. Ar- 


rival on Saturday or Sunday will entitle you to better ac 
| 


commodations. And registrations will Degin at 10 A.M 
Sunday morning, April 19. 

I reported in a recent issue that another letter to poll the 
district on the convention cruise would be sent out. Time 
caught up with me on this effort and none will be sent 


However, w suld like for any and all of you to drop a 








nvention April 19 


. District 9 at it 


Cruise in Offing? 


21 will make a decision on projected cruise to Havana in 
1960 aboard the M/S Italia pictured here. The luxury liner 
would leave Galveston, Tex. in late March or early April 
tor a ix-d nvention cruise and business meetings 


would be held aboard ship. A stop at Havana and visit 
it sceni pots there would be included. Fares of the all 
expense tour would start at approximately $165 per rson 


note to Bill Kimbrell, Doyle May Bob Strafford, 


would i otter your view on this question 

[his is so vhat belated in the way of news “ rc. I 
i ust as happy to report that the Stan Lemoines, Standat 
Printing ¢ Alexandria, La., a1 t proud 
twin Timothy Charles and Pamela Ann, born Octol 
1958. And has Stan been busy. His right hand Thelma 
Pittman, | in the hospital for nea three w 

bees I issed. Hope you are O.K 

> ez it I lid 

At Mabe Office Supply, Ft. Wort ve hav 

I ’ Grandpa Lloyd and Grandma Geor 

Ww gi n, James Lloyd Mabe, Jr. Congratulations t 
you bot R mary and Jim. By t vay, Jim J born 
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SERIES 100 and 200 — FULL SUSPENSION FILES 


® 10 Roller Bearing heavy duty full suspension cradle 
Newly designed finger-tip contro! follower block 
Symphonic, lusterous, permanent finishes of olive green 
or modern grey 

Rugged construction with 6 reinforced uprights 
Beautifully designed with solid aluminum hardware 
Made of heavy gauge stee! for lifetime service 
Available with thumb latch upon request 


All models available in letter or legal sizes and with 
plunger locks 
Puzzled on how to turn shoppers into customers? . . . Then feature MODERN STEELCRAFT—the profit mak- 
ing line. Made by a company specializing in files for over half a century. Built with features that clinch sales 
and priced to give your customers maximum value . . . not to mention maximum profit for you. 


Write for new 1959 catalogue showing our full 
line of easy selling, high profit office furniture. 





modern steelcraft inc. 
2973 Cropsey Ave.- B’klyn.14,N.Y. 


Ha) | (@K LL That important first impression is 


MODERN METAL FURNITURE often made in your reception room. 
Beautiful Howell Modern Metal Fur- 
niture—for over 30 years the leader 
in the field—offers a complete selec- 
tion of upholstered lounge furniture 
for office use. Howell combines the 
durability of tubular steel with pleas- 
ng contemporary design ina choice 
of attractive metal finishes; warm, 
gleaming Bronztone or striking Blac- 
tone. A wide selection of decorator 
, vers and laminated 
woodgrain plastic finishes for table 
tops makes Howell furniture adapt- 
able to any interior decor. Choose 





























Howell modern metal furniture for 
reception rooms, executive dining 
rooms, offices, employee lounges, 






and cafeter 






The Howell Co., 429 S. First St., St. Charles, Iilinois 


Please send me your new 4 color catalog of contract furniture 
and room arrangement planning kit 


Name 


Address 








City Zone State 
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Mohawk Doubles 
Factory Size... 


A new factory addition to the Mo- 
hawk Tablet Co. plant in Chicago 
Heights, Ill., increases the floor space 
by 35,000 sq. ft., double the previous 





= \ size. The latest paper converting ma- 





9th District .. . continued 


February 5. Also, we have news of the birth of Pamela Ann 
Boswell on February 9, granddaughter of Eunice and Jesse 
Boswell, E. R. Conner & Co., Ft. Worth. Congratulations to 
the parents, Barbara and Bill Boswell. 

I am advised by Neill Stewart, Jr. that Cecil Adams has 
been appointed manager of general line and furniture sales 
at Stewart Office Supply Co., Dallas. At the same time, 
Ozzie Means has been transferred to the downtown store as 
manager. Congratulations to both of you in your new as- 
signments. 

Gene Jones, formerly buyer at Cargill’s in Houston, is 
now associated with Stationers Distributing Co. Houston. 
Gene took over Jim Fowler's desk. Good luck, Gene. John 
Adams is the new manager for the Wise County Office 
Equipment Co., Decatur, Tex. This is a branch store of 
Morris Kibler’s in Denton, Tex. Bob Terhune, formerly as- 
sociated with Southwestern Staty. & Bank Supply, Ponca 
City, Okla., is now with Lafayette Office Equip. Co. La- 
fayette, La. 

You all remember the very successful sales rally that the 
Texas Travelers put on last September in Dallas. This was 
the result of a lot of hard work and advance planning. Since 
that time, we have had considerable comment, pro and con, 








chinery and equipment have been 
installed. 


as to the format of this meeting. Bob Strafford, who will 
become president of the Texas Travelers in April at the 
regional convention, has received several suggestions from 
dealers in the distict as to what they would like to have at 
the next sales clinic or rally. 

Consensus of several dealers is that the meeting in 
September was more for management than it was for sales- 
men. Some have offered good ideas for a change of format 
One suggestion was to hold meetings in the several major 
cities with travelers holding regular sales meetings on the 
various Classifications in our industry. I am sure that many 
of the dealers in this district have wonderful ideas as to 
what they would like to have presented to their salesmen 
Will you help us? Please drop a line to Bob Strafford, 3528 
Corto, Ft. Worth 9, Tex., and give us your idea. Remember 
this clinic idea is for you and your salesmen. Your co-oper- 
ation is earnestly solicited. 

There must be a way to get you dealers and travelers to 
send in news items. I certainly wish I could find it. I know 
that there are many little incidents happening over the 
whole territory that would be of interest to the readers of 
this column. I have asked, begged, pleaded and even threat 
ened some of you, but to no avail. This column is about 
YOU—how about making this chore a little easier? My 
address is at the head of this column. I DARE you to send 


me some news 





THE RIGHT CHAIR AT THE RIGHT PRICE 


handsome 


IS THE WORD FOR 
JASPER CHAIR COMPANY’S 
ALL NEW 


award 


GROUP \ 


| \yrsre US AT THE 

13th ANNUAL 

NOFA CONVENTION—EXHIBIT 
in new auditorium 
SPACE H-A41 





MAY 1, 2, 3; 


4 

, vr? ~ 
WTAWT RDA RT ND 
MIAMI BEACH, FLOR 


No. 931US 








JASPER CHAIR COMPANY «+ JASPER, INDIANA — 
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YOU GET Everything WITH THE New LOW-PRICE 
SPEED-O-PRINT a 






$18950 













NEW “paper safes” 





insure proper 
assembly of 
positive and 
negative, eliminate 
spoilage 





NEW flexible plastic sealed bag Available at slightly extra cost 


dispenses and conserves developer fluid 


ESS SEEN RENAN 


| WRITE FOR FURTHER INFORMAT 


ae Sos 
eo ae . a 


| SPEED-O-PRINT CORPORATION 


1801 WEST LARCHMONT AVENUE ° CHICAGO 13, ILLINOIS 
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Compute anc 


you'll choose 


LAWSON 
LAWSON 





Executive 


No. 2900 


Paneled 
No. 34 Space Saver 


No. 2180 





Excel in 


STYLE - STRENGTH - ECONOMY 


Lawson Waste Baskets are made of selected steel for ap- 
pearance, durability and economy. They are recognized 


leaders in beauty and utility. Available in a wide range 


of popular colors and simulated wood grain finishes. Ex- 


clusive construction features protect furniture and floors 
against scratches. Fireproof. 


LAWSON Sandurns 
and Smokurns 


Lawson offers a wide se- 
lection of Sandurns and 
Smokurns, finished in glis- 
tening baked enamels, 
smart decorator colors, 
trimmed in glowing cop- 
per or gleaming stainless 
steel—or a choice of ultra- 
smart all stainless steel. 














Lawson Smokurns have an 
inner container (hot- 
dipped galvanized) which 
holds water or deodorant 
for fire protection and 
odor quenching. Hides 
smokers’ waste, eliminates 
smoke and odors. 


See Lawson complete lines of Waste Baskets, Sandurns, Smokurns, Desk Files, 
Hotel Baskets, Torpedo Waste Receptacles, and other Utility Receptacles 


Available through wholesclers. 
Warehouses in Principa! Cites 


THE F.H. LAWSON Co. 


EST. 1816 e¢ CINCINNATI 4, OHIO 


LAWSON PRODUCTS ARE NATIONALLY ADVERTISED 
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10th District Notes 


GEORGE E. WHITE, secretary 
Rocky Mountain Travelers 
P.O. Box 3244, Denver 18, Colo. 





February was the late and 
the banquet room at the Denver 
Oxtord Hotel was the place tor 





the first and important Travelers 
Club affair of the year. A group 
of fun-loving but serious minded 
dealers, salesmen, Travelers and 
their wives gathered tor dinne! 
to spark the Tenth Region's 
up-coming convention at Albu- 
querque in May and tl sales 
man of the year" contest 
V.I.P.’s w in evidence all over the place with dealers 
Ge c La n S . LWis ; . . 
foot. Sorry, Gen You're the only dealer we know rich 
nough t njoy the discomfort of gout. Gracing our table 
we the winn of last year's “salesman of the yea on 
test Gene Connell, top banana of t Tenth and winner 
of the national at Chicago last fall Gene Muratet and 
John Durbin, runners-up whose remarks were both pointed 
1 inspirin they urged dealers to thoughtfull t 
Area ale ave already received their first oun 
ent an valuation forms on tl ntest with f 
tails and final entry forms to follow 
President Carvel McWilliams presi in his usual good 
form and Dick Sheble outlined plans for dealer information 
about tl ont Adding zest and some mighty good si 
vestions s Don Finney, customer relations department 
Mount S Telephone Co. He's a sort of Red Skelton 
of the “hello company” whose lon't th a 
telephone were amusing as well as instructive 
Travelers are busy boys this time of year, going to and 
fro in the territory. Now and then we get a glimpse of them 
here and there. In from the west coast recently was Guy 


Dennison and Gene Eckert. Jim Woolley was off to Farming 
ton, N. M. Jim Hayes was south, too 


Wish you fellows would get me so news. We just can't 
ke p with erything that goes on without your hel; 
Bringing home the bacon keeps us a mite busy, too, these 

Guess who we saw and chatted with? “Mac” McGarvin 

isself (District Manager Buzza-Cardozo). Mac looks and 
els good following a long illness, the result of his ticker 
skipping a beat. He reports his doctor restricts him to no 
harder work than lifting a pencil—and fishing. What's your 
4 ,s Ma 


A friendly note comes from Bill Tonkin (Rep) San Fran- 


planning to be in Albuquerque for the region 


SCC \ < 
al convention. We're looking forward to seeing many othe: 
Travelers and dealers at the big meet. How about it 

Closing thought every lite needs the sp f 
petition nflict ven defeat, tor t t this h 
5 9 s to new st S 
New Distributor for Davac Labels 

Duplicati Papers, Inc., has been appointed t istribute 
Davac a abels in the New York City area. The firn 

cut sizes whi re especi y suit 


Multilith and other offset 





I lor swat lab 
ORegon r writing on your pany 
5 X 7th St N y K N.Y 
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¥ Model 1100 
tl 
Model 2200 4 


al 

© * 
A FEW MODELS 

PICTURED FROM THE LINE OF 


KAP 


UPHOLSTERED ALUMINUM CHAIRS 


a model for every use... unlimited choice of 

upholsterings, natural aluminum or color 

anodized frames for any interior... 
MANUFACTURED IN YOUNGSTOWN, OHIO, HEART OF 


THE NATION’S EXTRUDED ALUMINUM INDUSTRY, BY THE 
NATION’S FINEST ALUMINUM FABRICATORS AND FINISHERS 















OA—4/59 161 

















- Extra Profit 





TELKEE Aristocrat, 


..e because 


} ELKEE List Price $171.60 


was included in the sale! 





The only System of key control 


You, too, can add extra profit like this to almost every 
sale you make. Every present customer for office 
equipment or supplies is an active prospect for 
TELKEE. With TELKEE, you offer customers the 
only system for complete key control . . . you sell con- 
venience, orderliness, and protection. And, you'll make 
profitable additional sales of TELKEE Expansion 
Sets, too. 


TELKEE is easy to demonstrate, easy to sell. From 21 
to 2240 key capacities in 8 popular models, TELKEE 
gives you complete selling flexibility to fit every instal- 
lation, every budget. Even at commercial discount, 
every TELKEE sale produces meaningful profits. 





We are opening new dealer territories right now. And, 
we’re backing them with national advertising, in- 
store displays, sales aids and personal sales assistance. 
Write today —see how a TELKEE Dealership can add 
extra profit and extra customer satisfaction to every 
sale you make. 


Wjute... P. O. MOORE, ING. 


A Subsidiary of SUNROC Corporation 


The MOORE KEY CONTROL System 


GLEN RIDDLE 1, PENNSYLVANIA 















13th District Notes 


Milton Stone, Correspondent 
320 Broadway, New York 7, N.Y. 





The Eastern Commercial Stationery 
Show of 1959, which will again take 
place at the New York Trade Show 
Building in the fall, has gotten off to 
a tremendous start. Virtually all the - 
exhibitors of '58 are cither signed up 


or about to do so. In addition to this 

many new inquiries have been pour a 

ing in from manufacturers who have 

heard of the growing success of this ] 


well-run show, which fills such a cry- 
ing need in this particular section of Milton Stone 





the nation. 

The stationery industry suffered a great and widely felt 
loss at the death of Harry Lefkowitz, a long time representa 
tive of the Guide System & Supply Co. Harry endeared him- 
self to everyone he met, and his departure was a very 
personal loss to hundreds of people who considered him 
their good friend. 


The April meeting has been planned by Arthur Friedland, 
president of the Stationers Square Club of New York, as the 
occasion to honor three grand old men of the industry 
Irving Levy, of Art Steel Co., Henry Bowman, of Venus 
Pen & Pencil Corp., and Sig. Engelberg, of Eagle Pencil Co 
No one doubts that this will be one of the largest meetings 
this club has ever held. It will be an open meeting, so that 
anyone wishing to attend can get the details by contacting 
the secretary, Sid Diamond at Diamond Stationery Co. 397 
Broadway, N.Y. 


We are glad to report that Sid Pomerantz, a well-known 
and well-liked representative, is recuperating nicely from his 
accident in Providence, R.I., where he suffered a bad fall on 
the ice. Bob Benet and Bob Polon, owners of the Robel 
Press, recently purchased the store operated for many years 
in the Grand Central zone, known as Jaques. Their many 
friends wish them the best of good fortune with this new 
addition to their very successful business. More good news 
to report is that Irving Weiner, of Irving Stationery Co. is 
taking good care of himself and making steady progress 
after his recent siege of illness. 


Dick Karasik, president of the Stationers 12:30 Club 
has selected Ed Leventhal, of Biddle Purchasing Co., and 
Harry Fensterheim, of S.E.&M. Vernon, as chairman and 
co-chairman respectively, to run the annual June outing 
The site this year is the swank Harrison Country Club in 
Westchester and the date is June 23. With these three 
worthies at the helm, the event gives every promise of being 
an outstanding day in the long and distinguished history of 


these outings 


Send me your news. We use the same policy as the New 
York Times. If it’s fit to print, we print it. If it’s not fit to 
print, we send it to the gazette, where the policy is differ- 
ent 


Book Helps Save Tax Money 


Big savings as a result of a new tax law—most of thet 
unforseen when the law was passed—are charted in a book 
recently published in co-operation with Tax Research, In 
a division of the Research Institute of America 

Titled “How To Combine the Tax Advantages of Both 


Corporation and Partnerships for Your Business,” the book 
results from a study of every possible direct and indirect im- 
plication of the new law in which Congress revolutionized 
the choice of business form by creating a new way of operat- 
ing the so-called “‘pseudo-corporation 

Retailing for $12, it is available fr Random Housé 
Inc., 457 Madison Ave., New York N.Y., for a 10-day 
free trial examinatiog to all business firms or executives in 
terested 


OA—4 /59 

















Dealer credits sales boost to Mosler assistance 


Lancaster, Pa.—Though the firm of 
L. B. Herr & Son has been in busi- 
ness 80 years, nothing had quite pre- 
pared them for their success with 
the Mosler Safe line. 

When interviewed, Ralph Taylor, 
Department Manager, said, “We've 
taken on Mosler safes only recently, 


Sali < assistance is as much 
Why don’t you 
20 Fiftl 
OA-—4/59 
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but in that short time we’ve done 
more business with Mosler than any 
safe we previously handled. We re- 
gard Mosler as tops in its field, have 
the utmost confidence in their prod- 
ucts and service. 

“Mosler sales assistance is excellent 
too. Whenever we have a sales prob- 


lem, we find them Johnny-on-the- 
spot with genuine sales help. Re- 
cently, with the help of our Mosler 
representative we closed our biggest 
order. Mosler has helped us increase 
our volume of safe sales through 
their cooperation—Mosler men really 
know their business.” 


a part of Mosler service as quality is of Mosler equipment. 
write today for Mosler franchise information. 


THE MOSLER SAFE CO. 


World’s Largest Builder of Safes and Vaults 
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why You 
should sell 


EVER READY 


alendars ! 


The old story about a 

“better mouse-trap”’ is still the 
fundamental principle of a 
growing, profitable business. 


When your customers trade you 
dollars for the items you carry, they 
want a full dollar’s worth of value. They 
don’t want to be hood-winked with 
a “looks the same but a little cheaper.’ 
Ever Ready desk calendars are designed and 
*/~ made for the man or woman {and that’s most of us) 
who wants the kind of product that gives complete satisfaction. 
That's why the Ever Ready base is molded poly-styrene 
plastic—a strong, durable material to withstand occasional acci- 
dents. That’s why these bases are fitted with the famous ‘“‘Key- 
hole’ slot to remove old page stubs easier...the patented 
“Snap-on” arch to eliminate fumbling with thumb nuts...and a 
top plate window that magnifies the yearly calendar | times. 
That's why the Ever Ready refill is clearly printed in two colors 
on high grade, 16* bond paper to provide a better writing 
surface...and reference pages of weights and measures, days 
between dates, how to figure gross profits, and yearly calendars 
for fifteen years. 
Elbert Hubbard was right. People will ‘beat a path to your 
door” IF you give them satisfaction in product and service. 


Ws ) 


Place your order for Ever Ready Calendars today. If your 
favorite wholesaler can’t supply you, write us. 







£ 


NEVER READY CALENDAR 
y MANUFACTURING CO. 


AY STREET, JERSEY CITY, NEW JERSEY 
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RUTTEN : “™* Northern New Jersey Group 


%, 


Sets Up Chapter of NOMDA 


A group of about 30 office machine dealers representing 
the northern part of New Jersey met earlier in the year at 
a restaurant in Irvington tor the purpose of forming a new 
local association of NOMDA 

[he “pioneers” were led by Robert Woletz, Modern Busi 
ness Equipment, Newark, N. J., who. presided. as temporary 
chairman, and James Blair, Accessories for Business Ma 
chines Stanhope N. J. 


Fourteen companies signed up for NOMDA n bership 
Five others, which were not represented at the first eting 
pre ised to n 

Elected temporary officers were: president, Bob Woletz 


ice-president, Jim Blair; secretary, (Mrs.) Alice MacLaugh- 
lin, Summit Typewriter Co.; and treasurer, Milt Opper, 


Eastern Typewriter Exchange 


[The many values in trade association unity were well 
lefined to the group by a NOMDA past president, Nicholas 
Fucci, American Typewriter Co., In Englewood, N. J 


and the president of the Eastern Region of NOMDA, Ed- 
ward Pfitzenmaier, Suburban Typewriter Co., Ardmore, Pa 
Sam Stein, Quality Office Equipment Co., New York City 


was on hand to ofter the support and co-operation of the 
New York Association to the new chapter 

Stein supplied the entertainment for the evening by show- 
ing the films of the past eastern regional meeting at Gros 


singer's. Many of the dealers present recognized their owa 





s ll as other familiar faces in the movie. Stein supplied 
th ommentary 

Adding a cheerful chord to the meeting were two very 
charming ladies, Mrs. Jim Blair, and acting secretary, Mrs. 
Eric L. McLaughlin, Summit Typewriter Co., Summit, N. J 

[he spirit of “togetherness” that prevailed throughout 
the evening left the impression on everyone present that 
the Northern New Jersey Office Machine Dealers would be 
chartered and go on to become one of the most active in 
the national association 
Guest Book 

On February 6 three members of a new company, Star 
Forms, Inc., Bettendorf, Iowa, made a call at this journal's 
headquarter They were Gerald “Jerry” Bostwick, James 


L. Quinlan, and Bud Traub. The trio was engaged in pr 
liminary work in getting their new line on the market. All 


three are experienced in the manufacture and sale of busi- 
ness forms. They expect soon to have their sales organiza 
tion « pleted and to be ready to ik shipments in a fe 
weeks. Mr. Bostwick, who is in charge of sales as wide 
dealer acquaintance in most areas of tl ountry 


Irvin R. Ritchie, Typewriter Distributors, Inc., New York 
City, visited us on February 12. One of the 1 | 
ninded men in the typewriter business, Mr. Ritchie arrived 


ith a typewriter under his arm. He spoke of marketing 
plans which he expected to make public shortly. He has 
served the office machine field in practical ways, as president 
of Nat | Office Machine Dealers Association, in pr 
vailing upon authorities to establish a course in achin 
servicing and repairing in the New York school system, and 
by various other means. He still is an association man and 


I obably alwavs ‘ ill be 


Larry Miller, vice-president and manager of ler sales 
for The General Fireproohng C« favored OFFICE APPLI 
ANCES with visit on March 4. In his brief ise he carried 

scor f colored photographs of attractive installations 
of the company's new Italic furniture line, the installations 

ade by dealers in various parts of the country. He report 
a gain in sales since the first of the year, January and Feb 
ruary both passing the corresponding months 58 
volume 
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office accessories 


No. 1500 When you sell the VALCO line you can 


y \ fp Nobili be sure there won't be complaints and 

of beautiful |] J coscumer returns . . . or calls from irritated cus- 

° No. 408 Vb i tomers to “please come fix the darn 

spun aluminum Statesman 4 ut thing!” VALCO accessories are lifetime! 
y 4 iL They're built to last forever. 


No. 17-4 
Monarch 
Costumer 














No. 25 
Torchier 





















| 























Mod == = 
No. 60-S Sand Urn 
Smoking 
Stand AVAILABLE 
AT NO COST 






Write today for the com- 
plete folder that contains 


No. 56-58 
Regal Sand Urn 





oll specifications and price | 
data of the complete VALCO UY 
Line. It’s designed to fit a 








standard file ond includes / 
seporote reproductions of 


LIFETIME ~~ 


OFFICE ACCESSORIES 


easy to show! 
easy to use! 


..and a cinch 
to sell 


CURTIS “Add-On” Desk Enclosure 





“ 
' 
} 
Adds 30% Thev re brand new! When customers see them, they want one 
- ; or more ... that’s why the new Curtis Enclosures are a real 
more working ; spring tonic for your profits. These enclosures fit perfec tly 
' space, cuts n any office. Low cost, assemble in three minutes. Fasten tight 
) 5 by self-adhesive. Made of steel and extru-lite fiberglass, fit 
) noise and ! desks from 42” to 60” wide. Order now! 
drafts! : Write jor Literature and prices. Manufacturers’ Representatives: 


{ jew choice territories open. Inquiries invited. 





CURTIS Office Partition Co., Ine. 
107 Union St., Brooklyn 31, N.Y. 
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CONFERENCE TABLES 
by 
Worden of Holland 





Conference Table 
No. 476 


A line of conference or directors room tables embodying 
three style designs to fit all modern decor. A product of 
the highest quality in materials and workmanship. Special 
custom styles. Write for complete illustrated information 
and literature on our conference table line. 


the 


HOLLAND 


MICHIGAN 








Makers of famous Moore 
Picture Hangers & Push-Pins 


MOORE PUSH-PIN co. 


ERKLEY st. Since/9OO PHILADELPHIA 44. PA 
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Royal Metal Has Flexible Showroom... 





Flexibility is achieved in the Royal Metal showroom, One 
Park Ave., New York City, through the limited use of in- 
terior wall construction. Separation of areas is accomplished 
with translucent and opaque glass partitions as well as 
drapery materials. Lighting, too, is designed for frequent 
adjustment to changing needs 


Leading Dealers Named by 
Smith-Corona Marchant 


Top-selling dealers of Smith-Corona Marchant, Inc., as 
determined by the company’s monthly prepared “sales score 


een yp for the month of January 
The leading Class ’ dealer of Smith-Corona typewriters 
was Oklahoma wont Co., Oklahon a City. The com 


board,” have 


pany outsold 50 dealers in its class with sales totaling 456% 
of quota 

In the “B’’ category, Texhoma Office Supply Co., Ard 
more, Okla more than 125 dealers throughout the coun 
try be selling 559% of quota. 

K. and K. Typewriter Service, Santa Monica, Calif 
scored as the nation’s leading Class “‘C” dealer with its 
sale of typewriters totaling 774% of quota. There are more 
than 200 dealers in this class 

With typewriter sales of 1,430% of quota, the Provost 
Office Equipment Co., Coca, Fla., outsold the more than 
300 dealers in its Class ““‘D” 

Leading dealers are recognized in each of these four cate 


gories which are based on the size of quota. Class ‘‘A’’ repre- 
sents dealers in the country’s larger population centers, and 


x * and ‘D” dealers in consecutively less dense popu- 


lation areas 


Carter’s Pre-Price Writing Inks 


The full line of the Carter's Ink Co. desk size inks are 


now pre-priced for self-service sales. The encircled, easy-to 
read pricing is expected to encourage faster sales of all of 
tke 
ae 


Carter’s _line of 
desk size inks are 
now being pre- 
priced 15c for the 
two ounce and 10c 





for the one unce 

size 

the company’s fountain pen inks in supermarkets, drug stores 

and other self-service outlets, which ; yunt for an increas- 

ing amount of the $15-million writing ink market 
Pre-priced at 15¢ for two ounces at ¢ for 

the new labels are said to offer the dealer his easiest ink 

sales 
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new!...convenient!...the pane rofit- 
maker Lindy has ever offered the dealer! 


No! Lindy 


COUNTER SALESMAN 


- STOCK *9 
ROTATING METAL PERMANENT DISPLAY 
















ALL THE FASTEST SELLING LINDY Ball Point Pens in one concise attrac- 
tive selling display unit that rotates so customers can buy their favorite 
LINDY Pens from any one of five sides. And the display is FREE! 


POF tindy REFILLS 


Retail Value Counter Salesman Merchandise $83.76 
Retail Value 2 Dozen Refills 11.76 


TOTAL RETAIL VALUE $95.52 
YOUR COST 51.12 


UMM ieer erm °44.40 

















~ 


HERE’S WHAT THE LINDY 
COUNTER SALESMAN CONTAINS: 


ASSORTED COLORS 


#460 LINDY Utility Pens 
D 39 each 
(1 doz. ore on display 








LOOK «+» for the familiar — original — popular 


LINDY Non-Refillable Ball Point Pens 


chuice of 12 sparkling ink colors 


ore packed in storage bin 
#445 LINDY Jr. Per 
» 29c each 
#474-M LINDY Legal Copy Pens 
>) 49 each 
#465-. LINDY Laundry & Dry 
Cleaning Marking Pens 59 
. #460-F LINDY Auditor's Pens 
») 49¢ each 
#467-F LINDY Steno-Pens 
» 49¢ each 
#626 LINDY Orbit 
» 69 each 
#631 LINDY Starlet 
» 69¢ each 
#640 LINDY Vu-Pens 
D 69c each 8.28 
#620 LINDY Featherweight 
> $1.00 each iyeee 


choice of three ball points Medium, Fine or Broad 


AND...NEW...THREE 


(3) exciting LINDY Retractable Ball Point Pens — 
LINDY STARLET #631 Dointy slim-slim retractable with enamel bonds 
of color and gold trim each 69¢ 
LINDY ORBIT #626 New intermediate size matches Lindy Storlet for 
those who prefer larger pens each 69¢ 
LINDY VU-PEN #640 First really new retractable bell point pen. Clear 
view plastic allows consumer to wotch the mech 
onism work! Gouges visible ink supply — gient 
plastic cartridge each 69¢ 


THERE'S A LINDY BALL POINT PEN for EVERY PURSE and PURPOSE! 








$s ge e888 OR eee 
RETAIL VALUE 83.76 ; FOR FULL INFORMATION WRITE...WIRE...OR PHONE: , 
ee | RA 1 LINDY SALES CO.9601 W. Jefferson Bivd., Culver City, Calif. § 
Rotating Counter Salesman - a a — ; 
Metal Display Stand FREE ' 

8 ADDRESS sity 
ALL LINDY PRODUCTS ARE UNCONDITIONALLY GUARANTEED i ' 
a CITY ~ = , _ZONE STATE ne © 
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Mobile Storage System Saves Space... 





Tool design plans for Eastman Kodak’s apparatus and opti 
cal divisions are maintained in this Dolin mobile storage 
system. Two rows of mobile plan files are placed in front 
of rear fixed row, providing maximum storage capacity for 
the small storage area. Equipment installed by the Roches- 
ter Stationery Co. 


Pamphlet Says Forms Kil! Selling Time 


A pamphlet, “Extra Time f Selling ports that valu 
able selling time is lost 
fashioned selling forms 

Call reports, quotation, expens nt r, an 


forms which can save time are illustrated and described. Im- 


proving the inside functions of ng, such as billing an 
shipping, is also discussed. A lable fr from th 
Baltimore Business Forms ( 4 I ick Av Balt 
more 29, Md 


h\ n rkin vitt old 





New Sales Manager Named 
For Jet-Pak Bags 


Earl L. Wilson has been appointed 
nage f jet-Pak bags, tl 


| 
5a ICS 





nanufactt ule of which wert 
ently a by the Columbiar 
Rope ¢ 
r} new yuired machinery has 
n é I Newark to the C 
an plant in Auburn, N. Y. It is 
in ful rduction makin, tl 
paper bags 
Sine 57, Wilson served as sales _ 
promotion for Columbian Earl L. Wilson 
Fo rly inager of the R. A. Kelly ¢ a now 
tinued subsidiary of the company, | Ss served 
anagerial | tions since he joined t ompan 


Ensinger on Planning Committee 
For Brand Names Week-1959 


S. H. Ensinger, vice-president, Remington Rand D 
Sperry-Ran I IS serving on tl Brand Names Week 
mittee, announces Frank L. Taylor, ex- 
nt, N.Y. Herald Tribune nd chairman 


nmi Ensinger is a memb of the attendan 
ib-committ responsible for the | tion of nt 
luring t t lay Brand Names Foundation 1 ting 1 
New York ( limaxed by the Brand Names Day Dinner 
Waldort’s Grand Ballroom on t vening of Apri 
It is expected that the national lebration of Brand 
Names Week, April 12-19, will exceed the recor t last 
ear. In 1958 re than 100,000 retail outlets join tl 
nation’s media in celebrating the promotional 
by Bra Names Foundation, In 


undamentals...goeés from reception desk 
to general office to executive offices. 


f 








Flexibility is the key to the great versatility of 


ability of pedestals, plastic tops and accessories in varied colorings allow 
and handsome arrangements—each suited to his individual needs. And the unique 


to have practical, appropriat« 


construction of all steel inner frames with rich walnut 


a a* 


Fundamentals modular office furniture. Complete interchange 


s the receptionist, clerk, and executive 


exteriors is the secret of the strength underlying 


Fundamentals’ beauty. FF WS AT THE FUNDAMENTALS EXHIBITS B244-5, B254-5 
THE MIAMI NOFA CONVENTION, MAY 1-4, 1959 


fundamentals... OFFICE FURNITURE DIWSION OF EISEN BROTHERS INC. 


1601 Willow Ave Hoboken. N J PLANTS Hoboken, N 


Lodi, N. J. Noblesville, Ind McGregor, Texas 
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Decarltite 
meets or ex- 
ceeds NEMA 
specifications 





“ONE 
PAC KAGE”’ 
PLASTIC 
TOP 
SERVICE 





eT) ello tel lelenalel iimelth amet el-n a-t 
_..PLASTIC SHEETS TO COMPLETE TOPS! 


Now office furniture manufacturers can simplify “top” production Decar Production 
problems and cut costs one easy way. Decar “One Package” Facilities Include: 
custom top service makes today’s most modern mass production Shaping Routing 
very own high speed facilities for plastic laminates, Slotting Drilling 
finished tops or any stage in between. Decar volume Counterboring 
Finishing 


quality-proved Decarlite high pressure plastic laminates oe 
rita 5 en P Edge Finishing 


tes them to a variety of core materials, including honey- Metal Banding 


apes and finishes edges...all to your specifications at Plastic Banding 
ve prices. Gives you a complete “‘one source of supply” Decarlite Self Edging 
yu produce a better product at lower cost automatically. Custom Graining to 


match your woods 





‘WRITE TODAY 


for Decar's new 















TOPS FOR OFFICE FURNITURE... 


DECARLITE HELPS YOU SELL! é 
“One Package” Brochure 


The beauty and durability of Decarlite Plastic Tops make sales 
easier. Decarlite colors, designs and natural wood grains win fast 
ippr of the most style-conscious buyers. Decarlite’s stain, 


d liquid resistance give them the plus value they want for 


f extra wear with minimum care! 








PLASTIC CORPORATION 


1212 North Centro! Park Avenue ° Chicago, Illinois 





Monufacturing: 1322 University Ave., Middleton, Wisconsin * Foreign Sales: 120 Wall $t., N. Y., N.Y. 
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CRAFTSMAN 


QUEAK! 


CHAIRS 





HEN a chair squeaks, it is usually be- 
cause the wood swells or contracts after the furni- 
ture is made, working joints loose. That's why 
Jasper Seating Company goes to so much trouble 
to be sure its selected hardwoods are properly 
seasoned. This requires unhurried drying in the 
air and sun . mechanical drying in kilns to 
bring moisture content down to less than 5‘ 
... and, finally, storage in steam-heated sheds to 
hold all lumber at the proper moisture content 
This is the only, time-tested way to give the finest 
hardwoods the respect they deserve woods such 
as genuine American black walnut, northern birch, 
quartered white oak, and plain oak. These are the 
hardwoods, lovingly handied, that help give Crafts- 
man Chairs their warmth and cordiality and 
their rugged durability. 


EXECUTIVE POSTURE CHAIR 
No. 2825 














MEMBER 








a typical 
CRAFTSMAN 
quality chair 











+ en 


@ Made of select hardwoods, kiln-dried to less than 5 % 
moisture content to avoid swelling or shrinking 


Precision built to close tolerances 
Shaped parts steam bent for greater strength 
Perfect-fitting joints held together by strongest 
practical methods known to furniture industry 

@ Six-step process gives mirror-like, flawless finish to 
beautiful woods. 

@ Our own coil springs and pre-shaped, rubberized hair 
pad over cotton assure relaxed comfort 





WRITE FOR COMPLETE CATALOG! 


AA RAPTSMAN Cuairs 


by JASPER SEATING COMPANY 


Jasper, Indiana 





Ennis Tag & Salesbook 
Marks Golden Anniversary 


In 1909, the newspaper serving the small community of 
Ennis, Tex., burned. A salvaged press from that fire formed 
the basis for the Ennis Tag & Salesbook Co., a company 
which 50 years later does an annual business of $400,000 
OU 

G. G. Dunkerley, Sr., and Joe Hawkins, now vice-presi 
lent in charge of production, bought and repaired that press 
for the purpose of printing cotton tags Today, Dunk 
son, Garner, |. = heads this company it 750 
and manutacturing and warehousing facilities ( a 
to oast 





Inspecting one of the tab form presses at the Ennis Tag 
and Salesbook C are (left to right) Hubert Marcia, vice 


resident and general sales manager; Garner Dunkeriey 
president; L. F. Gehrig, vice-president and comptroller; and 


Joe H. Hawkins, vice-president in charge f production 
This press prints in three colors, numbers each form and 
perforates and punches according t pecificatior ip to 


25,000 complex tab forms per hour 


The company Is completely equip} to han 
aspect of an Requests for stock rms al ually 
processed the day they are received, and may be 
within hours after the order is placed. The company has 
fully equipped composing room for the selection and settins 
of type and the production of rubber plates. Otl plates 
are produced, as needed, for both dry and wet offset print 
ing 

In t tl facturing plants ted at Ennis, Tex 
Chatham, Va., and Paso Robles, Calif hine shop facil 
ities are maintained to produce special equip 
to print complicated and custom ord business § 

In filling orders that may vary from 50 cents to $35,000 
Ennis will onvert between 450,000 and 500.000 pounds oO! 
raw paper a Ww ek into every type Of Dusiness for l 
ordet e | ssed and shipped fri the thi 
turing areas plus warehouses located in Houstos Texas 
Birmingham, Ala., and St. Louis, M« 

The pan business was built upon and continu 
inder tl policy of “discover a need, then fill it Mors 
than 15,000 dealers serving business throughout the Western 
Hemisphere keep Ennis aware of the needs of American 
Dusiness I ) elp their customers t busin 
ranging [fro the sales slip ror a cuf I ree to ft most 
omptex tapdulatit rorms used by f vest 
ountry 


Assistant Appointed to Kolb 

George H. Grote has been appointed stant to John G 
Kolb, sales manager for the C. Howard Hunt Pen ¢ For 
mpany’s New York City office, Grote will 
o-ordinate the sales work between tl ompany and it 


erly with the 


representatives 
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Profitable CASE 


histories start with... 














See et 








\j CASE +1136-2-P 


1100 SERIES 
PREMIER GROUP 


| FULL LENGTH SLIDING GLASS DOORS... NEW CONCEPT DESIGN 
BRASS HARDWARE 











a 











More's tthe ; ; ' ; 

brand new series which has received almost over Designed by we proudly present o thasterglece tn the Sno art 
night enthusiastic approval from office buyers everywhere. J exthitnantien. aan y of HALE'S fty 
The thre e groups: Premier, with tapered brushed brass legs; Gey 


year heritage for making “the best in wood.” 
Magnificently conceived by award-winning Indus- 
trial Designer, Ken White, the “NEW CONCEPT” 





Winthrop, with shaped wood legs; New Yorker with a box 
ba provide ample selection for that custom look at 


down-to-earth prices. : 

The 00 series was developed for end-to-end or back-to- Ken White See dics ean 
back groupings and are furnished in modern space-saving “modern-minded” interior in a multiple of ways. 
open cases in hand-rubbed genuine walnut finishes. Write 

for special 1100 series literature. With the many models available, various combinations of vertical and horizontal 


groupings are limited only by the imagination. All cases are of genuine walnut with 
FROM OUR TRADITIONAL COLLECTION colored interiors. Bottom sections are available with glass or wood doors. Write today 


: ‘ : for the “NEW CONCEPT” Design group HALE Catalog! 
Fashioned from genuine walnut oak and 


birch, our traditional lines are available in 

solid end design or in sectional construc- 

tion. Receding glass doors (as illustrated 

here) or sliding doors or open shelves... . 

there's a lot of business to be had in Hale et 
™ 














traditional bookcases. 


cet . er 
; ’ 











i 7 d 
NATION'S LARGEST MANUFACTURER OF WOOD SECTIONA IndoDusTtTRies, tue. 
ivisi {Fie Hake MFG. CO. 
: YOU CAN'T AFFORD TO OVERLOOK BOOKCASE PROFITS. ae . 
7 . . TRADITIONAL, CONTEMPORARY OR MODERN . . t Herkimer, New York 





HALE HAS IT! 


OA-4/59 171 





4 Beto. 40) we! 


roy Oe =) 01 =) 





GHTWE!IGHT PORTABLE 


prefers 


Ben Cohen, president of Regency Thermographers, points 
out a step in the thermography process during plant tour 





New York City Stationers 
Protest Boost in Sales Tax 


‘ — NEW YORK CITY 
JIN PORTABLES A full-scale irch on City Hall was narrowly averted 
during t tationers Association of N Y ork ting 


on February 9 when the hue and cry 





4% city sales tax reached a heated cli 
A less demonstrative but effective 
by Vice-president Harold Hein, Mid: 


City, in the fe of protest cards to 





the business concerns called on by th 


ji & EEF ETL. —> | ciation 
yey epee ei : The plan was eagerly accepted by the group 


Ti = = cor 


; 
ddedvde ide . dealer members who were at th ting in 
abt =) oj =) oj op ey Sy <») - > yt Regency | rmographers 
2 Association Council Herbert Markham 
anti-4% tax mittee meeting whi ! 
where representatives of many New Y« 
spoke out against the impending 
sales tax fron 4 to 4%. 
According to Vice-president Hein, t 
drive millions of dollars of retail 
the suburbs ro more commerce an 


for guality— | state and impose heavier tax burden 


e epe families, among other things. 
va/ue—reliability ea pti ns Aad 
made lable to all members who want he 
| f the business session, Ben Cohen, p: 
\nd, you'll prefer selling Olympia portables, yf Regency Thermographers, welcor the gr 
“0 4 & . P 5 | 4 ‘ rt 
too...for Olympia Preeision Typewriters are explained briefly o 
; plant followed 
sold only through auth@rized typewriter 
dealers. A successful business policy that 
issures a full-profit opportunity on every sale. 
Renowned for their trouble-free perform- 
ince, every Olympia ts precision-built to the 
lost exacting standards—in Europe’s largest, 
most modern typewriter factory. Quality 
manufacturing that guarantees a minimum of 


service Costs 


OF. = Writes best of all 
because it's buil 


IVISION 
Up-in-Arms members wave anti-tax protest cards during 
heated discussion on proposed increase in city sales tax 
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with this Weber-Costello 


@ BULLETIN BOARD 
@ CHALK BOARD 
@® CHALK @ ERASER 


Display Caddy 


AT WORK FOR YOU 


oF, 
Kboards Chalhs Erasers 


factory 





Bulletin Boards: Chal 


Jot home - office 

















Increase store traffic . . . cash-in on brewer ——- 
with this SALE-ient Display Caddy. Offices, factories 
churches and homes need and want Chalkboards 

and Bulletin Boards . . . let people know you 


have them... the best. . . by Weber Costello. 


WEBER C\'STELL*' COMPANY 


CHICAGO HEIGHTS, ILLINOIS 





Write today for 
full particulars! 


Manufacturers of: Chalkboards, Chalk, Erasers, Art Material, Maps, Globes 





Kiblbermaids wastebaskets 


Unbreakable, won’t mar furniture or floors + Noiseless + Rust-proof, clean with damp cloth 
Heavy-duty for long life * Decorator colors on request 





RECTANGULAR 
WASTEBASKETS 


Number 2957. Size: 15% x 
11% x 20” high. Colors: Lt 
grey, white, tan. Packed 

Shp. Wt. 5% Ibs. List 
$4.98 


ROUND 
WASTEBASKETS 


Number 2942. Size: 14%" 
high. Colors: Lt. grey, of- 
fice grey and green, beige, 
walunt, white. Packed: 3 
Shp. Wt. 4 Ibs. List: $2.98 


Number 2956. Size: 14% x 
10% x 15%” high. Colors Number 2941. Size: 11%" 
Lt. grey, office grey and high. Colors Lt. grey 
green, beige, walnut, white office grey and green, 
Packed: 3. Shp. Wt. 6% beige, walnut, white 
bs. List: $3.49 Packed: 3. Shp. Wt. 3% 

Number 2955. Size: 11‘ x ibs. List: $1.98 

] 8'4 x 12%” high. Colors 

Lt grey, office grey and 

green, beige, walnut, white 

Packed: 3. Shp. Wt. 4 Ibs 

List: $1.98 





Number 2940. Size: 10%’ 
high. Colors: Lt. grey, tan, 
white. Packed: 6. Shp. Wt. 
4 Ibs. List: $1.19 








A COMPLETE LINE of sizes, styles, colors, prices to heip bulld volume sales! 


e——" 
‘ad 
| —— RuppBermaip inc. 7 —sSo) 
| Commercial Division 
Wooster, Ohio 
= ‘. 1s 4 bh. u 4 
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Expand your sales with the machine that is priced to sell fast. 


This automatic multiplier costs no more than conventional adding 


machines. Does a wide range of office calculations automatically. 


write : —“addo-x’’, 300 Park Avenue, New York 22, NY 
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Koh-l-Noor Pencil Unveils New 
Products at Sales Meeting 


Twenty-two sales representatives of the Koh-I-Noor Pen 
cil Co. recently met at the firm's Bloomsbury, N. J., head 
quarters to learn of new products to be introduced during 
1959 

Included were a new improved type 
lispenser, a new type of rapidograph technical fountain pen 
with seven interchangeable point sections, a_ retractable 
pocket Koh-I-Ball ballpoint pen and a number of other 
products not yet ready for announcement 

Packaging also will undergo a streamlining to make it 
functionally and as a point-of-purchase sales 


| 


Ejectamatic lead 


more eftectiy 

tool 
William E. Danjczek, president, reported a substantial 

1958 and set sales objectives for the cur 


rent year. He outlined a sales incentive plan that has as its 


aies increas 


top prize a grand tour of Europe 


Crown Supplies Metal-Lux Chairs. . . 


These Milwaukee Metal-Lux chairs, in the ceser office 
of the Marmont Manufacturing Co., Chicago, were in- 
stalled by the Crown Office Supply C 





{New BEAUTY Outside 
FIRE PROTECTION Inside, 


FIRE p42 





KUNG File Cabinets 
















See Our Insulated 
File Cabinets and the 


NEW 
INSULATED 
STORAGE CABINET 


at Booth A-144 
NOFA 
CONVENTION 


May 1-4 * Miami Beach, Fila. 


iriatiadoene 


MANUFACTURING CO 128 £—. MAIN ST 
LOUISVILLE 2, KY 





HY ELEVATOR 
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Tops in quality —tops in performance! 


VIUTUAL Hand Punches 


... the fully adjustable hand punches that 
have everything your customers want... 


They are far and away the finest hand 
punches available on the market today 

.in looks, in quality, in perform- 
ance. Easily adjustable, these Mutual 
punches offer a variety of hole punch- 
ing combinations—for virtually any 





standard size sheet. They're good look- 
ing, light weight, of sturdy steel con- 
struction, and competitively priced. 
Easy to operate when held in the hand, 
they can also be used on the desk. 
When not in use, their compact size 


makes it possible to store in desk 
drawer. Mutual's complete line of 3 
hand punches and 5 desk punches can 
be ordered in any combination for 
quantity discount. Write, or ask your 
distributor for full details. 
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No. 27 Mutual SPACEMATIC PUNCH —2 to 7 holes 


This fully adjustable punch has all the features of the No. 23 
described above, plus the following special features. It is 
equipped with seven ball-bearing selector heads, and with five 
neutral zones to park inoperative heads, when two or three hole 
punchings are desired. This punch actually does the work of 12 
different punches. Will punch up to 6 sheets of 16 pound bond 
paper. Individually boxed; 24 boxes to a carton. List price — $7.95 


PLUS! Mutual’s Desk Punches... which center paper 
; automatically ! 





Only Mutual gives you a 
line of desk punches that 
gives you high capacity 
and automatic paper cen- 
tering. They are sturdily 
constructed of grey ham- 
mertone finish in a price 
range to meet all your 
customers’ needs. 


No. 250 CENTAMATIC® 
MULTIPLE PUNCH 
List price — $13.75 
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No. 23 Mutual SPACEMATIC® PUNCH 
2 or 3 hole 


This modern, lightweight, 3-hole punch is 
fully adjustable—works with fingertip ease. 
It has three ball-bearing selector heads. A 
flick of the finger puts each head at exact 
punch position for any desired punch com- 
bination of two or three holes. Neutral zone 
makes unused head inoperative—no need to 
detach. Fixed gauge automatically centers 
11” x 8%” ring binder sheets. Will punch up 
to 10 sheets of 16 pound bond paper. Con- 
structed of sturdy sheet steel, with grey ham- 
mertone finish. Does the work of 8 different 
punches. Individually boxed; 24 boxes to a 
carton. List price — $5.95 






This fully adjustable,economy-priced hand punch is equipped 
with three adjustable heads which are simple to operate. This 
permits punching any standard %” two or three hole combina- 
tions. End heads may be shifted to any position, simply by 
loosening set screws. Center head is detachable for two-hole 
punching. Fixed gauge automatically centers 11” x 8%” ring 
binder sheets. Like all other models, the #20 is equipped with 
hardened and ground punchers. Will punch up to 10 sheets of 
16 pound bond paper. Individually boxed; 24 boxes to a carton. 

List price — $3.95 


-RODUCTS COMPAN 


110 Barber Avenue. Worcest 






























































| All these people 
j and 499,999,990 more 

| are seeing Elmer's 
| Glue ads this year! 


Stock up now! , fh 






HANDYMAN 





Deaths 


Nathan Yanowitz, 





treasurer of Guide System and Supply Co., New York City, 
died on February 23. Surviving are his two sons, Robert and 
Ralph, who are both associated with Guide System and 
Supply at present. Mr. Yanowitz was with the company for 
40 years 


CVSA Elects New Slate of Officers 


At the annual meeting of the Connecticut Valley Sta 
tioners Association, the membership conferred honorary 
memberships for devoted service to the association on James 
E. Feeley, Springfield Office Supply; Edward Knapp, Victor 
Safe & Equipment; Guy Hart; and Charles Mortensen, gen 
eral manager of NSOEA. 

Appointed to the board of directors were Kenneth W. 
Conklin, Springfield Office Supply; Charles Hennion, Mat 
tatuck Stationers & Furnituré Co.; Richard Kilpatrick, Hart- 
ford Office Supply Co.; Edward Granfield, Jr., Edward 
Granfield Co.; and Edward McCabe, Burt & Dell 

Officers elected were Harold R. Bengston, Adkins Print- 
ing Co., president; Robert F. Fargo, Frank H. Fargo Co., 
first vice-president; Burton Horrow, Plimpton’s, Inc., sec- 
ond vice-president; J. F. Yates, Jr., J. F. Yates Co., third 
vice-president; and Nat Blish, fourth vice-president 

Re-elected were Robert D. McNulty, John F. Molloy, In 
secretary; Everett R. Scanlon, Hartford Office Supply Co 
treasurer; and Garry E. Dell, Burt & Dell, auditor. 


Philadelphia Stationers Name New Secretary 
PHILADELPHIA 


Joe Mack, Hoskins & Co., was elected to fill the post of 
secretary of the Philadelphia Stationers Association at the 
group's February regular meeting. Mack succeeds Lou Teti, 
Yeo & Lukens, who recently resigned 

The guest speaker for the evening was Paul Mailloux of 
the Eberhard Faber Pencil Co., whose theme for the evening 
was “Everybody, but Everybody, Sells.” He said that a 
lealer’s non-selling employees — from the switchboard 
operator to the elevator operator - 
to talk up the store’s merchandise and special promotions 

In other action, Joseph Bandes, of Julius Bandes & Co 
was accepted into the organization. James Link, of Roth 
Brothers, was welcomed back after having completed a tour 
of duty with Uncle Sam. The group was further honored by 
having a woman in attendance at the mecting. Mrs. Edith 
Galloway of H. T. White. 


- are in an ideal position 


Clegg Sells Hilton 1,000 Chairs... 


| Wee qa..g22ae" 
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Gp = ALUMINUM CHAIRS 


f aa hell r@omt oes 
THE CLEGG COMPANY 
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A truckload of 1,000 chairs was recently sold to the Hilton 
Hotel, San Antonio, Tex., by the Clegg Co. With the last 
of the carload are, left to right, Charles B. Weimer, vice- 
president of Clegg; William C. Clegg, president; and Tom 
Powell, vice-president and general manager of the Hilton. 
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Virgin vinyl! plastic 


Selling faster and faster all over the 
country... they’re the brightest items 
to hit the stationery line in years. 
Now you can give your customers 
the finest virgin vinyl] binders... 
Rainbow Line by Boorum & Pease. 
Quality features include ... 


Glide arch rings — open and closing booster levers 


Life-long stiff construction 


Smooth kid finish — washable 


vVvvvvyv 


Electronically-sealed, no glue, no sewing 


Virgin Vinyl Flexible Memorandum Books: 3 popular sizes in 3 handsome colors — Red, Blue, 
Green. 


New! Economy Line: Popular-priced Stiff Ring Binders of Vinyl Plastic. 5 colors — Yellow, 
Red, Blue, Grey, Black. 


For extra sales, ask your B & P Representative to show you Rainbow Line Binders, and the 
complete B & P line. 


Standard 





Boorum & Pease = 


General Offices: 84 Hudson Ave., Brooklyn 1, N. Y. * Boston 10: 
80 Summer Street « St. Louis 2: 155 So. 8th Street + Chicago 7: 310 W. 
Polk Street « New York City Salesroom: 349 Broadway, New York 13 


= 


Product 


Over a century of leadership in 
record-keeping forms and devices. 
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Wholesaler and dealer franchises avail- 
able now in many cities for famous David- 
son EMBEE folder. 


After three years of successful market- 
ing to the printing equipment field, we're 
ready for the big potential volume of the 
office market. If you now sell typewriters, 
adding machines or other office appli- 
ances, an Embee franchise will open up 
new avenues of profit. 


You'll be backed by Mergenthaler Lino- 
type Co., and Davidson Corp., leading pro- 
ducers of equipment for modern communi- 
cations. An Embee franchise offers full 
profit margin and liberal dealer and con- 
sumer financing. Company paid nationa! 
publication advertising, publicity, direct 
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Call me collect 


_ Pe 


a sales proven 
office folder 


franchise 
interests 


YOU! 


mail, sales aids, shows and exhibits will 
presell your prospects. 

If yours is a sales-minded organization 
interested in a profit-packed folder fran- 
chise, call ULster 5-0300 . . . ask for Paul 
Dorion, Manager of Marketing, Davidson 
Corp., 29 Ryerson Street, Brooklyn, N. Y. 


ANNAN 








Dixon Honors Top 

Salesmen of 1958... 

Vincent M. Hysick, named ‘’Sales- 
man of the Year for the Joseph 
Dixon Crucible Co., receives engraved 
watch from Frank G. Atkinson (left 
company president At the right, 
Horace B. Van Dorn, in whose honor 
the award was established last year 
upon completion a half century 
with Dixon, presents an engraved 
tray to Stewart B. Anderson, chosen 
the salesman making the greatest 
contribution to the promotion and 
sales of Ticonderoga pencils 


Third Generation 
Carries On 


William C. Clegg, Jr., has been 
elected treasurer and Marshall T 
Clegg secretary of the Clegg Co., 
large San Antonio, Texas, stationery 
and office equipment firm. They rep 
resent the third generation of the 
family to hold office in the company 


CVSA Honors 
Jim Feeley 


The Connecticut Valley Stationers 
Association designated its 


meeting “A Salute to Jim Feeley’ on 


the occasion of his retirement from 
Springfield Office Supply Co., Spring 
field, Mass. 

Fecley has devoted nearly 50 years 
to the stationery industry, beginning 
his carrer at the bottom and working 
his way to the ownership and presi 
dency of the Springtield company. He 
is a charter member and past president 
of CVSA. He has been a continual 
supporter of this association and th 
industry it represents, always striving 
tor the mature growth of both 

Kenneth Conklin, of Springfield 
Office Supply and president of CVSA, 
presented on behalf of the member 
ship a scroll titled ‘Successful Retired 
Stationer.”’ Fifty-1 members and 
friends attended the meeting. His fel 
low members presented him with a 
portable television set for his retir 
ment leisure. His future plans are not 


yet definite 


Portland Branch 
Wins Clary Cup 


The coveted President's Cup for 
outstanding performance by a Clary 
Corp factory branch office was won 
by the Portland, Ore., office, the com 


pany has announced 
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PLEASED 





You bet he's pleased! That's the usual reac- 
tion to a new FRITZ-CROSS chair. Here's 
a chair any man would choose—solid, sen- 
sible, sizable, soundly engineered, superbly 
finished . . . . so pleasing to look at, such . 
sheer comfort to use. ~s 


THE CHAIR ILLUSTRATED is Fritz-Cross Model 
1500, an executive swivel of deluxe features, priced 
to meet budgets. Upholstery shown is modern black- 
and-white TOLEX, available in a wide range of cus- 
tom colors; also in top-grain leathers and finest fab- 
rics. Equipped with famed Syncro-Tilt mechanism 
with correlated tilt in back and seat. Adjustable 5 
ways. Thick foam-rubber cushioning. Smart, sleek alu- 


minum base. WRITE FOR PRICES & CATALOGS. 


The FRITZ-CROSS COMPANY 


300 E. 4th Street, St. Paul I, Minn. 
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The finest 
Workmanship 
Gyle and 
Boauty! 


At first glance you can see INGENTO’s Quality 
and superiority. It’s the line that offers so many 
extras to dealers and users alike . from the 
small 6 inch models right up to large heavy duty 
table models. 


THERE’S AN INGENTO CUTTER FOR EVERY PURPOSE 






Offices Homes Schools Industry 
Shipping Art & Photography Manvfacturing 
@eeeoeeveeoeveereeeteeeerereeeeeeeaneeeeranereeeeeeeeaeneg 
Sales Representatives: 
M. G. Patterson Horry Tehan, Jr. Wm. P. Corbett 
3710 Grosvenor P.O. Box 2762 Charlestown Village 
Ohio Jacksonville 3, Fila. Phoenixville, Pa. 
Martin M. Moldow Assoc. Joe M. Davis Co. Harry B. Gorline 
401 170 N. Robertson Bivd. 930 Sutter St. 
New York 13, N. Y. Beverly Hills, Calif. San Francisco, Calif. 
e*eeee seeeepeeeeeeeeeeeeeeee 


TRIMMERS 


Send for Illustrated Sales Brochure 
MANUFACTURED BY 
IDEAL SCHOOL SUPPLY COMPANY 
8318 South Birkhoff Avenve — Chicago 20, Il. 








The Salesman as Seen 


By Purchasing Agent 


by W. M. McNEILL 


Division Manager, 

Printing & Office Equipment 
General Purchasing Department 
Union Carbide Corp., 

New York City 


@® MY STORY is largely the salesmanship of purchasing. To my 


way of thinking, the buyer has an equal opportunity to sell to the 


man that calls on him, and this may many times be overlooked 
Recently a financial columnist in the Herald Tribune, namely 
Joseph Kaselow, printed a little jingle that had a great deal of 


appeal to me. It states in a few words what is so applicable to all 
of our efforts. I quote, “If you would sell Mrs. Smith what Mrs 
Smith buys, then you would see Mrs. Smith through Mrs. Smith's 
eyes’. When a salesman calls on me, he must by force of necessity 
speak my language. Now that I appear before you I have got to 
talk and use your mannerisms of speech. I think it highly desirable 
that we endeavor to explore together this subject, namely the sales 
viewpoint. 

The term communications has today been horribly overworked, 
yet it is probably one of the most important facets of our efforts 
An understanding of the other fellow’s problems cannot help but 
and where there is no understanding, there is constant 

difficulty 


be useful, 
friction and 


Story with a Point 


To further illustrate my contention, a little story comes to mind 
that points up these very facts. The two partners of the firm had 
sons-in-law that not considered bright. The 
fathers-in-law saw fit to bring the boys into the organization, and 
they probably felt that in paying them a salary they could charge it 
to business rather than their own personal accounts. On this par- 
ticular day, one of the partners said to the other, “My son-in-law 
is probably the most stupid man that ever existed’’ obvi 
ously, was a bone of contention, and the upshot of the matter was 
that they decided to have a test between the two boys to illustrate 
the partners’ viewpoint. Naturally, the boys were not informed 

The first son-in-law was called in, and the father-in-law said to 
“Son, I would like you to go downstairs and buy me 
and here's five dollars to do it’. The boy took the five dollars 
the other boy other 
“T would 


were particularly 


This, 


him, a new 


car, 
and left. 
partner said to his son-in-law, 
whether or not I ar 


and the 
appreciate it very much if 


at the barber 


Immediately was called in, 


you would find out n down shop 


or not”, 

The boy looked at him and left. The first son-in-law was waiting 
when the second one nut the 
You know the old man is wacky” 


and he 
And the 
but 
nan 


for the elevator came ¢ door, 
said to his 
second one said to the first, “I 
what do you base it on?”. The first one said, 
just called me in before his partner and handed 
told me to go out and buy him a new car. Obviously, 
possible. He didn't tell me what make to buy’’ 

The second one “Well I had a 
father-in-law asked me to run downstairs and 
was in the barber shop or not, and you know that is ridiculous 
because all he had to do was pick up the telephone and call and 


find out for himself” 


associate 
agree with you, 
“Well the old 1 
me five dollars and 


am inclined to 


that is im- 


peculiar assignment. My 
check on whether he 


said, 


Recalls Elbert Hubbard 


Obviously, the foregoing shows a complete breakdown of under 
standing, sympathy, communications—call it what you like. Now, 
fortunately, for all of us times have changed and business relation 
ships are done on a litle different level. Here again an illustration 
may be beneficial in getting a point across 

One hundred years ago—1856—a man was born in Blooming- 
ton, Ill., who was destined to be and later attributed to be, at the 
turn of the century, the outstanding salesman of his era. I refer to 
Elbert Hubbard, the founder of Roycrofter Corp. of East Aurora, 
New York, an American author of no mean ability. Having 
read a fair amount about Mr. Hubbard, I would state that he 
probably was the Ben Franklin of the early 1900s. Unfortunately, 
his career was cut rather short for he perished in the sinking of 


and 
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NATIONALLY 
ADVERTISED 


Over 325,000 satisfied users say— 


“Why buy TWO when ONE will do!" 












Remarkably low price saves you one-third. (No hid- 


NU 
den extra costs) Complete price includes micro- S 95 
phone, re-usable standard tape, take-up reel, deluxe 
carry case, exclusive tape index and log pad. Only 


© Permits relaxed dictation @ Built-in loudspeaker Nation-wide 

e Doubles executive productivity e True tonal reproduction ONE YEAR 

@ Doubles secretary's capacity e Guaranteed jamproof parts and service 

e 2-hour capacity. 2 speeds e Great home entertainer warranty. 

e 30-ft. range “mike” e AC, car, boat operation A GELOSO 

@ Records meetings, etc. e 18 practical accessories STENOTAPE 
exclusive! 


FREE demonstrations arranged. Write for name of nearest dealer 
and illustrated folder 84 


MERICAN GELOSO ELECTRONICS, INC. 
Fourth Ave. New York 10,N. Y., AL 4-2282 
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the Lusitania. Now Mr. Hubbard was a very successful man, but 
it is obvious on occasions that purchasing agents gave him a very 
rough time. I say this because one of the most pungent descrip- 
tions, in my estimation, that a man has ever written about another 
man’s profession is as follows from Elbert Hubbard's pen: I quote, 
“The typical purchasing agent is a man past middle life, spare, 
wrinkled, bald, intelligent, passive, cold, non-committal; with eyes 
like a codfish, polite in contact, but at the same time unresponsive, 
cool, calm and damnably composed as a concrete post of plaster- 
of-paris cast; a human petrifaction with a heart of feldspar and 
without charm or the friendly germ minus bowels, passions and 
sense of humor. Happily they never reproduce, and all of them 
finally go to hell’. 

Now gentlemen, obviously, this situation has changed materially, 
and the facts as outlined by Mr. Hubbard are not generally true 
today, for I appear before you as a purchasing agent whom you 
have invited to address your group, and in your audience are 
several members of the purchasing fraternity. We are, obviously 
welcome to your councils. 


Partners on Team 


My contention is that the purchasing agent and the salesman 
are no longer antagonists. They are partners, members of the same 
team, and as such are, naturally, forced to have identical view 
points if they are to succeed in their mutual activities 

In my own case, I consider that the most challenging sales 
position that I have ever occupied is as a purchasing agent. Gentle 
men, my customers are a very sizable number of requisitioners 
who look to me to furnish their needs with adequate materials and 
services at low cost and high quality. 

In turn, the man that calls on me is very necessary to my way 
of life. Not only does he sell me, but in turn, out of force of 
necessity, I have to sell him. If I cannot convey to him that I 
represent an excellent outlet for his materials, then I am falling 
down badly on my job. I want the salesman that calls on me to 
bring the new item, or the new service, or the new idea to me first 
before he takes it across the street to my competitor. Obviously, he 
is not going to do this unless he is treated fairly and encouraged 
to put forth this additional effort. 

Now from the foregoing there are certain facts that become 
quite obvious. You, the salesman, are, naturally, most interested in 
increasing your own sales and, in turn, helping to dispose of your 
available plant output. In my own case, if I don't buy, then there 
is no economic reason for my present position, or my existence in 
it 

Obviously, you are desirous of adding to your own personal 
prestige and the prestige and progress of your company. If when 
you call, I don’t treat you fairly, then I have no right to expect 
that my own company’s sales force be treated fairly by our cus- 
tomers when our salesmen call on them. In my estimation, a 
purchasing agent has the same public relations job as a salesman 
He must create good will for his company 


Deserves Pro Rank 


Now I am sure that you are desirous of being worthy of a great 
profession, and for my money a good salesman is a professional 
man. He is certainly no amateur. I should have the proper under- 
standing of your efforts so that I can intelligently weigh and evalu- 
ate the data that you bring to me. It is only reasonable that you 
crave recognition for your own ability as a salesman. I am also 
human in wanting the same for myself as a buyer. However, that 
in no sense of the word should make us antagonists, for I do not 
want to be made to look good at your expense 

I should like to emphasize the point that I feel in my own case 
that I will succeed only if I make it sufficiently attractive for you 
to call on me and that you will have no hesitancy in so doing 
Good human relations should eliminate a lack of wanting to get 
together. May I also point out that a competent purchasing agent 
has more tools in his kit than a chisel. 

Finally, you are desirous of advancement brought about by the 
success of your selling, and a security, because of the reputation 
that you have established with your customers. The purchasing 
agent’s advancement is determined by his having excellent sources 
of supply who are ready to take care of him when the need arises 

Have you ever wondered what a purchasing agent expects from 
the salesman that calls on him? My views on the subject might be 
of interest to you, and I am going to pose four questions that have 
probably occurred to you at one time or another. Obviously, these 
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DOr pP., lias everything 
and we mean everything in fine business cases! 


Are you sure you're making as much as you can 
’ : DOPP Leather Goods are Nation- 


on Leather Goods? If not, latch on to Dopp, and clly Advaitead end Pro Geld ter 
you'll be first in styling, first in quality whatever You in These Prestige Magazines: 
| the price category, and you'll be making HIGHER @ HOLIDAY @ ESQUIRE 
| PROFITS than ever before! Dopp sells more busi- © NEW YORKER © TIME 


ness cases than any other line, offers you variety, © SPORTS ILLUSTRATED 


quality, styling, a terrific national advertising CHARLES DOPPELT & CO. INC 





program, and the fullest mark-up in the industry. 2024 S. Wabash Avenue * Chicago 16, Illinois 
ole . , : New York—389 Fifth Ave. 
Write for complete catalog and price lists. Los Angeles—712 S. Olive St. 
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PREMIER 


TRIMMING QUALITY DESIGNED WITH 
BOARDS SAFETY IN MIND! 


e7 Sizes 










e From $6.00 
to $55.00 


e Wood or 
metal base 










Precision 

machined markings 
on select heavy hard 
maple ...a brand new easy-on- 
the-eye pastel green, in lifetime lacquer 
. +» removable self-sharpening blade of 
hardened tool steel... . exclusive design 
slide-guide all new safety guard to make 
cutting safe and fast. 


For shop, school, studio, office, industry. 









Wall-Saving Arm . 
(No. 8213 
side chair) “ee, ae 
Wide stibGAain Gallipetit und 1e0Nal Bice: ybdc dente: 
or willy Star our ‘listributor’s name. 





AMERICAN ‘CHAIR COMPANY 


Manufacturers 
Sheboygan, Wisconsin 


Permanent Displays: Chicago * New York * Miami * Boston * San Francisco 
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ideas are not completely original with me, but I do feel that they 
cover sound ground. 

What makes a salesman stand out? Those qualities that stand 
out above all others are neatness, not flashiness of appearance, 
confidence or manner, reasonable aggressiveness, and most as- 
suredly a working knowledge of his company, its products, and its 
natural competition. The salesman should be impressive, and | 
think that the famous Gillette slogan is very applicable—Look 
sharp, feel sharp, be sharp. 

2. What pitfalls must a salesman avoid? Frankly, I personally 
heartily dislike a wise guy. Brashness, bluffing, belittling your 
competitor, high pressure selling, and trying to get around, or to 
actually endeavor to eliminate the purchasing agent to a trans- 
action are current major irritants. May I emphasize you would be 
well advised to never make a proposal or a commitment that you 
cannot believe in, and to be sure within reasonable doubt, that it 
will be fulfilled in all its terms and conditions. An association of 
mine has an expression—"Don’t say it with flowers—Say it with 


hgures 


Can You Qualify? 


3. What does a buyer look for in a salesman? Complete honesty 
regarding his own ability and the products of his company, a 
willingness to cooperate with his customer, and pleasant gentle 
manly manners are certain major requisites for a good salesman 


I am of the opinion that it is more dangerous to oversell a product 
than to undersell it, for if you undersell, you can lose the order, 
but if you oversell, you can lose the customer and undo all that 
has gone before 

{. How can the salesman be on the right side of the buyer? 
Che rules are simple. Be willing to do what the customer wants, 


not what you prefer for yourself. Make it a point to also give in 
formation in advance. It may cover new products, new ideas, a 
new pricing schedule, a more advantageous buying bracket, etc 
If you offer something extra, either in better service, higher 


quality, or a lower cost, and you will note I said cost and not 
price, you will ingratiate yourself with the buyer 
I, frankly, am looking for low costs not low prices, and I am 


sure that you can readily distinguish between the two. Remember 
the purchasing agent's job is, to the best of his ability, to buy 
without prejudice. He seeks to obtain the ultimate value for each 
dollar spent. It is only fair to assume that the salesman that does 
the most to help the buyer towards his goal will get the order. If 
you pers¢ Na ally know your product, know its ap} cations know ifs 
advantages, know its limitation, know its specifications, know its 
capacity, know its prices, and present your story to the purchasing 
agent in a friendly but forceful way, the order is rs for the 
asking, but don't forget to ask for it 


There's A Reason 


By this time I would suspect that you feel that I sincerely have 
an ax to grind. A little earlier in the talk I pointed out certain 
road marks that I endeavor to follow. I point out to you that 
because I am so closely allied to the sales feld I am most desirous 
of seeing sales activity strengthen and mprove, and if I can con 


tribute at all to this effort, I am delighted to do so. If I unin 
tentionally become a bit repetitious, I am sure you will forgive me 

A salesman will accomplish more in less time and eliminate 
waste motion if he will use a direct approach. Because of the 
legitimacy of his call on his purchasing agent, it is not necessary 
to be introduced by the president of the company to gain attention 
for his obvious desires. Why not try the front door? You will 
seldom find it closed 

There cannot help but be mental satisfaction in success of sell 
ing, and I am sure the salesman will get more of a kick out of 
what he is doing if he will appeal to his customer's needs, desires 


; 


and interests rather than his own selfish outlook 


I am sure he will have more co-operation from those in his 
own organization and in his customer's organization if he will 
always bear in mind his customer's needs. In other words, he 


should devote a certain amount of time to gaining knowledge 


through investigation and research of these important facts 

The salesman will render a more skillful job on the so-called 
problem accounts if he will go out of his way to stress his own 
organization's strongest features which can be beneficial to the 
customer. Obviously, the individual salesman is not in a position 
to furnish every kind of furniture desired, and when the salesman 
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ENORETTE 


World’s fastest-growing dictating machine 


With Stenorette sales at an all-time high, 
increased production facilities now make it 
possible to add a few more carefully selected 
dealers to the privileged list of present 
Stenorette franchise holders. 


*Dealers with outside sales forces and serv- 
ice personnel are invited to apply now, 
while these new openings are available. 


With each new franchise comes the good 
will engendered by the enthusiasm of more 
than 300,000 Stenorette owners all over the 
world. Plus, the cumulative effect of the 
exclusive Stenorette sales-promotion and 
advertising that have made merchandising 
history—and which have now been increased 
and accelerated even more to match the new 
increase in Stenorette production. 


DeJUR-AMSCO CORPORATION, 45-01 N. BLVD. L.1. CITY, N.Y. 
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Naturally the holder of each new Stenorette 
franchise will be accorded our standard 
profit protection—another advantage that 
helps make Stenorette the most valuable 
dictating-machine franchise in America. 


Wearecurrently receiving applications and 
would be pleased to hear from any qualified 
dealer. For information write to: Business 
Equipment Division, Dept.OA-909, DeJur- 
Amsco Corporation, 45-01 Northern Blvd., 
Long Island City, N. Y. 
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STUDIO EASELS »1yANCO 





NO. 250 IMPERIAL EASEL 


A professional studio easel with added support 
on both sides of center post. Large canvas 
j holder and utility tray with palette holder fully 









' adjustable by means of metal ratchet 
designed to provide better support for large 
' canvases. Adjustable metal stabilizer 
and other hardware plated to resist corrosion 
List price $15.00 
FOB: Glendale, L. | 
; 


NO. 83 MASTER EASEL 


Anco’'s traditionally popular studio easel now 
even better than ever! New unique 
construction provides easier adjustment of 
tray and canvas holder with built in palette 
holder. Large easy tightening thumbscrew- ) 
and-steel plate assembly prevent tray ; 
slipping even with 100 Ib. weight 


' 
List price $12.00 FOB: Glendale, L. | | 
Please write for literature mentioning this publication. | 

; 


ANCO WOOD SPECIALTIES, INC. 
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A proven way 
$ to accumulate 


$ money 














STEERS S<7R ONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 


COIN HANDLING ACCESSORIES 
Seal Presses * Legal Seals * Downey Change Trays 
Teller’s Moisteners * Currency Racks * Manual Coin 
Counters * Packaging Trays * Linen Shipping Tags 
Steel-Strong Coin Trays & Lift Pans 
COIN WRAPPERS 


Old Style * Rainbow * Automatic * Duzitall 
Kweortet * Tubular * Gunshell 


BILL STRAPS 
Federal * Colored * Banding 


- 
Write for Information! 






“HE C. L. DOWNEY CO. HANNIBAL, MO. 





tells the customer that his own firm does everything well, he either 
does not know what he is talking about or marks down his pros- 
pect as a fool. 

Now this may not be entirely true in your own case, for you, no 
doubt, are representing several firms and several plants, but where 
the salesman can, I feel a real coritribution can be made with his 
own plant personnel through the salesman’s efforts to educate them 
as to what his prospective customer needs. These people that 
the salesman has interested in the actual manufacturing operation 
can be more effective and operate smoother to the benefit of all 
concerned. The salesman’s reasonable familiarity with furniture 
plant practices, trade customs, and actual production problems can 
contribute mightily to the solution of the most current customer 
difficulties. At this point I pause. I want to lay special emphasis 
on—know your product and understand its development from 
manufacturing to end use. Familiarize yourself with all manu- 
facturing costs, including the hidden costs of distribution and 
service. You are the purchasing agent's contact with the manufac- 
turer. You can well stand or fall on your ability to handle this 
aspect of the game. I don't have to point out that internal and 
external communications will improve vastly through such efforts 


extended by you, the salesman 


Reduce Complaints 


Real care and forethought many times can reduce complaints 
and grievances from within the company as well as from your 
customer. I am sure that you will all remember instances where 
the salesman could eliminate animosity towards the prospective 
customer from the actual plant personnel. All customers are not 
equally as reasonable, and there are times when the prospective 
customer is completely misunderstood by plant personnel. The 
salesman can do a real service in not letting such a thing happen, 
and when it does, to keep it within bounds 

I am confident that a real pride of profession is essential to the 
salesman's well being, and thinking along these lines can be and 
should be uppermost. You see, there are some things that the 
other fellow may do, that none of us should stoop to, and I don't 
think I have to go into specific detail about what I mean 

When you become closely allied to an account, you will probably 


NEW 
Desk-Chair 


Under-mat 


‘ marble 
™ 2 colors 








round style 36” x 48” 


to retail 


o $) 7.50 





rectangular style 36” x 46” 


High Style, Low Priced Profit Maker 


Beauty and make sa LOOX AT THESE 
pe ns Peal PROFIT POINTS 


or scneme ® Marbleized 
‘wv ne Walnut, 

nair mar - Office Grey, 
, Jade Green 
or Beige 


® 22 other 
colors 10% 
extra 


> to & ® Full dealer 
. ; discounts 


® Rich, colorful, 











Ask your jobber/write or wire practical 
1706 S. State 
ACE LITE STEP CO Chicago 16, Ill. 
- DAnube 6-6022 
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GUMMED LABELS 














Reyburn's line of gummed labels and 
Stationers’ supplies really fill the need in 
offices, factories, stores, schools or in the 
home. 


Stimulate sales of Stationers’ items by 
featuring them in window displays with a 
Spring background of Tulips and Iris or any 
of Reyburn's many beautiful printed Reytrim 
designs 


Ask your Reyburn dealer to show you 
Reyburn's complete line, both Stationers’ 
items and display materials. 


a te fe te THE REYBURN MANUFACTURING CO., INC. 
| 16th & INDIANA AVE., PHILADELPHIA, PA. * ROYERSFORD, PA. 


WAREHOUSES 4048 POLK STREET, CHICAGO, ILLINOIS * 901 W. VICKERY BLVD., FORT WORTH, TEXAS 
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Hundreds of NEW uses for INK-STIK.. . 
Thousands of NEW sales opportunities! 


* Holds permanently to all surfaces 
* Gold-finished swivel . . . permits pen to be 
positioned at any angle 
Available in 
Two Stunning Counter Displays 


No. 2100 COUNTER DISPLAY 


* Decorator colors to blend, contrast, or 
harmonize with any decor 


* 6 attractive colors ... blue, red, black, green, (12 INK-STIK "N’ HOLDERS) 
turquoise, lavender Retail Value $14.28 
* Finest writing quality ... because it’s a Dealer's Cost $ 8.64 
Dealer's Profit $ 5.64 


MICROPOINT INK-STIK! 


x When dry, replace with a new INK-STIK No. 2150 COUNTER DISPLAY 


(12 INK-STIK 'N’ HOLDERS with chains) 








Retail Value $19.08 

CONTENTS OF COUNTER DISPLAYS Dealer's Cost $11.52 

Quantity 3 2 l ] l Dealer's Profit $ 7.56 
Base Blue Red Black Green White White 

Pen Blus Red Black Green Lavender Turquoise os an at MICROPOINT, INC. 

- 1990 1itihity. Paint INK.S with 24° gold-finished 4 Sunnyvale, California 

ed tr 5 y A ! y 
| eer oe . bead chain ! In Canada: Ben Sanders Co., Lid., 
pen k, 12 jual boxes per carton ba —--------- - Toronto 1, Ont. 
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N EW! from CESCO 
NYLON POST BINDERS 


for marginal punched forms 


shy 
ae, 


























Sheet loading 
is faster 
easier, with 
continuous posts 
of flexible ny- 
lon. 








Now!—Two all new binders designed with the user in 
mind . . . the Saratoga for unbursted forms . . . the 
Arlington for bursted forms. Clear unobstructed covers 
. - « 4” capacity flexible nylon posts from one con- 
tinuous cord that cannot slip or be pulled out at the 
base. Stock sizes for most sheet sizes. 


WRITE TODAY FOR COMPLETE DETAILS 
C. E. SHEPPARD CO. 


44-07 21st St., Long Island City 1, N.Y. 




















On Value 


Value is the ratio of the quality of a product to its 
price. It is the standard by which we want our prod- 
ucts judged. The additional value in BAY equipment 
produces effortless initial orders and lasting customer 
satisfaction; it is its own best salesman. 


STEEL 
SHELVING 


WORK 
BENCHES 





CARTS ¢ BINS * STACKING BOXES 


BAY PRODUCTS INC. 





1837 W. Cambria St. Phila. 32, Pa. 





encounter those occasions when the purchasing agent sends you to 
other spots in his own organization. When he does this, he is 
placing confidence in you that you have earned through your own 
ability to serve the account and to comprehend your customer's 
needs. Therefore, it is certainly desirable that you inspire conh 
dence and trust, so that the purchasing agent has no hesitancy in 
allowing you to represent him to other members of his own cor- 
poration. You may well encounter a situation where you are the 
purchasing agent's vendor. Obviously, this is a very nice spot to 
work towards 


Have a Reason To Call 


Finally, I would like to make one other observation for what it 
is worth. I can assure you that a purchasing agent is desirous of 
your making regular, proper, and appropriate calls, and that when 
you do arrive on the scene that you have a sound customer's 
reason for calling. I can think of nothing less flattering to a 
purchasing agent than to have the salesman’s opening remark—lI 
just happened to be in the neighborhood, so I dropped in to see 
you. Unfortunately, this may well be the truth, but why emphasize 
it? 

It is my opinion that if a salesman takes to heart the comments 
that I have made, that hisecompetitor will seldom if ever bother 
him. The salesman should get a higher percentage of return on his 
efforts which, naturally, has a salutary effect on not only his morale 
but his pocketbook. 

In actually closing my comments, I would like to leave with you 
the thought that I believe the purchasing agent and the salesman 
both have the same viewpoint. When you call on a purchasing 
agent, you are actually calling on a salesman. One good salesman 
should like and appreciate another good salesman. He should 
respect him and in no sense of the word be antagonistic towards 
him. Why not give this thinking a try? If on your next call you 
give this different twist to your presentation, you may well have 

uch more productive efforts from your time expended. It is en 
tirely possible that there may be something new under the sun 


NO OTHER PAPER CUTTER 
BUILT SO WELL 
fo SELL a LOW 


1 Pnetongon [P [in 


SIZES: 14” and 18” ? 


(20%” Soe" 
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FOR OFFICE, — 
BOOKKEEPING AND DUPLICATING DEPARTMENTS 


For every business: Banks, hospitals, insurance companies, industrial organi- 
zations with duplicating departments, stationers, photo finishers, small 
printers, lettershops, mimeograph, offset shops, advertising agencies, 


schools and colleges. 
Order from your dealer or 


MICHAEL LITHI sales core. 145 West 45th St. N.Y. 36, NY. 


@ Dealer: Write For Profitable Sales Pian 
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Hedges 
puts EFFICIENCY 
into daily routines 


“DANDY” — 
BOX FILES 





CARD TRAYS 





HEDGES m™FcG. co. 
2931 WENTWORTH AVE. 
CHICAGO 16, ILLINOIS 





4 
READY 
SELLER 
AT 


$1775 


ar gr —_~ west 
Rockies) 















Takes all copy up to 20 inches 


A money-moker that is eosy to sell. 
Now the RITE-LINE Copy holder has 
the new Telescopic Eyeguide at no 
extra cost. Takes oll widths of copy 
from a machine tape to 20 inches. 
— om Self-contained, all-metal, compact, at- 
: 20" tractive. Requires no installation or 

sa service. Illustration shows it with LINE 
eres IE AE —="MAGNIFIER attached. Magnifier is 

EYEGUIDE EXTENDED extra equipment you can sell. 


For full porticulors, discounts, efc., write to-— 





EYEGUIDE CONTRACTED 











RITE-LINE CORPORATION, 4209 39th Street, N. W., Washington 16, D. C. 





*K ingredient 


of greatness — Like the leaf, noture’s symbo! of perfection, 
Higgins India Ink is mode to perfection, to enable 

artists to achieve the same superb quality in their work. 

The constont and increasing demand which sells so much 

Higgins American Drawing Ink for you is the result of excellence in 
performance unsurpassed in the history of art materials. 

Keep well stocked ond cash in on this steady sale. 


HIGGINS 


In 4 Blacks, White, and 16 Colors 


HIGGINS INK CO., Inc., 271 Ninth Street, Brooklyn 15, N Y. 






















INTERNATIONAL 


IE SRULGEUE AL 
you want, 


when you want it 


as you want it! 


Choose from the world’s 
largest selection of \ womore.” 
SELECT ROUGH and 

REBUILT Office Machines. 


You get Higher Profits: 

because of our gigantic volume 
buying, savings are passed on 
to you. 








You buy with Confidence 
because every machine is tested by factory trained 


operating proficiency. 


Join thousands of satisf 
have bought with confidence and savings from 
“INTERNATIONAL” for more than 39 years 
Save up to 60% of the cost of new equipment with 
our completely REBUILT Machines, guaranteed to 
look and perform like new 





customer who 











specialists on that particular machine to assure ae 





Affiliate of: Addressing Machine & Equipment Co., Inc 


Ax ATHANSTING 








Department Store 
of Office Machines 


Ly lcs ly Lea rice 


6 Broadway, New York,N.Y. WOrth 2-3200. Cable: "ADDBOOKAL 
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Offer Correct Seating for Every Need 
Eliminate the “Office Hot Seat’ In 
crease Efficiency 

See them at NOFA 
Booth B200 
BEVCO chairs are 
Stretch 


Stain 


fede Proof 
Tip 


and offer 
© More Comfort © Longer Wear 


— 









Tubular Steel Costumers Mirror- 





PS-33A 
Posture Chair 


like gleaming Chrome attach on 
standard 16" centers 





NEW 


Row of Hooks” 
se individually or 
an accessory to 
BEVCO Racks, as 
ustrated 
Available in 2-6 
engths @ $1.25 


New Hangers 
Tubular Stee 
Super De Luxe 

Hangers in Chrome 
or never-tarnish 


Single shelf 36" $9.95 Brass 
BEVCO Precision Manufacturing Co. 21 (cam ave 


vansto 












* DuPont's registered Trade 
Mark for its polyester film. 


DEALERS! OVER 200,000 CUSTOMER READERS* WILL SEE THIS AD! 
* consumer readers of business magazines carrying this AICO advertisement, 





H-O-N Workshop 





(Continued from page 86) 


Co.; Jim Murphy of School Executive magazine; and 
C. O. Schlaver, managing editor of Orrick APPLIANCES 

The salesmen were Ziven an opportunity to sell the 
mystery guests who turned out to be dealers. In addition 
they were taken to Rockford where they doffed their coats 
and went to work to set up a model display at Fisher's sta 
tionery firm and one which tied in with career girl fashion 
window at Rockford Dry Goods Co 

It was stressed that H-O-N advertising to the dealer 
through publications such as OFFICE APPLIANCES acts as a pre 
call stimulant, bringing the product to the dealer as something 
he wants to sell to make more profit 

[The salesmen, invited to attend through a series o 
Howdy Pardner’’ letters, didn't know their destination 
other than they were to gather at the Midway Airport at 
Chicago. From there they were transported by bus to the 
Wagon Wheel and went directly into workshop sessions 


Stationers 12:30 Club of New York 
Celebrates Its 30th Year 


rhe Stationers 12:30 Club of New York celebrated its 
30th anniversary during the February 16 meeting at Rosoft's 
Restaurant. President Richard Karasik, Frank A. Weeks Co 


noted that it is on February 25 in 1929 that the Clul 
was born 

The only charter member on hand at the meeting was 
Charles Epiffano, Puritan Stationery Co. In honor of the 
event the members were served a steak dinner, top} oft 
by a piece of birthday cake. 

This was a triple celebration, as this marks the 50th year 
with Venus Pen & Pencil Corp. of Henry Bowman and 
February 28 is President Karasik's birthday 


Aigmont the office supply buyer says « « « 


4 "an index divider 
that lasts 


Aigmoni's excited about AICO’s 
Rip-Proof Loose Leaf indexes. They 
won't wear, tear or pull through at holes 
Ideal for use in ring books, post and 
ledger binders and memo books 


Binding edges are reinforced with 
MYLAR * plastic. It is stronger than 
other reinforcing, less bulky... and 
costs less! 


In all stock sizes and made-to-order 

Choice of a wide variety of index tabs 

and colors. 

AVAILABLE AT YOUR STATIONERS 
? or write for samples and prices 








G. J. AIGNER CO. 
426 S. Clinton St 
Chicago 7, Illinois 
Plants in Chicago 
Rochelle, Illinois 
New York and Ca 


~ 
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ONLY The “Precise”’ 


TRIMMING BOARD 





Has All These Wanted Selling Features 


Patented Finger Tip Controlled Paper Guide 
Finest Steel Blades, Carefully Ground 

Two White Scales on Black Background 

Only Finest Seasoned Hardwood Used 

@ Every Board Completely Guaranteed 


You offer the finest in the New “Precise” Trimming 
Board. It has everything your customer should have for 
trimming, cutting paper, paper board, etc. The patented, 
adjustable paper guide locks and releases with a finger 


flick, 2 white scales on black 

background speed accuracy and 5 POPULAR SIZES 

measuring time. Models 5, 6 & a at +t / amen 
have special safety spring. No. 5—151,"—Blede 

The “Precise” is a steady seller No. 6—18'/."—Blade 


—241,"—Bi 
wherever displayed. Ne. 7-265 jade 


Prompt Delivery — Order Your Needs Today! 


AMERICAN PHOTO LABORATORIES 
2511 W. MOFFAT ST. Dept. A CHICAGO 47, ILL. 











IT'S NEW! 


IT’S NEEDED 
IT'S A 
PROFIT-MAKER 


File folders 
Folder labels ae 
Brief covers 
Shee! protec — 
tors, Filing sys- L 
tems & sup- — 
plies, Box files been 
Cord trays 
Persona! files 
Portfolios 
A dbums 


AMBERG 


FILE & INDEX COMPANY 
1637 DUANE BLVD 
KANKAKEE, ILLINOIS 
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ROBERTS for SALEABILITY 


(Since 1889) 


MODEL 95 
r arr Tree «=CA highly saleable combination of 
rugged construction and great 
flexibility. Has 5 movements — 
consecutive, duplicate, triplicate, 
quadruplicate and repeat, con- 


trolled by a dial which locks in 
position. Smooth balanced action: 
choice of 6 to I! wheels: weighs 
20 oz. One of a full line of fa- 
mous Roberts numbering ma- 


MODEL 90 


bn J 





M + = + a!| numbe 
machines. You dial the act 
wanted {up to 13} on outer « 

inner rcie Te eS mber 
nores ns run fA rea 
repeat, consecutive ana duplicate 
& + 1! wheels: weiahs 20 


Write Robert Numbering Ma 
hine Division, Heller Robert 
Mig. Corp 100 Jamaica Ave 




















Official 
POSTAL 





Hanson 
Postal Scale 







Postal Scales Standard with 
the trade for over 50 years 





1515-50 ths. 
1509-5 Ibs. 1530-25 tbs. pated oad 1546-2 Ibs. 


HANSON SCALE CO. (Est. 1888) Northbrook, Illinois 
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All New... 


Easy to Mount... 
? / 
<, AS King 


WALL URN 


with 
"Presto-Top" 


Here is the only Wall 
Urn with a non-re- 
movable hinged top making it drop- 
proof... mar-proof. No complicated 
locking devices to destroy the 








See us 
NOFA 

Miami, 
# A122 


at the beauty of its contours. “Presto-Top” 
a conveniently drops burning stubs 
oak through stainless steel trap-door ash 
tray where they smother. *601-SC 
In Satin Chrome, *601-BB 





Brushed Brass. 








Write for Illustrated Catalog and Prices 
of Complete Line 


Prooucts, INC. vept. 3 


111 Pioneer St., Brooklyn 31, N. Y. 




























information 
on our 

complete line 
today! 


ie * ae" 
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LOOKING 
-. FOR THE 
A\ BEST?... 


sa } You'll find... 

; “THE 

/ CROWN LINE” 
OF DATERS 
CLINCHES THE 
EXTRA SALES! 
guaranteed to 
outlast any 
competitively 
priced stamps 
on the market. 


‘ 





R. A. STEWART AND COMPANY, INC. 


80 
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Duane Street - New York 7, New York 








Protectall Safes Makes 
Representatives’ Appointments 


S. Robert Brown, national sales manager of Protectall 
Safes, has announced the appointment Grenville Davis 
Co., 134 S. La Salle St., Chicago, as Protectall manufac- 
turer representative covering the state of Illinois and selling 
the full line Protectall safes and insulated files 

Mr. Brown also announces that Martin M. Moldow Asso- 
ciates of New York City has been appointed a representative 
by Protectall Safes. The Moldow organization will represent 


the Protectall line of insulated safes, money safes and insu- 
lated files to dealers in areas of New York state, Pennsy!- 
vania, Maryland and Delaware 

According to Mr. Brown, these latest manufactur rep 
resentative appointments are part of ; gram to increase 


lealet Scrvice 


the Protectall lin 


Two Office Supply Firms To Merge 


BUFFALO, N. \ 


Iwo long-established office supply firms in this area 
are plannin erger which is expected to be completed 
by May 1. T two firms, Besser Inc., and the Swan 
Printing and Stationery Co., Inc., are presently ironing out 
legal details 

The Swan il plant, now locat t 682 Main St 
will be ab into the Besser operation at 267 Pearl St 

[The president and treasurer Besser-Swan, In the 

corporation to be formed, will be Irwin S. Besser, who 
urrently positions with t 93-year-old family 

Harold W. Gale, president of Swat! ill b presi 
lent of tl company. All other personnel 
tinue in tl capacity with the new compan 

in the past 





NOW! NEW FORMULA 


UMPTION 


in a Bright, New Package for 
ADDED 


PROFITS! 






£. 





Gumption with NEW 
SUPERCLEANSING ACTION 
wipes away ali stains 
3 from linoleum and plastic 
desk tops. Guaranteed to 
remove Hectograph & 
Ditto Ink Stains — Carbon 
& Crayon Marks! 


Also perfect for steel, aluminum, chrome and 
leather chairs, desks, files, and other office 
furnishings. Full money-back guarantee. Priced 
for volume sales and new profits! 


Call or write today for trade discounts. 


GUMPTION 


Products Corporation 
56 Reade St., New York 7, N. Y. * BArcaly 7-8482 


Exclusive U.S. Distributor 
See us at NOFA Convention, Miami Beach, Fia., Booth G753 
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THE NEW imPROVED 


COPY-RI GHT Copyholder 


for over 30 
years the 
‘most wanted” 
copyholder .. . 
now manufac- 
tured by Curtis- 
Young Corpo- 
ration. 
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touch sP _ velvet 
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brake \ 
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copy secure ids 
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© Fastens Firmly 


a and easily. 


nee- Action . 
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Mere DYGH CURTIS - 


COPrmovoee 
Copyhoide 


110 West 1 8th Street - 


. OCR” en 2 een @ Benen, | 


3 Supplies c Ribt 


New York 11, N.Y.- 











because .. . DUX is ae trea od 
by those who know QUALI 
CRAFTSMANSHIP pee “the 
VALUE of saving TIM 
MONEY ...DUX is a PRECISION 
instrument . » always at your 
FINGERTIPS . . . PUT A DUX 
DISPLAY box on your counter. 
DUX SELLS itself! VARIETY OF 
DESK & POCKET MODELS for 
every HOME . >» Greeees « os 
STUDIO .. . SCHOOL. 















WHEN — order SHARPENERS 
ORDER DUXI 


Senecsented at All Major Shows 


Sales 






* New * Eye-Appealing ® Self-Selling 
Display several boxes of 
these most attractive and 
unusually new type clips 
and see for yourself 
how fast they move’ 
Totally different 
than any other clip 
on the market 
they'll make money 
the first day 
500—$1.25 
400—$1.00 














Feather Light | 
Non-Rusting 






FRED BAUMGARTEN. 


1000 Virginio Ave NE 


Stronger Grip 


Color Signals (Code) 
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MEET MR. BUDGET 


HASCO’S ALL-PURPOSE STAND FOR 
OFFICE —- SCHOOLS — HOME 


No. 1500-D 
$13.95 





HASCO’S 
rove BRAND 


All Welded Construction 


Hasco gives you many exclusive features .. . 
Plus Guaranteed Satisfaction 


No. 1500 Mr. Budget in Gray or Brown 

Top Size: 16x18". Leaves: 8x16". 2° Casters (2 Locking 
casters). NON-TIPPING design. Available with Formica Top 
and in Chrome, at slightly additional cost. 





manufactured and guaranteed by 


eae: Pan Oe 1 CD >D = ae On 6 


9th & Spruce @ St. Louis 2, Missouri 


Note: Write for our new, free, full-color brochure covering the entire 
HASCO line of Office Machine Stands 








Tiraa| automatic electric eraser 


COLMAN good profit maker with a wide market 











Get your share of the profitable electric eraser business. Sell the 


fully automatic Barber-Colman electric eraser with exclusive 
self-starting feature. Just pick it up and start erasing. Quickly, 
smoothly erases pencil, ink, type . fine lines or solid blocks. 
A valuable timesaver needed by engineer-draftsmen, 


architects, artists, business offices, schools, studios. 
Carefully balanced palm-fit for effortless erasing. Quiet, 
efficient, trouble-free 115V, 60C a-c electric motor 
Highly dependable . thousands in use. A good-profit, 
good-selling item for you. Listed by Underwriters 
Write now for prices and descriptive folder 


Sarber-Colman Company 


Dept. P, 1244 Rock S$t., ROCKFORD, ILL. 
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MANUFACTURERS OF DRAFTING SUPPLIES 








CARDINELL CORPORATION, MONTCLAIR, W.J. 


ind More Leading Draftsmen, 
untants and Artists 
ire INSISTING on 
“/a- Potul 


LEAD POINTER 














For Perfect Lead Points 
Blunt to Hairline. Two Models. 
Standard Model gives you points up 
to %” long without breaking. Just 

insert lead and rotate lid. 


Write for Literature and Dealer Prices. 





Variable Taper Model 
lets you dial the taper 







you wont, 


SHORT < 


















ll fl 


LONG 


ELWARD MANUFACTURING CO. [i 
Bak treet = Coloma, Michigan BETWEEN 


































The World's 
Largest 
Independent 
Rebuilder of 
Office Machines.” 


SUPERIOR 
TYPEWRITER 


Select Rough and 
Rebuilt Manual and 

Electric Typewriters 

e Adding Machines 


« Calculators 


Write for confidential dealer's price list 


SUPERIOR TYPEWRITER CO., INC. 
34 Hubert Street. * New York 13,N.Y. © WOrth 6-2626 








Loose-leaf envelopes, 
punched; card-holders, 
any size; menu covers; 
factory record pro- 
tectors; tag holders; 





bill-fold envelopes: 
stamp containers, etc 


CELLULOSE ACETATE PRODUCTS 


902p SOUTH WABASH AVE. CHICAGO 5, ILLINOIS 





Made of acetate 


(flame resistant) 





transparent cellulose 
We build to fit your 


particular need 














MARKILO 


Write us details. 
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OL’ Doc Stork 


Irving M. Levy of the Art. Steel Co., is bursting with 
pride over the birth of his grandson, Daniel Saul Levy 
Little Dan, the son of Esther and Alan J., weighed 6 | nd 
814 ounces when he was born January 
Addo-X Publishes 1958-59 Brochure 

Addo. the Swedish office machine firm with the distinctiy 


trademark, has just published its International R« 


addo 


view for 1958-59. The beautifully designed and printed bro 
chure presents the company and its products within Ut 
framework of its homeland 

The first half of the 56-page booklet scribes: and 
trates the contemporary culture and institutions of 
fluential land of simple and functional design. The emphas 
slowly shifts to the international part Addo plays tl 
office machine field and just as smoothly sums uj a 
pointed telling of the Addo organization and it ot 
products 

Copies a! ivailable from the Addo Machine ¢ ne 


300 Park Av N V York 22, N.Y 


Use Milwaukee Chairs in Court House... 





Whiting Press, Inc., Rochester, Minn., made this installation 
of Milwaukee chairs for comfortable seating in the new 
Olmsted County court house at Rochester. The jury box 
»f judges’ quarters is pictured here. Complete installation 
included placing of 172 Milwaukee chair 


You can earn good 
commissions selling 


our complete line 


PASS UP THOSE 
EXTRA 
COMMISSIONS 


check covers, coin 
savers, and other 
forms to financial 


institutions. 


Write for Information 
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of passbhooks, pocket 























Chair #9346 





Larry. vinone 


for the Executive Suite 


Hand Fashioned by Craftsmen of Experience 
moderately priced 
Brochure available on request 


- 2 
niemann inc. 








A FINE NAME IN FURNITURE FOR OVER ONE HUNDRED YEARS 





FACTORY & SHOWROOM: 469 E. OHIO ST. AT LAKE SHORE DRIVE, CHICAGO 11 








CLEARS DECKS FOR ACTION! 





Helps the busy office worker sort the incom- 





ing and outgoing mail Inwardly sloping 
shelves increase capacity and keep contents 
. from sliding out. Ample shelf clearance and 
newly designed otted shelves allows quick 
sorting, insertion and removal of papers. No 
corner posts to dodge. Electrically welded 
nto one sturdy unit 
NO. 202 — LETTER SIZE 2 TRAY .$4.00 
OVER 50 NO. 203 — LETTER SIZE 3 TRAY.$5.25 





QUALITY WO. 204 — LETTER SIZE — 4 TRAY. $6.50 
ITEMS! WO. 205 — LETTER SIZE — 5 TRAY.$7.50 
LEADER IN THE FIELD FOR MORE THAN 43 YEARS! 


BROWN 
conve ronso=e*) CURRIER MFG. CO., INC. cimtrenoxia nanesora 








SEEING IS BELIEVING 


Ask your salesmen to carry a sample of Barkley’s MAGNI- 
FYING Index Tab to SHOW their customers how it speeds 
up File Look-Ups For FREE sample packet write to 


C. L. BARKLEY & CO. © Founded 1921 © Dept. OA4 
1220 W. VAN BUREN ST. © CHICAGO 7 © ALL PHONES MONROE 6-706! 


silent, permanently lubricated, 


| ntnroof 


nstantly to prevent scuffing and wear — 
ro asily even over deep carpets 
metal tread for carpets, linoleum, rubber tile; rubber tread for 
asphalt tile, terrazzo, or hardwood—complete variety of fastenings 


attractive finishes of antique copper, satin chrome, or bright brass 


Write, today, for your dealer catalog and consumer literature 


SHEPHERD CASTERS, INC. P.O. Box 672 Benton Harbor, Mich. 


In Caneda: Shepherd Casters Canada Ltd., Toronto, Ontario) 





OA-4/59 





















Push the FASTEST type 
cleaner for faster turn- 
over! Non-spattering 
and non-infiammable. 
Once tried, repeats 
steadily. Get the 
smart 

display working for 
YOU. Dealer aids free. 
Order direct ...or 
from your own jobber. 




















e BEACH'S 


‘*Common Sense’”’ 


EXPENSE BOOKS 


DISPLAY in our ready-to- 

use Counter Carton and 

you'll build repeat sales. 
_ (Unsolicited letter: “We 
have used BEACH'S for 
years—tried others but 
_ not as well pleased.’’) 


WRITE 


BEACH PUBLISHING CO. 


| for Samples and Prices: 19829 W. McNichols, Detroit 19, Mich. 














e Keep Klean Imprinted 
Typewriter and Business Machine 
Covers help you sell more! 


Keep your old customers “Dealer Con- 
scious” and bring in new ones — by 
sending out your trademark and mes- 
sage with every machine you sell! 
Tough, durable gray plastic, gray rub- 
ber and black rubber. Write today for 
prices, discounts, etc. 


KEEP KLEAN PRODUCTS CO., INC. 
4077 PARK AVE., N.Y. 57, WY. 
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THE LEADER 
IN PLATENS 


AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 


Ames Supply Company 





ATLANTA DETROIT 

156 Alexander, N.W. 6527 John C. Lodge Expwy. 
CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray St. 

DALLAS SAN FRANCISCO 

1232 Crampton St. 545 Mission St. 


CLEVELAND 
1122 St. Clair Ave., N.E. 
AGENTS IN ALL PRINCIPAL CITIES 




















Wij 


cooperates! 


DEALERS Our new streamlined “Statesman” line of type- 
writer ribbons with self-service MERCHANDISER will boost 
your sales, simplify your inventory control. Write for proof! 


WRITE, INC. “?°'*¢28.'sraeesort com.” 











Write for Dealer 
Literature & Prices 


HARDBOARD FABRICATORS, INC. 


59 BRANCH ST * ST tours 7. 























NEW <ou- Cost 


“FOLD-0-MATIC 


Electric Folding 
Machine 


FOLDS+ CONVEYS + STACKS 
120 SHEETS PER MINUTE 


any fold... any stock . . . automatically! 


THE PRINT-O- MATIC co., 


724 W WASHINGTON BL HICAGO 6, TLL 
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ES + SR 
DEALERS! Find out about our LOWER PRICES 











: D SHEETS 
* the New “FLIP OUT DISPENSER BOX 


have all the qualities essential for creating demand and 
increasing your stationery department volume 


FRivesocunr~ Ee 


‘im @liLy 


Sold only through stationers. 
For complete information 
WD» 0 HS ve 0.6 we ait 





You Can Make 
Mme PROFIT 


utc" tabet SENTRY * 


that sells for $48.55 less than lowest 
competitor — $130.04 less than highest 


Only SENTRY offers so many q wality features 
at so low a price protection—plus 
Vermiculite insulation, all-welded construc- 
tion, built-in 3-oumber combination lock, 
bank vault type lock bar, 2 drawers. Dimen- 





sions: Outside—2444" x 17 yy” x 17%"; Inside 
—15" « 12" x 13°. We. 240 Ibs, Full profit, big 


market. Write for details. 


JOHN D. BRUSH & CO., Inc. 


Suggested $ 
79° 563 West Ave., Rochester 11, N. Y. 


Eastern List 
Std. Dise.-Adv. Allow. 





pay SS. LADDERS—Made from T 
SIDE and CEILING TYPES—with 
steel track for mounting on shelving, 
fling cabinets or ceiling 
“A” and LIBRARY TYPES—require 
oo ee aS Se eee oe ae 
with Automatic Safety Brakes. 
WELDED STEEL SAF LADDERS 
—Made from 1” diameter round 
furniture tubing, with expanded 
metal steps. Mounted on Swivel 
Brake Casters. Ladder can be rolled 
freely when no one is on it. When 
you step on the ladder the rubber 
tipped legs rest on the floor and 
prevent rolling. Made in 1 to 13 
step heights, and 4 widths. 


Send for Circulars 58BWOA (Wood) & 56-OA (Steel) and Dealer Discount. 
Manvtactured by 


I. D. COTTERMAN 











123 W. Spring 
Naperville 


. Minois 











and FAST DELIVERY! You'll sell more 
SNAP FORMS and 


CONTINUOUS REGISTER FORMS 


and make MORE money . 
MORE repeat sales with extra 
profits from our complete line of 
printed forms. 
Quality and service 
guaranteed. 





For quotations on forms you 
are now using, send samples to 


THE DEALERS’ BUSINESS FORMS CO. inc. 
279 Fifth Avenue, New York 16, N.Y. LExington 2-5880 
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Want Ads 





Deadline 10th of MOF 


cents a word 


Address Dept. Rep!) 





SALESMEN WANTED 





SALESMAN — Experienced 


furniture 


New York City, old established firm 


and home upholstered furniture, equippe 
details t 


for right man. Write full 
St., New York 17. 





WANTED: Experienced business 
Western Maryland 


ment with growing company. Reference req 


Eastern West Virginia 





COMMERCIAL SALESMAN 
ing, aggressive Midwest 


perience and potential. Write Office App 





Ww 


ith experienc 


commercia 


REGIONAL SALES MANAGER 


dealers for national manuf 
Missouri, lowa, Minnesota 





SALESMEN AVAILABLE 





a 


turer of 


and W 


EXPERIENCED stationery salesman 
cperations with established 


filing devices, office furniture 


office 


West Coast, South, or Florida. Has 
areas. Write Office Appliances, Dept 





SALES REPRESENTATIVES WANTED 





MIDWEST MANUFACTURE 


experienced high caliber man for pos 


2 


Missouri area. Good earning 


of experience to Office Appliance: 





MANUFACTURER OF AEROSO LINE 
field. Commission basis. Terrific repeat 


081 Shore 


INJECTORALL COMPANY 





KORES MANUFACTURING 


Inked Ribbons — Stencils — 


southeast territories. Wil! 


turers’ representative. Line has 
Participation in travel expenses to deve 


Give full details of states 





NATIONALLY RECOGNIZED 


. of 


is 


CORP 


Inks) 


excellently 


covered 


701 Whittier St., New York 59, N 


MANUF ACT 
stitutional furniture has territ 
on office furniture and contract supply 
purchasing agents. Also, require two f 


yrs Der 


tory consisting of Louisiana, M 
Oklahoma, Arkansas Missour 
including experience, specific 


489 





MANUFACTURER'S REPRE 
of complete line of dup 
Dept. 496 


ana 
territory 


SENTAT 


’ 


ra ch 


? 


breceding issue date. Tbe rate jor classified dd vertisements 1 fwenly-iwo 


m ; J ; “ry 
minimum charge $4.00 payable with order. Add five words if dept 


OFFICE APPLIANCES, 600 W. Jack 


mach 


drafting 


potentia 


Dent 


become 


Blvd.., Chicago 6, Atin 





SALES REPRESENTATIVES AVAILABLE 




















ELY Ne 
held ¥ , 
s ~ Ww wering 
y ©. have 
y J a "er 
a 
a - 
‘ i 
‘ 
with anding 
o tives M 
AT 
iry . 
re 
a and 
anuf er 
’ we 
arried, fa R 
ref request G 
s Deot. 488 
Vv get ther 
A 
vv wa e 





MANUFACTURERS’ REPRESENTATIVES AVAILABLE 
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ER, to take plete charge of supply and equipr 
A ately availat d experienced. D 
T Dept. 490 
NT A MAN with experience in the selling of duplicate 
pew hould have had experience 
3 a ment. D 


pany ated in the Midwest 


ty. Write Office App 








MANAGERS AVAILABLE 





ER a / hasing Agent. Young man wit! 


















































Ww relocate for good 
0 NEW NNECTION 
‘ x ‘ > echanica 
t : romotion 
e ff ances, Dept 8 
PARTNERS WANTED 
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Ww Cc Geaier fn 
> eventually 
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HELP WANTED 
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RETAIL BUSINESS FOR SALE 
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top é in ma 


ment business, $7500, per 


versified city in Midwest 


rs, small adding machines 
organizing, developing and 


Department will be part of an aggressive com 
Salary proportionate with 


pt. 499 


years experience in office 
Write Office Appliances 


experience in reta eal 
Multiple line knowledge 
rch. Temperate habits 


Ge sales and manage 
nines anc 


References required. No 





wishes to merge with 
ances, Dept. 486 
ave fad experience 
Must be interested 
eral vacat f 
references to M 
hipping super 
7 New 





OFFICE SUPPLY, stationery, gift store estab. 10 years in northern California; good 
franchises; owner has other interests; terms to right party. Write Office Appliances, 


Dept. 501 





MISCELLANEOUS 





IN SAN FRANCISCO: Store and basement in office appliance district available 
for lease. ADT sprinkler and alarm protected. Access to freight elevator and side 
street loading. Ample parking nearby. Close to Market St., and Sheraton-Palace 
Hotel. Write to Greenwood Building, 149 New Montgomery St., San Francisco 5, 


Calif 





LIsTSs 





FREE MAILING LISTS OF 6,730 commercial stationers and office appliance 
dealers. Also 7,920 typewriter and adding machine stores. Write for FREE cata- 
logue of lists of retailers, wholesalers, manufacturers, institutions, banks, and 
others. We charge only for addressing. SPEED-ADDRESS, 48-01 42nd St., Long 


Island City 4, N. Y. 





FOR SALE AND WANTED TO BUY 





LARGE AMOUNT USED VISIBLE CABINETS, KARDEX, ACME and RAND. Variety 
f sizes end styles. A-1 condition, very reasonable. Everstee! Equipment Company, 


69 Spring Street, New York 12 





Model 60 — $7.50 each — F.0.B. New York. Send 


150 — Hand Addressographs 
heck with order. Harry Goodman — Auctioneer, 79 Leonarc Street, New York 13, 
New York 





WANTED: Burroughs or N.C.R. Bookkeeping and Billing Machines, Calculators, 
Comptometers, Adding Machines, etc., any style. Quote complete description and 
best price. AMERICAN BUSINESS MACHINES, INC., 573 Broadway, New York 


12, N. Y 





ELLIOTT-FISHER MACHINES, Calculating machines, adding machines — al! office 
equipment, bought and sold. W. J. Crowley Company, 906-908 No. Water St., 


Milwaukee 2. 





WILL BUY Bookkeeping Machines — BURROUGHS Billers, Sensimatics NATIONAL 
lass 3000, 31, 32, REMINGTON, SUNDSTRAND - indicate details model, 
GIBIAN BUSINESS MACHINES, 128 Lafayette St., New York 13, N.Y 


erial 





PAYING TOP PRICES — on al! hand and electric Addressograph, Graphotype, 
Speedaumat machines. Friden and Monroe Calculators, Elliott Addressers, Adders, Ac- 
ounting, Bookkeeping machines, al! others. Lowest prices on guaranteed rebuilt 
machines. International Office Appliances, Inc., Dept. FF, 326 Broadway, New 


York 7, N. Y. 








WILL BUY OR SELL — Addressograph, Speedaumat, Elliott, addressing machines 

and supplies. Also Pitney-Bowes, tying machines, folders, sealers, letter-openers 

Mailers, 40 W. 15th Street, New York 11, N. Y 

WANTED: Burroughs Billing and NCR machines, Addressographs — Graphotypes 
173 Lafayette 


t complete mode! and serial for quotation. William Marion Co., 
New York, N.Y 





KARDEX, ACME, all makes used visible filing equipment. Thousands of recondi- 
tioned cabinets, panels, books, always on hand. Special service and prices to 
jealers for purchase or sale. Get our quotations. Chas. S. Nathan, Inc., 548 
roadway, New York 12, N. Y 





HIGH PRICE PAID for Burrough ensimat Modeit No. F211, F212, and 
Nationa Model 31-10-10 (22) 26 SP, Brandt Coin Machines’ No. 60, 61, 100 
Co., Dept. OA, 140 West 42nd St New York 36, N. Y 





A. Pearl 
ELLIOTT-FISHER and Sundstrand Machines, Electromatic Typewriters, Adders, 
alculators, and all office machines bought and sold. Teeter-Warsh Co., 849 No 


3rd St., Milwaukee 3, Wis 





TNEY-BOWES Wanted. Pitney-Bowes Wanted. Pitney-Bowes Wanted. Pitney 
B3owes Wanted. Abbott & Lind, 928 SW Stark, Portland, Oregon 
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On our way...to make a good impression 


We take nothing but pride in announcing the all-new Tempo-Geha Model 200DA—today’s biggest 
value in stencil duplicators. . 


Everyone is impressed with the beauty of the reproductions, the efficiency and clean operation of this 
amazing “office printer” which easily produces all your office printing needs—at a fraction of the cost 
of having the work done outside. Eliminates delays, too—you get delivered copies right now. 


Tempo-Geha duplicators are available in 9 models from $199. 


For details: write, phone or wire 


TEMPO 


America's highest quality and most complete line of 


STENCIL DUPLICATORS AND SUPPLIES 














Our business— 
helping companies 
make a better impression 





MILO HARDING COMPANY Established 1904 + 146 Tempo Building, Monterey Park, California 


LOS ANGELES + PITTSBURGH + SAN FRANCISCO + WASHINGTON, D. C. + MEXICO D. F. AND DEALERS EVERYWHERE 
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188.000 cards instantly available in ONE desk! 


Y&E’s NEW EMPIRE CARD RECORD 
DESK has big capacity plus good looks! 


Lower, wider, deeper—see how this new Y&E desk measures 
up to all your needs for Card Record equipment: 
Increased capacity—Just one seven-drawer cabinet, for 
example, holds up to 94,000 5x3 cards or 70,000 tabulating 
cards—more cards than ever before. Five-drawer cabinet 
takes 5x3, 6x4, 8x5, and tabulating cards. The Empire Card 
Record Desk comes with either one cabinet or two (as shown 
above), and with either five- or seven-drawer filing cabinets. 
Sliding top—The new, modern-styled top of the desk-like 
posting section slides out a full 10 in. beyond the cabinet 
front to coordinate and speed tray and table operations even 
with the drawer open full length. 

Contemporary styling—Filing drawers are equipped with 
new, long-sweeping drawer pulls with a latch on each side for 
right- or left-hand operation. All units are available in many 
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Ball-bearing suspension—Easy, quiet, and dependable op- 


tion of drawers is assured by the 10 ball bearings in 


extra-heavy-duty, cradle-type suspension. 

Wastebasket shelf—Recessed back on single units has a 
built-in wastebasket shelf, with an opening at the top for easy 
waste deposit while sitting at the desk. 

Index System—Increase the speed and accuracy of Card 
Record Desk operation with the Y&E Expanding Index 
System. 

See how Y&E’s Empire Card Record Desk and Expanding 
Index System “measures up” to the proper housing of your 
important card records. Call your Y&E man for all the 
details, or write: 


SINGLE CABINET 
MODEL 


You con order Y&E's Empire 
Card Record Desk in decora- 
tor colors, in either five- or 
seven-drawer sizes, ond in 
single or multiple units. 





YWawnman « ERBE MFG. CO., INC..,1015 say streer + rochester 3,n.y. @& 





‘nel Notices, envelope stuffers, etc. 
—@ perfect copy in perfect register, 
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e's a very remarkable addressing ma- 

. ae the Heyer Portable Addresser. It 

lists of any size, and works 5 times 

dew hand addressing. Converts to 

ic with Miniature Mas- 

. Sells fer $10.95, complete with 
inprierine list of 250 names. 
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The Superscope = by Heyer, of course! 
Adjusts to any position. Place light 
above or below as needed. The perfect 
drawing-tracing scope for all processes— 
Stencil, Spirit, Gelatin, Offset. Complete 
with transparent T-square 
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Heyer Stencils .. . Always Make a Good 


Impression . . . on any duplicator, every 
time! Heyer has been making stencils for 
a long, long time and, because Heyer 
also makes stencil duplicators, we must 
make the very best! Four popular brands, 
many colors and sizes, attractive prices! 
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>. Kostner Ave., 











